














of the Senate subcommittee investigating 
to present dealers’ views. O'Mahoney 
_ not have “regulation” by the Governme 


But Still on Slow Side . 


56 Sales 
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BY A in a perennially spotty month 
_. was mentioned by dealers last week 
__ as they viewed the November new- 
| car market. 
“It was the worst cockeyed 
' November I can remember in the 
» last 15 years,” declared a Mid- 
west dealer. He said sales 
seemed to be improving a bit but 
emphasized that things are still 
“plenty tight.” 
.. A Detroit dealer pointed to the 
hunting season as a reason for an 
-/ annual November sales lag. 
ee o* ok * 
F. you know,” he asked, “that 
425,000 deer-hunting licenses 
-* were issued in Michigan this year? 
“When you take that many 
people out of the market for a 
week or 10 days and when you 
figure that they spend maybe 
$200 on their hunting trip, it’s 
no wonder November is tough.” 
Other dealers pointed out that 
the approach of the holidays usual- 
ly has something of an adverse 
effect on auto sales, with buyers 





Tt ee ee Oe an ee a eee. eee 









mo ee seed 













SPURRED ARY 
: ak 





Hudson Shows Its 1956 Models— 
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F Lighter Moment at GM Hearing— 


A friendly spirit prevails as Frederick J. Bell (left), executive vice-president of 
> NADA, chats with Senator Joseph C. O'Mahoney, Wyoming Democrat and chairman 
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SLIGHT strengthening of sales| putting their excess cash into gifts 


rather than cars. 
a * * 
a the country, Miami 
noted a pickup in demand in 
November, but Columbus, O., re- 
ported a 17 percent decline in sales 
(Continued on Page 61, Col. 1) 


Inside 
Auto News 


@ Truck replacement market 
for 1956 put at a million- 
plus. Page 29. 


A new series on auto mak- 
ers and their views on dis- 
tribution starts on Page 2. 


@ Details of the 1956 Hudson 
models. Page 55. 


New-car and truck registrations and 
mew-cear prices, Page 46. Used-car 
auctions and prices, Pages 6, 42. 
Production by makes, Page 61. 
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Fair Contract Is Big Goal, 
Dealers Tell GM Probers 


Retailers Called 


Factory Vassals 


Franchise Protects 
Maker Only, Say 
NADA Representatives 


By William Ullman 
Washington Correspondent 
ASHINGTON. — NADA wit- 
nesses told the Senate antitrust 
and monopoly subcommittee in 
strong words last week that “in- 
equitable and one-sided” franchise 
agreements reduce dealers to a 
state of economic vassalage and 
make them “instruments to be con- 
trolled by pushbuttons” from De- 
troit. 

Frederick J. Bell, executive 
vice-president of NADA, said 
factory executives make excellent 
products but forget the. human 
factor. 

“In their impatience to make fine 
motor cars even better,” he said, 
“they have somehow classified their 
dealers as being part of an overall 
system of automation, as being not 
flesh and blood people, but instru- 
ments to be controlled by pushbut- 
tons.” 

* * °* 

ELL was the first of many 

NADA. witnesses to take the 
stand and voice complaints as the 
subcommittee, which is conducting 
an extensive study of General Mo- 
tors, turned to dealer relations— 

one of the sorest points. 

After hearing a cancelled Pon- 
tiac dealer testify that “the in- 
dustry has gone sales-crazy” and 
that some factory officials are 
apparently afflicted with “power- 
drunk madness,” Senator 
O’Mahoney commented: 

“We, the subcommittee, feel that 
the local dealer is entitled to be a 
free American enterpriser and 
should not be subject to one-sided 
sales agreements which put him 
under the control of the! central 
management in Detroit.” | 
Those testifying igcluded 


ee 


Hudson dealers now are displaying the firm's 1956 models which consist of fwo hardtop coupes and four four-door sedans. 
Shown above is the Wasp four-door sedan with V-line styling and a 120-horsepower engine. Hudson's top horsepower is 220 
in the Hornet V-8 Custom four-door and Hollywood hardtop. (Story and other photos are on Page 55). 


Charles M. Hewitt jr., a business 


instructor at Indiana University 
who has made detailed analyses 
of the motor-vehicle industry, and 
several cancelled GM dealers, led 
by J. Edgar Travis jr., of St. 
Charles, Mo. 

Travis is the former Buick- 
Pontiac-GMC dealer whose fran- 
chise was terminated Oct. 31 on a 
factory charge of failing to make 
satisfactory market penetration in 
the sale of Buicks in his area. 


* * * 
E ARE not here to ask for a 
subsidy, to suggest that special 


or unusual privilege be granted to 


Other GM Stories 
For stories on other aspects of 
the General Motors study, see 
Automotive Washington on Page 
9; background on auto finance 
business, Page 16. 








dealers, or that any form of legis- 
lation be enacted that would conifer 
advantages on our members/ that 
are not enjoyed by their,/fellow 
retailers,” Bell stated. 

He said NADA simply Avas ask- 
ing for fair ground es that 
would allow auto retailers “to be 
toughly competitive/ to sink or 
swim, rise or fall on their own 
merits.” J 
Bell charged at the present 
factory-imposed gelling arrange- 

(Continued onj Page 59, Col. 1) 






\Asks for Splitup 


Of GM, GMAC 


Justice Ex-Aide 
Says Finance Tieup 
Leads to Coercion 


ASHINGTON.—A former De- 

partment of Justice prosecutor 
told the Senate antitrust and mo- 
nopoly subcommittee last week that 
he believed General Motors should 
be divested of ownership of its 
subsidiary, General Motors Accept- 
ance Corp. 

Holmes Baldridge, once chief of 
the trial.section in the antitrust 
per ay and now .a Chicago at- 
tornty, testified to the opinion 
that as long as GM owned GMAC, 
“it would engage in “subtle coer- 
cion” of its dealers to force them 
to use GMAC financing facilities. 

Although the Department of Jus- 
tice obtained a criminal conviction 
against GM in 1939 for coercive 
financing practices, Baldridge said 
the conviction did not force GM to 
halt its unlawful practices... , 

* +. ca _ 

HE Government then filed a 

civil suit against the corpora- 
tion in 1940, stating that the unlaw- 
ful conditions could be stopped only 

(Continued on Page 62, Col. 1) 
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Peak/Output Rate Returns 
As GM Hits New High 


By Martin L. Whitmyer 
Staff Writer 


by the establishment of 
Itime weekly output mark 
ral Motors, the auto indus- 


















level. 


p-year index, represented just 
percent fewer cars than the 
e high of 184,114 cars pro- 

ed in the week ended Apr. 30. 


AS week’s effort helped the 
factories finish November with 


vious high was set in November, 
944, when the industry assembled 

50%,148.cars. 

ovember’s efforts not only 
ited in the third-best monthly 

put on record, but gave the 

cturers. an 11-month total 


pws’ estimates. 
t also left them just 740,528 units 
ay from the coveted eight-mil- 
m mark in calendar-year assem- 
lies. Should. that figure be at- 
tained, it also would give the indus- 
try the highest final-quarter output 
on record and the third-largest 
quarterly production in history of 
the industry. 
* * € 

yeast final-quarter output to 

date is the 1,892,622 cars built 


in the fourth quarter of 1950. High- 
est alltime quarter in history was 
the first three months of this year, 
when 2,130,563 cars were built. Sec- 
ond-best was the 2,129,640 cars built 
during the second quarter of this 
year. The final quarter is expected 
to produce an estimated 2,003,479 
cars. 

GM’s alltime high of 92,342, cars 
last week broke its former high 
of 91,940 cars for the week ended 
Apr. 30. 

Chevrolet produced 43,100 cars 
(Continued on Page 61, Col. 3) 


Top Cars 


New-car registrations for nine 
months plus 34 states for Octo- 
ber: 


1955 Pos. Make 1954 Pos. 
1—1,293,527 Chev. 1,080,588— 2 
2—1,239,574 Ford 1,095,224— 1 
3— 616,490 Buick 416,460— 3 
4— 536,751 Plym. 309,204— 5 
5— 479,021 Olds. 326,592— 4 
6— 428,314 Pontiac 271,105— 6 
j— 297,193 Mercury 226,600— 7 
8— 231,635 Dodge  118,342— 8 
9— 128,279 Chrysler 78,497—10 

10— 111,340 Cadillac 386,347— 9 

ll— 96,026 DeSoto 59,960—13 
12— 80,286 Stude. 13,712—11 

13— 78,492 Nash 68,599—12 

14— 42,477 Packard 33,094—14 

15— 37,077 Hudson 28,713—16 

16— 25,817 Lincoln 30,106—15 

17— 5,701 Willys 14,975—17 

18— 899 Kaiser 7,607—18 

19— 71 Continental 

38,035 Misc. 22,066 
Total All Makes 
5,767,005 4,348,291 


Further details on Page 46. 
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Select Space in Milwaukee Auto Show— 


Murel Humphrey, left, president, Milwaukee County Automobile Dealers Assn., 



































makes his selection of space for Chevrolet in the 1956 Milwaukee Auto Show, Feb. 
11-18. Gardner Goldsmith, right, Buick line chairman, got second choice in the draw- 
ing, and Lester P. Hartung, Nash line chairman, drew No. 3. 


Obituaries .. . 


Wolfington and Penrose, 


Former NADA Directors 


a former NADA directors and|a great family man, being the father 
8 


tate dealer association presi- 
dents are dead. They were J. 
Eustace Wolf- 
ington, Philadel- 
phia, and Thorn- 
ton T. Penrose, 
Burlington, Vt. 

Mr. Wolfington, 
a DeSoto-Plym- 
outh dealer 
served onthe 
NADA board of 
directors from 
1947 to 1950. 

For several 

J. E. Wolfington years he was 
chairman of NADA’s public rela- 
tions committee and was a member 
of the association’s industry rela- 
tions committee. 

He also was a former president 
of the Philadelphia Automotive 
Trade Assn. and the Pennsylvania 
Automotive Assn. 

+ + + 
WOLFINGTON, whose fam- 
ily had been in the transporta- 
tion business for generations, was 
an indefatigable worker and stu- 
dent of the auto industry, as well as 





Business 
Barometer 


Auto Production—207,697 cars, 
trucks in week vs. 166,656 year ago. 

Business Failures—205 in week 
vs. 226 year before. 


Department Store Sales—Up 6 
percent from year before. 

Electricity Output—11,149 mil- 
lion kilowatt hours vs. 9,317 million 
kilowatt hours year ago. 

Freight Loadings—771,648 cars 


in week, up 10.7 percent from year 


ago. 

New-Car Registrations —5,767,- 
005 in 1955 to date vs. 4,348,291 
year before. 

New-Truck Registrations—747,- 
209 in 1955 to date vs. 668,482 year 
before. 

Oil Stocks—255,539,000 barrels, 
a decline of 2,300,000 barrels in week. 

Soft-Coal Output — 10,210,000 
tons estimated in week vs. 9,070,000 
fons year ago. 

Steel Output—99.2 percent of ca- 
pacity estimated vs. 100.1 percent 
week before. 

Used-Car Prices — $943 in No- 
vember {including 1956 models) vs. 
$725 in October (not including ‘56s). 

Wholesale Prices—111.1 percent 
of 1947-49 index, unchanged from 
week before. : 


Common Stocks 
1955 


Nov. 
22 High 
8% 13% 
97% 101% 
50% 54 
4 5 
10% 15% 


33.18 34.28 


Nov. 
30 


8% 
94% 
481% 


Low 
8% 

66% 

435% 
2% 


Am. Motors 
Chrysler 
GM 

Kaiser 

s-P 


Average 








of nine children. 

He attracted nationwide atten- 
tion a few years ago with an 
analysis of factory-dealer prob- 
lems which linked his two main 
interests. 

The industry, he said, is like a 
family, with manufacturers and 
dealers being part of the family. 
At present, he added, the family is 
torn apart by mistrust, and the 
only way that harmony can be 
restored is to reestablish trust. He 
indicated that the manufacturers, 
as leaders of the family, had the 


responsibility for reestablishing that} provide more advertising dollars. And, with competition | 


spirit of trust. 
* 
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How Auto Makers See 
Industry Problems 


Epitor’s Note: This is the first of a series of articles 
designed to give readers a closer look at the leaders of 
the various auto divisions and to explore with those lead- 
ers some of the auto problems of the day. 


By Robert M. Finlay 
Editorial Director . 

f gper ge as an engineer, L. Irving Woolson, 51, president 
of DeSoto, wears a mustache, dresses conservatively and 
looks, at first glance, a bit stiff—something like the popular 

conception of a Presbyterian elder. 
But that’s a misconception. Presbyterian elders are warm, 
friendly people when you get to know them, and so is 





me Woolson, although he never made elder. He was a Presby- 


terian trustee, a step below his wife, Helen, who is one of 
the few Presbyterian woman elders in the country. 


The big problems Woolson faces each day out at DeSoto 
headquarters in Detroit from 7:30 a.m. to 5:30 p.m. (he 
gets to bed at 10 p.m. and is up at 5:30 a.m.) are these: 

1. The intense present-day sales competition. 


2. Preparation through forward planning for a bigger 
market tomorrow—one that Woolson sees in the neighbor- 
hood of 10 million cars a year before long. 

* * * 
Des sonny ried in the medium-price class, DeSoto puts a 
large accent on quality, and Woolson thinks that prod- 
uct must be the foremost concern. 

But to meet the fierce competition in the auto industry 
today, Woolson believes that the dealer, as well as the fac- 
tory, must look to volume. 

“Our by-word,” he said, “is volume at a profit. And we 
mean profit for the dealer as well as for the factory. We 
ean have the right kind of dealers only if we offer them 
the right kind of profit opportunity.” 


The factory, Woolson said, is constantly fighting cost in 
order to keep its prices competitive. He pointed out that 
the factory needs volume to keep its cost down; volume to 


forcing long trading, Woolson said that the dealers need 


* +. 
N NADA director from 1941 to| Volume for profit. 


1953, Mr. Penrose was a Stude- 
baker dealer. He served on many 
important NADA committees. 

He was president of the Ver- 

mont Automobile Dealers Assn. 


* * * 
— WHAT about the evils that many dealers lay to 


volume? The discount fever, that encourages dealers to 
pack prices and short-change the customers on new-model 


from 1941 to 1948 and served as | preparation and service? The shabby wheel-and-deal prac- 


an honorary director of that or- 
(Continued on Page 62, Col. 3) 


726 Hudson Prices 
Start at $2,380, 
Hawks at $1,982 


tices that make the dealers look like “con” men and lead 
to public mistrust of dealers? 

Woolson deplored activity by dealers that tends to destroy 
public confidence, adding that he feels that the vast majority 
of dealers striving to conduct business ethically are suffer- 
ing from bad practices of a small minority. 

He feels also, he said, that because automobiles are so 


DVERTISED - DELIVERED! close to the heart of the public and press, both are more 


prices became known last week 
for Hudson’s conventional - sized 
1956 models and Studebaker’s 
“sports-type” Hawk series. 

The Hudsons are up $90 to $243 
over comparable 1955 cars. The 
Hawks, starting at $1,982, are 
priced in line with the $100-higher 
price level announced earlier for 
Studebaker sedans. 

Hudson’s offerings for 1956 have 
been squeezed down to six models, 
compared with the nine listed at 
introduction time last year. Two 
six-cylinder jobs have been dropped 
along with the price-leading model 
in the V-8 group. 

of a a 
7a price leader of the entire 
Hudson line again is the Wasp 


6 Super four-door sedan. At $2,380, |! 


it is up $90 over the 1955 price. 

A Hornet 6 Super four-door se- 
dan is $2,729, up $164. In the Hor- 
net 6 Custom series, the four-door 
sedan is $2,978, up $218, and the 
two-door hardtop is $3,095, up $215. 

The Hornet V-8 Custom name- 
plate appears on a four-door se- 
dan at $3,245, up $230, and a two- 
door hardtop at $3,388, up $243. 

Missing from Hudson’s 1956 line- 
up are the Wasp 6 Custom four- 
door sedan, priced at $2,460 for 
1955; the Wasp 6 Custom two-door 
hardtop, $2,570, and the Hornet V-8 
Super four-door sedan, $2,825. 

* * x 


YDRA-MATIC is extra cost on 

all six-cylinder models at 
$188.30, up $9.45, and Ultramatic 
for V-8s is $199, unchanged from 
the 1955 price. 

Power steering is available on 
all Hudsons at $107.50, 
changed. 


Power brakes are standard equip- 





critical of the merchandising methods of some car dealers. 
Woolson said that he wonders if the selling and advertising 
techniques of other retail lines would look as good under 
close scrutiny. 

“Isn’t this part of the competitive age we have today?” 
Woolson asked. “We can supply the public with all the 
cars they want, so we have to fight for sales. 

“In such circumstances, there is always going to be 
someone using gimmicks.” 


At the same time, Woolson said that any short-changing 
(Continued on Page 58, Col. 3) 


un | Woolson at Work— 


i 
Discussing a sales problem are, from left, L. Irving Woolson, DeSoto president; 






Cole-Finder Promotion— 


Bonnie Luckman claims her $1,000 as 
winner of the “Pajama Round-Up” con- 
test sponsored nightly by Cole-Finder 
Corp. (Mercury), Chicago, during its mid- 
night movie over WNBQ-TY. Winners are 
required to answer their phone when 
called at the beginning of the show, and 
must arrive at the studio in pajamas be- 
fore the program ends. From left are 
Vince Gottschalk, the show's master of 
ceremonies, and Larry Douglas, co-star of 
the musical comedy, “Pajama Game,” who 
selected Mrs. Luckman’s name from among 
thousands entered in the contest. 





Dealer Appeals 
Put Off by GM 


Cancellation Reviews 
| Delayed in N. Y. Cases 


NEW YORK. — General Motors 
|Corp. dealers who received cancel- 
jlation notices and appealed to the 
|'GM Dealer Relations Board have 
|been informed that their hearings 
before the board have been indefi- 
nitely postponed, according to Jo- 
seph W. Farlow, executive vice- 
president, Automobile Merchants 
Assn. of New York, Inc. 


Farlow explained that usually 
about two months before con- 
tract expiration, GM dealers re- 
ceive a letter stating that the 
contract will, or will not, be re- 
newed. 

“As a rule,” he said, “few ‘will 
not’ letters are sent. However, this 
year several dealers in our area 
got the ‘will not’ variety.” 

Farlow, writing in a bulletin to 
members, said the association 
sought out its members in the “will 
not renew” category and reminded 
them of the appeal procedure estab- 
lished by GM. 


“All of the terminated New 
York members, except one, de- 
cided to go the appeals route,” 
said Farlow. “In each case the 
general sales manager upheld the 
action of zone and regional office 
in the cancellation. At this time, 
current selling agreements were 
extended until results of the hear- 
ings before the board were an- 
nounced.” 

Farlow said that requests to the 
board brought appointments for 
the members to appear before the 
board at various hours on Nov. 21 
and 22. Later the board wired these 
dealers that their hearings had 
been postponed indefinitely. 

“Reason? Unknown,” said Far- 
low. 








Licensing Law 
Appealed in Ark. 


LITTLE ROCK.—Rebsamen Mo- 
tors, Little Rock Ford dealer, has 
filed notice of an appeal to the 
Arkansas Supreme Court from a 
Pulaski Chancery Court ruling up- 
holding the Arkansas Motor Vehi- 
cle Commission’s right to police 
and tax all franchised new-car 
operations in Arkansas. 


The automobile firm had filed 
suit earlier this year to prohibit the 
state commission from assuming 
office last. July 1 under factory- 
dealer legislation passed by the Ar- 
kansas General Assembly in March. 
Special Chancellor Riddick Riffel 
held in early November that the 
act creating the commission is con- 
stitutional, and declined to inter- 


ment on the V-8 cars. On other| Art Nielsen, general sales manager, and J. B. Wagstaff, sales vice-president. A|fere with operation of the state 


(Continued on Page 6, Col. 3) 


shirt-sleeve worker, Woolson put the coat on just for picture-taking purposes. 


agency. 
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_. does the future hold for | 
the automobile dealer? What 
can we expect next year? 

We have all read the annouce- 
ments from the manufacturers, who 
have spent billions of dollars on 
expansion and who expect to in- 
crease their production from 15 to 
100 percent. 

We all know that the market for 
automobiles will be good. They are 
the world’s most wanted merchan- 
dise. The new models are very at- 
tractive. Payrolls are up, employ- 
ment is high. 

One of the reasons dealers be- 
lieve that the market responded 
so favorably this year was the 
fact that the 1955 models involved 
more design and appearance 
changes than is customary. The 
trend to new colors was also 
appealing. This led to a greater 
obsolescence for previous cars 
and contributed much to this 
high-volume year. 

While there will again be beau- 
tiful colors, the color appeal will 
not be new and therefore will have 
less effect. The new cars, in all 
makes except three, are merely 
face-lifted, so there will be less rea- 
son for owners to change in 1956 
than there was in 1955. 

All this adds up to the fact that 
no reasonable person can expect 
such increases in sales as the 

‘manufacturers hope, as evidenced 
by their expansion in facilities and 
their announced production inten- 
tions. 





* * 


No Place for Fear 


EALERS know that the market, 

no matter how healthy it may 
be, can’t absorb such increased 
schedules even though they are 
forced by pressure to give cars 
away. Of course, manufacturers 
know that the total number of cars| 
they propose to make never will be 
realized. Each believes, however, 
that he can expand at the expense 
of competitors. 

What manufacturers overlook is 
the indisputable fact that the con- 
tinued acceptance of any make of 
car will be based on the service 
given to the purchaser at the point 
of sale. This simply means that the 
dealer who lives is going to be the 
dealer who keeps his mind first} 
upon serving the owner rather than 
performing as a captive to some 
manufacturer. 

From the dealer’s standpoint, 
there are several ways to avoid | 
another year of profitless pros- 
perity. One is to get a new con- 
tract, a type of contract that will 
eliminate coercion, force and fear. 


As a matter of fact, there is no} 
place for those things in this mod- 
ern world, not only in the relation- 
ship of such a large group as an| 
automobile manufacturer and his | 
dealers but in the relationship of 
one person to another or one nation 


* 


Dealers tell me 


By John O. Munn 
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to another. This is what the United 
Nations is set up to accomplish, to 
eliminate force as a national policy 
for any nation in the world. 

Getting a new contract is a job 
for NADA. An individual dealer 
can do little about it. NADA can’t 
do much either unless dealers will 
get together, determine the type of 
contract best fitted for the nation 
and then solidly support their trade- 
association officials in their efforts 
to negotiate it. 

If that is not done soon, govern- 
ment is apt to step in. Believe me, 
automobile dealers are more im- 
portant nephews to Uncle Sam than 
a handful of manufacturers. 

* * * 


What Can Be Done 


N THE second place, the trade 
must give more consideration to 
service for the buyer and owner. It 
is the use of the car in the hands 
of the owner that is the end prod- 
uct in this industry, and not the 
sale of a car. 

The retailer, the automobile deal- 
er, the only contact with the public, 
is the only agency that can do the 
job. 

While NADA is getting this new 
contract, there is a lot we can do 
for ourselves. For one thing, we 
can run our individual business on 
the basis of being merchants of per- 
sonal transportation, rather than 
acting as a mere extension of some 
factory assembly line. 

We can do a lot, and it will 


bring us many benefits, constantly 


to promote our enterprise to the 
public as an institution of serv- 
ice, rather than just a purveyor 
of cars. 

We handle brand-name merchan- 
dise. Our product has a maximum 
degree of public acceptance. That 
is all to the good. We add to those 
brand names by identifying our 
business with them—signs on our 


buildings; posters and painted bul- | 


letins in our town; cooperative ad- 
vertising in newspapers, radio and 
television. 

All cars are good cars. Not one is 
significantly different from the 
others. Brand loyalties on the part 
of the public have depreciated much 
this past year due to the blitz sales 
and crazy advertising. So our busi- 


ness will be more highly competi- | 


tive than ever. 
* 


Selling One’s Self 
E AUTOMOBILE dealers, un- 
like other merchants, handle 
only a few items of merchandise, 
and it is notin our interest to spend 


* * 


our money promoting the brand | 
|'name of the car we handle but 


to concentrate on establishing a 
“brand name” for our own insti- 
tution. 


We, as dealers, need public ac-| 


ceptance, and we will never get it 


hiding behind the reputation of our | 


product. Rather, in the months that 
are coming, we must get out from 
under our bushel and turn the spot- 
light of public opinion on our own 
operation. 

Selling ourselves and what our 
operation means to the public is 
the only method of throwing 
ourselves out of crucifying com- 
petition. Of course, an automo- 
bile is a major purchase for any 
family. More and more sales next 


| year are going to be based on the 


confidence in the dealer. 

We are hearing many leaders 
among automobile dealers advocate 
that we go allout next year to build 
this public acceptance. They assert 
that a principal sales tool in selling 
ears profitably will be a greater 
degree of establishing your dealer- 
ship with the attributes that are 
always associated with leadership 
— responsibility, dependability and 
integrity. 

Dealers can develop more public 
understanding of the contribution 
they make to satisfactory owner- 
ship and thus establish their dealer- 
ships as a preferred place to supply 


|the automobile needs of the com- 


munity. 





‘Santa Baby .. .” 





Cadillac Thief at Work 


In Chicago, Dealers Told 


CHICAGO—Police have 
warned auto dealers to be on the 
lookout for Paul LeMay, alias 
William Seaton, 35, suspected of 
stealing late-model Cadillacs and 
then obtaining an Alabama reg- 
istration on them. 

It is alleged that recently he 
has turned in Alabama registra- 
tions on Illinois titles and tried 
to sell the cars to used-car 
dealers. LeMay, who _ usually 
carries a set of license plates, 
is five feet 10, weighs 175 and is 
dark-complexioned. He often 
wears sunglasses. 


and in many cases he is wear- 
ing not the red suit and white 
beard usually associated with St. 


suit and white shirt of the auto 
dealer. 

For with Christmas in the air, 
dealers are using all sorts of 
gimmicks and offers to convince 
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Speakers at IADA District Meeting— 


Speakers at the lowa Automobile Dealers Assn.'s Waterloo district meeting take 
time out for an informal talk. From left: William Culver (Pontiac), Cedar Rapids, 
association's immediate past president; Senator Bourke B. Hickenlooper, lowa Repuli- 
| can; Lee Thomas (Chrysler-Plymouth), Burlington, association president; Harold McKinley 
(Chevrolet), St. Ansgar, association legislative chairman, and E. E. Wheeler (Ford), 
| Waterloo, of association executive committee. The meeting was one of 12 held by 





IADA throughout the state. 


By Sanford Markey 
Staff Correspondent 


CLEVELAND. — The Ohio Deal- 
|ers and Salesmens Licensing Board 
showed last week that it means 
| business by handing out a 60-day 
| license suspension to O’Connor Mo- 
|tors (DeSoto-Plymouth) for em- 
| ploying an unlicensed salesman. 


Execution of the ruling, which 
was made after a two-day hear- 
ing, was postponed temporarily, 
pending an appeal by the com- 
pany. 

At the same time the board asked 
|for statements from these three 
|dealers before ruling on the possi- 
ble suspension of their licenses: 


1. Bergholz Motor Sales (Ford), 
|charged with violating the “anti- 
bootlegging” bill. 

2. George Keiper Mercury, 
| charged in connection with a 

“would-you-trade” offer. 

3. Memphis Auto Sales (used 
cars), charged with displaying new 
models without the proper license, 
with failure to deliver a title to a 
customer and with employing an 
unlicensed salesman who _ subse- 
quently was licensed. 





that, if the anti-bootlegging bill is 
upheld by the board, it will imme- 
diately be taken to court. 

Seymour Terrell, secretary of 
the Cleveland Independent Auto 
Dealers Assn. and representative 
of Memphis Auto Sales, has de- 
clared that the bill is unconsti- 





Danville Dealers 


Choose Smythe 


DANVILLE, Ill. — Glenn Smythe, 
Smythe Motors (DeSoto-Plymouth), 
has been elected president of the 
Danville Automobile Dealers Assn. 
He succeeds Emmett E. Widdis, 
Widdis Nielsen Motor Sales (Pon- 
tiac). 

Other new officers are Eldridge 
Wynn, vice-president, and Cal B. 
Nielsen, secretary. Wynn and Niel- 





sen succeed Glen T. Smith and Tom | 


Chapman. 


Attorneys for the dealers say) 


Ohio Board Cracks Down, 
Ousts Erring Dealers 


tutional and that it does not 
define “new car.” 

Claiming that the action threat- 
ens to deprive the dealerships of 
their very existence, attorneys for 
the other dealers expressed their 
determination to challenge in court 
the board’s handling of the alleged 
violators, particularly those with 
first offenses. 


Masters to Head 
Butte Dealers 


BUTTE, Mont.—Kenneth F. Mas- 
ters, of Highland Motor Co. (Hud- 
son), has been elected president of 
the Butte Automobile Dealers Assn. 

Masters succeeds Dick Kunkel, 
|of Kunkel-Wills Pontiac, who auto- 
|matically becomes vice - president. 
Ed DeGeorge is secretary. 








tions. The other 


two hours . 


in person; 





Wemhofft 


in the profession .. . Contrary to 


ner . .:. 
NADA’s Wisconsin director . . 
for Texas dealer association .-. 


training luncheon . 
is considering changes in zoning 
ships and used-car lots. 





On the House... 


Milwaukee acts fast on would-you-takes viola- 


for placing such circulars on parked cars, was 
hauled into court and fined—all within less than 
. . Although no official announcement 
has been made, it now appears unlikely that Presi- 
dent Eisenhower will address the NADA convention 
Secretary of Commerce Weeks will 
address the conclave and perhaps will read a mes- 
sage from the recuperating President .. . 

AMA’s new booklet, Standards for Automotive 
Service Instruction in Schools, should be in the 
hands of every new-car dealer for use in instruct- 
ing his own mechanics and in interesting youth 


transmission for Chevrolet’s heavy-duty trucks will not be the twin 
Hydra-Matic used by GMC but a new one developed by GM’s Allison 
division; it’ll be officially announced Jan. 6... 

NADA’s Jim Moore will address Philadelphia dealers’ annual din- 
W. R. Bryden of Beloit succeeds Edward A. Fritsch as 
. Jim Valentine is the new field rep 
. Raymond Loewy writes that his 
firm designed Studebaker’s new Hawk line but not the other models 
..- AMA used a unique lapel name sticker at its recent mechanic- 
. . Chicago dealers are warned that city council 


06 Ads Embellished 
By Yule Trimmings 


arene CLAUS is coming to town} 


the motoring public that now is 
the time to buy that 1956 Dream- 
boat. 

Cash awards and gift certificates 


Nick, but the well-tailored business| are appearing on the scene and 


many ads are telling buyers that 
| their payments will not start until 
next year—to give them more 
money for Christmas shopping, of 


course. 
i> CINCINNATI, Sycamore Mo- 

tors, Inc. (Dodge-Plymouth), ad- 
vertised: “Free cash for Christmas. 
$100 spending money will be given 
with each new Dodge or Plymouth 
purchased from our stock—3 days 
only!” 

The word in St. Louis is that 
Berl Berry (Ford) is offering $500 
cash to every new car buyer. 


Santa Claus was pictured in an 
ad by Sanford (Dodge - Plym- 
outh), Pittsburgh, which an- 
nounced, “The greatest bell ring- 
ing ever offered by Sanford.” 

The ad mentioned terms of $195 
down and up to 36 months to pay, 
and tradein allowances of up to 
$2,000 on '54 models, up to $1,300 on 
52s, up to $1,100 on ’5is and up to 
$900 on ’50s. 

* * a 

—_ CHEVROLET, St. Louis, 

offered a $50 gift certificate 
good at any store with each used 
car purchased during its Christmas 
clearance sale. Another induce- 
ment was “no payments until after 
Christmas.” 

The deferred-payment lure also 
was used-by Reinauer Bros. 
(Chrysler - Plymouth), Oklahoma 
City. “We don’t want your 
money,” Reinauer advertised. 
“You'll need it for Christmas. 
Buy now! Pay next year.” 

St. Nick already has arrived at 
Giuffre Buick, Inc., Springfield, Ill. 
Residents were advised to let San- 
ta’s helpers assist them in selecting 
their Christmas Buick. The help- 
ers? Giuffre’s salesmen. 

* * * 


Ae Huling Bros. Buick, Seattle, 
had a “90-hour pre-Christmas 
present to all new-car buyers.” 


Huling advertised “New 1956 
Buicks—$2,109.” The model men- 
tioned was a Special two-door 
sedan and the offer included a 
“free 1956 license.” 

(The normal advertised-delivered 
price of a Special two-door is $2,- 
313, including suggested base fac- 
tory list price, Federal excise tax 
and suggested dealer delivery-and- 
handling charges. The $2,313 figure 
|does not include state and local 
| taxes and transportation charges.) 
j * oe oe 
UT not all the ads have the 
Christmas theme. Kamin Chev- 
| rolet Co., Pittsburgh, offered “for 
the first time anywhere,” ’56 Chev- 
rolet sedans for “$1,050 or less with 

(Continued on Page 8, Col. 1) 


* * * 
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Engine Improvements Head List... 


Roundup of the 56 Offerings 


By John K. Teahen jr. 
Staff Writer 


}aaar horsepower with ac- 
companying ‘engine improve- 
ments, an accent on safety features 
and a continuation of the hardtop 
trend are three impressions gained 
from a survey of autoland’s 1956 
offerings. 

Every engine except one pro- 
duced by the American auto 
makers has added horsepower for 
1956. The lone exception is Stu- . 
debaker’s six-cylinder model 
which retains its 101 rating. 

Two makers have pushed their 
powerplants beyond the 300 mark— 
Packard 310 and Cadillac 305—and 
every other car except Rambler 
boasts of a 200-or-better rating for 
an eight-cylinder engine. Rambler 
does not make an eight. 

+ + 

aoe the American Mo- 

tors entry distinguished itself 
in another way as horsepowers 
reached skyward. Rambler’s rating 
jumped from 90 in 1955 to 120 in 
1956—a boost of 33% percent. This 
is the industry’s greatest increase 
percentagewise. 

Numerically, DeSoto and Lincoln 
lead the rise. Lincoln, at 285, is up 
60 from last year’s 225 figure, and 
DeSoto jumped to 255 from its 1955 
rating of 200. 

Highest horsepower in the in- 
dustry in 1955 was the 275 listing 
of the Packard Caribbean. 

The 1956 buyer will find 217 mod- 
els awaiting his inspection as 
against 227 in 1955. Sixty percent 
of them, a total of 131, are hard- 
tops, station wagons or converti- 
bles. 

+ + * 


XCEPT for the four-door hard- 

top and the convertible, there 
are fewer models in every body 
style. 

Convertibles stayed the same 


Motorama ns 
s 
Jan. 19 in N. Y.; 
* . e oa 
Will Visit 5 Cities 

DETROIT. General Motors’ 
1956 Motorama will open Jan. 19 in 
New York and then will be staged 
in four other cities, it was an- 
nounced by Harlow H. Curtice, GM 
president. The cities are the same 
visited by the 1955 Motorama. 

After the six-day New York run, 
Motorama will appear in Miami 
(Feb. 4-12), Los Angeles (March 
3-11), San Francisco (March 24- 
Apr. 1) and Boston (Apr. 19-29). 

GM said the show will feature a 
new group of experimental “dream 
cars,” more educational and re- 
search exhibits than ever before 
and a new format for the Moto- 
rama stage production. 

The company also promised that 
the show will offer “a dramatic 
presentation of a new concept of 
highway travel for the future.” 

More than 2,250,000 persons 
viewed the 1955 Motorama in its 
five-city tour. 


A Car with Jet Power— 


This 1937 Chevrolet, to which John Shelburne, Hannibal, Mo., bolted six jet 
engines, is probably the country's first jet car. Shelburne built the car to do preliminary 
research on such things as heat exchangers, after-burners, power-booster nozzles and 


at 21 and the four-door pillariess 
jobs, introduced by Buick and 
Oldsmobile last year, climbed 
from five to 25 as the model was 
adopted by the other General 
Motors lines, the five Chrysler 
Corp. cars and Rambler. 

Ford division has announced 
that it will introduce a four-door 
hardtop later in the model year. 

Two-door hardtops fell from 50 
to 44 as Ford and Mercury dropped 
their glasstop models and Stude- 
baker, Nash, Hudson and Willys 
all discontinued one or more hard- 
tops. Pontiac and Cadillac added 
two-door hardtops, the latter bring- 
ing out a pillarless coupe in its 
exclusive Eldorado line. 

* + * 
LSO debuting in the hardtop 
field for 1956 is the Continental 
Mark II, Ford’s $10,000 palace on 
wheels. Cadillac will introduce its 
Eldorado Brougham, luxurious 
four-door hardtop, during 1956. The 
price tag is expected to be in the 

neighborhood of $8,500. 

Spanning the hardtop and sta- 
tion wagon fields is Rambler 
which will add a hardtop station 
wagon to its line after the first 
of the year. 

The popular station wagons are 
offered in 41 models throughout 
the industry. Although this is one 
less than in 1955, it does not indi- 
cate a waning of buyer preference. 

cd 7” * 

ys and Dodge set up 

separate station wagon series 
this year and in the realignment, 
Plymouth dropped from six to four 
wagons and Dodge from eight to 
seven. Both cover the field com- 
pletely. 

Ford, Mercury, Chevrolet and 
Rambler added to their station 


* wagon lines this year. Ford, like 


Plymouth and Dodge, has a sep- 
arate station wagon series. 

Two other definite drops in model 
numbers are apparent this year 
and both continue a trend that 
seems to have begun with the ad- 
vent of the hardtop and the rise 
of the station wagon. 

* * - 


a two falling body styles are 
the two-door sedan and coupe 
class which dipped from 36 to 28 


models, and the four-door sedan 
which slipped from 73 a year ago 
to 58 for 1956. 

Only one maker added to its 
sedan models for 1956. That was 
Mercury which introduced a lower- 
priced Medalist two-door in its 
Custom series and a four-door 
sports sedan (not a hardtop) in its 
Monterey line. 

Stylewise, 1956 was mainly a 
facelift year. Grilles, fenders and 
taillights were redesigned by 
many factories and considerable 
attention was given to body mold- 
ings which have become impor- 
tant styling features throughout 
the industry. 

Chrysler Corp. introduced tail 
fins on all five of its lines—Plym- 
outh, Dodge, DeSoto, Chrysler and 
Imperial—and called its cars the 
second phase of the “Forward 
Look” which it began in 1955. 


EN it comes to color, the 1956 

models would make the rain- 

bow jealous, both in quantity and 
in hue. 


Here are a few of the color ex- 
teriors offered: Oldsmobile—19 ex- 
teriors, 155 two-tones; DeSoto—14 
solids, 84 two-tones; Rambler—14 
solids, 15 two-tones, six three-tones. 


And Cadillac announced that 
its 23 exterior colors offered a 
possibility of almost 500 two-tone 
combinations. 

In the control room of the auto- 
mobile, Chrysler Corp. and Pack- 
ard-Clipper division are utilizing 
pushbuttons to control their auto- 
matic transmissions. The Chrysler 
system is mechanical and Packard- 
Clipper’s electrical. 

* * * 


HRYSLER also brought out one 

of the year’s most unusual ac- 
cessories—the Highway Hi-Fi rec- 
ord player which plays special 
seven-inch records and offers up 
to an hour of uninterrupted play 
from each side. 

Many makers introduced new 
engines, among them Cadillac, 
Chevrolet, Plymouth, Ford, Mer- 
cury and Nash, 

General Motors-offered improved 
automatic transmissions on both 
Dynafiow and Hydra-Matic models. 
A second stator has been added to 

(Continued on Page 58, Col. 4) 


What They’re Selling 


Eprror’s Nors: Here is a list of models and body styles available 


for 1956: 


2-door 
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Crowds Throng Shows 


Buffalo, Portland (Ore.) Events Hold Promise 
That ‘Golden Touch’ Continues 


UTO-RAMA, Buffalo’s 1956 auto} 

show which closed Saturday| 
(Dec. 3), continued the “golden | 
touch” that has been noted at shows | 
held previously this year, including 
the one in Portland, Ore., the first! 
1956 model-year show. 

Buffalo dealers have _ reported 
that they. anticipate writing a sub- 
stantial volume of business as a 
direct result of the show. 

This, it was said, includes con- 
tacts that will lead to sales in 
the months ahead as well as the 
actual business written on the 
floor of the show. 

Preliminary reports show that 
attendance was more than 25,000 for | 
the first two days. Final figures are 
not now available. 

* * 7 
E show’s theme was “The Car 
in Your Life” and panels around 
the walls of the Masten Ave. 


Dealers Ask: What Hit Market? 


By Ed Brown 
Staff Correspondent 
NEW YORK. — “What has hap- 
pened to the market?” is the burn- 
ing question here. 
Of course, any analysis of the 
new- and used-car sales situa- 


tion here must turn on the opin- 
ions of dealers and factory per- 
sonnel. All such information at 
this time runs the short gamut 
from “stinks” to “lousy.” 

According to one factory repre- 





a few items he had to invent to make “The Thing” work. 


sentative, after phone calls to his| jobs added zest to the quest for ’55 
counterparts down the East Coast, | bargains. 


the situation is neither a local phe- 
nomenon nor is it confined to any 
individual make. 

This contains little consolation 
for dealers as their business grinds 
to a point of complete stagnation 
here. Both new- and used-car sales 
show no tendency to accelerate in 
the near future. 

The future appears dim, as most 
dealers continue to agree: “You 
can’t compete with Santa Claus. 
Some of the factories tried it in 
the past and learned.” 

In trying to answer what has 
happened to the market, Joseph W. 
Farlow, executive vice-president, 
Automobile Merchants Assn. of 
New York, Inc., has written: 

“We know that the 1955 cleanup 
was probably the greatest selling 
bee in the history of the auto- 
mobile industry. We sold some, 
gave many away and loaned some 
on short or no downpayments, 
with years to pay. Many of the 
latter possibly will come back to 
haunt us at a later date.” 

He said that the way “cars were 
moving out of dealers’ places dur- 
ing this period reminds you of 
Santa Claus giving kids boxes of 
candy at a church Christmas party. 
Lots of activity but no profit. Many 
buyers, if they had not been en- 
ticed by the great bargain offers 
on 1955s, would have been early 
buyers of '56 models.” 

According to Farlow, the fact 
that 1956 models were given great 
advance publicity as only “facelift” 


“But if the market doesn’t snap 
back soon,” he warned, “overpro- 
duction will be just a memory. 
When dealers can’t peddle new 

(Continued on Page 58, Col. 2) 








500,000th GM Car— 


S. F. Mehring, left, Oldsmobile Boston 
zone manager, congratulates C. W. Dobos, 
plant manager, on the production of the 
500,000th General Motors car at the 
Buick-Oldsmobile-Pontiac assembly divi- 
sion, Framingham, Mass. The 500,000th 
car, just like the first to come off the 
same assembly line seven yéars ago, was 
an Oldsmobile. 


Armory told the auto story of the 
U. S. and the nation’s daily depend- 
ence on cars. 


The show was opened by Mayor 
Steven Pankow (Dodge-Plym- 
outh), three radio stations broad- 
cast from exhibit areas and the 
two Buffalo newspapers published 
special auto sections. 

Autos on display were valued at 
$500,000 and it was estimated that 
other special and allied exhibits 
would run about the same in value. 
Marjorie Baker, executive secretary 
of the Buffalo Automobile Dealers 
Assn., was show manager. Edward 
E. Tunmore (Oldsmobile), associa- 
tion president, was general chair- 
man. 

Both domestic and foreign makes 
were on display. 

* * * 
At, Austin, Austin Healey, 
Hillman, Jaguar, Lancia, Lotus, 
MG, Mercedes Benz, Messerschmitt, 
Morris, Porsche, Renault, Rumi, 
Triumph, Volkswagen and Zephyr. 

The Portland (Ore.) show at- 
tracted 79,187 visitors during the 
first seven days of the nine-day 
exhibition. Final attendance fig- 
ures are not available at this time. 


Some 40 trophies have been 
awarded for outstanding exhibits 
and custom automobiles which 
were shown. 

Among those honored were 
George Barris for a $62,000 gold- 
plated Cadillac, Ed and Roy Cor- 
topassi, Sacramento, Calif. for 
their “Golden Slipper” racing car 
and James D. Wells for his special 
auto built from hand-formed steel. 

* * * 

LSEWHERE other shows were 

in the news: 

Cuicaco: Edward L. Cleary, show 
manager and executive vice-presi- 
dent of the Chicago Automobile 
Trade Assn., predicted that the 
event, to be held Jan. 7-15.in the 
International Amphitheatre, will 
shatter all records. It will be staged 
against a “June in January” out- 
door background. Attendance at the 
last show was 490,500. Cleary ex- 
pects more than 500,000 next year. 

WASHINGTON: “Vacationland — 
U.S.A.” will be the theme of the 
27th annual show in the capital 
area (Jan. 7-15). It will be opened 
by Douglas McKay, secretary of 
interior. McKay, before he sold his 
interest, was a Chevrolet dealer in 
Oregon. 

MitwavuKkKeEE: Display cars at the 
1956 Milwaukee Auto Show (Feb. 
11-18) will move under their own 
power, Edward Wehe, chairman, 
has announced. 

It will be patterned after the 
Detroit and Chicago shows with 
each car driving onto a turn- 
table for introduction and de- 
scription. The new format was 
made possible, Wehe said, by 

(See SHOWS, Page 58, Col. 5) 




















kye-Appeal Financing 
Helps You Close More Sales 


Telling the whole story in a clear, effective and orderly fashion 
is half the job in selling; showing your customer all the elements 
of your finance plan completes the sale. To help you close more 
sales, Universal C.I.T. now makes available this brand new 
selling tool—the sales story of your finance package “wrapped 
in cellophane.” 

This durable, transparent accordion showcase contains spec- 
imen copies of all the distinctive new documents that com- 
prise the Universal C.I.T. protected purchase plan. Spread it 
out before your prospect, along with your Universal C.1.T. 


Blue Book, and you’ve got a dramatic and effective system for 
describing the complete protected family transportation you 
are prepared to furnish him. You'll be talking not about 
abstract ideas, but about tangible services of value to the pur- 
chaser. The benefits are clearly in evidence. 

This quality promotional kit is free to Universal C.I.T. 
dealers, as another service feature of our Continuing Program 
for Developing Dealer Profits. Your Universal C.1.T. District 
Manager has the full story on both the new kit and the com- 
plete program. Ask him about them next time he calls. 


Universal C.L'T. Credit Corporation 


One Park Avenue, New York 16, New York 


OVER 450 OFFICES SERVING THE 


UNITED STATES AND CANADA*® 


*In Canada, Canadian Acceptance Corporation Limited 
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7,136,496 Cars Roll 
In ’55 Model Year 


By Martin L. Whitmyer 
Staff Writer 
A MODEL-RUN basis, eight 
makers alone have raised their 
production shares from 1950-model 
levels, although the industry’s total 
output of 1955 models smashed the 
five-year-old record by more than 
10 percent. 

All makers produced 7,136,496 
ears during the 1955 model run, 
compared with 6,459,625 cars dur- 
ing the 1950 model run. 

Makes with increased shares in 
1955 were Cadillac, Chevrolet, Ford, 
Mercury, Nash Rambler, Oldsmo- 
bile, Plymouth and Pontiac. 

Willys and Hudson Rambler had 
1955-model output shares which 
could not be compared with 1950 
because Willys built no cars then 
and Hudson did not have a Rambler 
five years ago. Frazer, which is 
no longer in production, had no 
1955 share to compare with its 
1950 showing. 
* Cd + 

a uatagrarnes it was the Big Three 

that took the play away from 
the Little Three — jumping from 


DeSoto Launches 
First Quality 
Dealer Program 


DETROIT.—DeSoto has launched 
its first “quality dealer program,” 
aimed at increasing profits and 
market penetration. The program 
will be permanent and voluntary 
on the part of the dealers. 

J. B. Wagstaff, sales vice-presi- 
dent, said the immediate objective 
is to raise the standards of opera- 
tion of the division’s 2,700 dealer- 
ships. 

Letters have been sent to dealers 
inviting them to participate and 
informing them that the program 
generally is based on encouraging 
sound business management in all 
operations. Participating dealers 
have to agree to correct specified 
sub-standards within a given 
period. 

To participate, dealers must equal 
or surpass the percentage of mar- 
ket penetration of their regions. 
To receive the quality awards, deal- 
ers must equal or surpass the goals 
established in performance, finance, 
administration, attitude and facili- 
ties. 


Winning dealers will receive a 
personal gift and a plaque to be 
presented at a home-town luncheon 
to which local dignitaries will be 
invited. 


Used-Car Bulletin from Detroit... 


Latest Auction Prices Jet Racer Uses 


Its Own Exhaust 
To Boost Power 


(Copyright, 1955, by Automotive News) | 


Sale every Wednesday.) 


(Aptco Auto Auction. 


Nov. 30 

. (Prices up $50 on clean late models. 
Sold 115 out of 188 offerings.) 

BUICK—’54 Special Riviera coupe, $1,- 
665*; 4-dr., $1,425; Super Riviera 
coupe, $1,560*; Century Riviera 
coupe, $1,555*; RM -4-dr., $1,500* 
(ps). '53 Super Riviera coupe, $1,- 
175* (ps); 4-dr., $910*; RM 4-dr., 
$970* (ps); Special 2-dr., $920*. '52 
Super Riviera coupe, $725*; RM Ri- 


viera coupe, $690* (ps). ‘51 RM 


4-dr., $450°; Super 4-dr., $450*, 
$350° 


CADILLAC—’56 Coupe de Ville, $4,700* 
(ps). "52 (62) 4-dr., $1,450* (ps). '51 
(62) 4-dr., $1,150°*. 

CHEVROLET—’'55 One-fifty (8) 2-dr., 
$1,450*; (6) 2-dr., $1,080. ‘54 Two- 
ten, station wagon, $1,135; 4-dr., 
$920; Bel-Air 2-dr., $930, $850; One- 
fifty 4-dr., $850; station wagon, $875; 
2-dr., $815, $790, $780*, $620. ‘53 
Bel-Air 4-dr., $825*; 2-dr., $700; One- 
fifty station wagon, $800. ‘52 One- 
fifty 4-dr., $485; club coupe, $475; 
2-dr., $450. ’51 One-fifty 2-dr., 2 at 
$350 


CHRYSLER—’54 NY 4-dr., $1,400*. '53 
Windsor Club coupe, $900* (ps); 4-dr., 
$750*; NY 4-dr., $950*. ’51 Windsor 
4-dr., $430*. 

DeSOTO—'53 Fire Dome 4-dr., $825*; 
2-dr., $800*. ‘51 Deluxe club coupe, 


$440. 

DODGE—’55 Coronet (8) station wag- 
on, $2,050*; Royal, 4-dr., $1,750*. '54 
Coronet (8) 4-dr., $1,050*; (6) 2-dr., 

. °53 Coronet (8) Diplomat, 
,» $680*; 2-dr., $415*. '51 Coro- 


*Indicates automatic transmission or overdrive and (ps), power steering. 


Other Auction Reports are on Pages 42, 43, 44, 45 





89.65 percent on 5,790,879 cars five 
years ago to 94.41 percent on 6,808,- 
489 during the ’55 run. 

The Little Three built only 328,- 
077 cars for 4.59 percent of total 
industry output during the 55 run, 
as compared with 10.35 percent 
compiled on 668,746 cars five years 
ago. The result was a 5.76-percent- 
age-point boost for the Big Three. 

General Motors, -with only its 
Buick division showing a loss, 
jumped from 46.70 percent of total 

output in 1950 to 53.02 percent this 
year, or a 6.32-percentage-point 
gain over 1950. In actual produc- 
tion, GM produced 3,782,939 cars 
in ’55, as compared with 3,016,436 
five years ago. 

Contributing most to GM’s efforts| 
was Chevrolet, which increased its 

share of total industry output 3.27 
percentage points ever its record 
‘50 run. It built 1,766,076 for 24.75 
percent of the industry's total 1955- 
model production, compared with 
21.48 percent compiled on 1,387,834 
cars in the 1950 run. 

Oldsmobile built 583,181 cars for 
8.18 percent of total output this 
year, as compared with 6.32 percent 
on 408,060 cars in 1950. Its gain 
was 1.86 percentage points over five| 
years ago. 

* oe 

ONTIAC built 554,090 cars for| 

7.76 percent of total output this) 
year, as compared with 446,429 or} 
6.91 percent in 1950, an 0.85-percent- 
age-point gain over ’50. The earlier 
year was Pontiac’s former alltime 
high. 

Cadillac picked up 0.36 percent- 
age points by taking 1.97 percent 
of total output on 140,778 cars 
this year, as compared with 1.61 
percent on 103,857 five years ago. 

Buick built 738,814 cars for 10.36) 
percent this year, but lost 0.02 
percentage-points from the 10.38 
percent compiled on 670,256 cars in 
1950—its former peak year. 

* * oa 

ro MOTOR was the only other 

firm to show a corporate gain 
over 1950—jumping its share of in- 
dustry output from 23.71 percent in 
1950 to 25.33 percent this year. It 
produced 1,808,187 cars in the ’55 
run, compared with 1,531,442 in the) 
50 run. 

Ford division was its biggest 
gainer, jumping from 18.72 per- 
cent on 1,209,594 cars five years 
ago to 20.33 percent on 1,451,157 
ears during the model run of 
1955. 

Mercury built 329,808 cars for 4.62 | 
percent of total industry output in 
1955, as compared with 4.55 percent 

(Continued on Page 61, Col. 4) 











net club coupe, $310. 
FORD—'55 Victoria (8), $1,780; 
tion wagon (8), $1,732; Main (8) 
2-dr., $1,250; police car 2-dr., $735. 
’54 Country Squire (6), $1,335*, $1,- 
125; Victoria (6), $1,110; Custom 
(8) 4-dr., $1,005; 2-dr., $980, $950, 
$945; Main (6) 4-dr., $870; 2-dr., 
$835, $685; %-ton pickup, $690; (8) 
2-dr., $815. ‘53 Custom (8) 4-dr., 
$890; 2-dr., $830; Victoria, $840*; 
Ranch wagon, $875; Main (6) 4-dr., 
$745*,. $705, $700; club coupe, $735; 
2-dr., $725, $675, $655. °52 station 
wagon, $740; Main (8) 2-dr., $500; 
(6) 2-dr., $500*. °51 Victoria, $370; 


sta- 


(6) 2-dr., $330, $310; 4-dr., $310, 
$300; conv., $175. '50 Station wagon, 


$350. 

MERCURY—’53 Sport coupe, $950. ’52 
Sport coupe, $705. '51 4-dr., $350. 
NASH—’54 Rambler station wagon, $1,- 
150. ‘53 Rambler 4-dr., $650. ‘52 

Rambler 2-dr., $470. 

OLDSMOBILE—’55 (88) Holiday, §$2,- 
280* (ps). ‘54 (88) 2-dr., $1,400*. 
*53 (88) 4-dr., $1,095* (ps). '49 (76) 
2-dr., $230*. 

PLYMOUTH—’55 Belvedere 
coupe, $1,305. ‘54 Belvedere 4-dr., || 
$905*. °'53 Cambridge 4-dr., $670*. 
‘52 Station wagon, $545; Cambridge 
4-d1., $335. 

PONTIAC—’56 Chieftain Catalina, $2,- 
360° (ps). '55 Chieftain (8) 2-dr., 
$1,690*; 4-dr., $1,550*. °54 Chieftain 
(6) 2-dr., $800. ‘53 Chieftain (8) 
Catalina, $1,065"; (6) station wagon, 
$900* (ps); 4-dr.. $880*, $720*; 2- 
dr., $870*. °52 Chieftain (6) 4-dr., 
$405. "51 (6) 4-dr., $400. 


(6) club 





Each Maker’s Share... 


Model-Run Output - ’55 vs. 750 


(U. S. Production) 


1955 
Model-Run 
Output 

1,217,363 
159,037 
112,910 
273,286 


Plymouth 672,130 


FORD MOTOR 
Ford 
Lincoln 
Mercury 
GENERAL MOTORS ....3,782,939 
Buick . 
Cadillac 
Chevrolet 
Oldsmobile 
Pontiac 


Total Big-Three 6,808,489 


AMERICAN MOTORS .. 141,691 
Hudson 
Wasp, Hornet 


Nash 
Amb., Statesman 


S-P CORP. 
Packard 
Studebaker 


Total Little Three.... 328,007 


Total All Makes 7,136,496 


Gain 
or 

Loss 
—2.18 
—0.48 
—0.49 
—1.43 
+0.22 


+1.62 


+161 
—0.06 


+0.07 
+6.32 
—0.02 


Pet. 
of Total 
Output 
19.24 

2.71 
2.07 
5.26 
9.20 
23.71 
18.72 
0.44 
4.55 
46.70 
10.38 
1.61 
21.48 


1950 
Model-Run 
Output 
1,243,001 

175,100 
133,603 
339,997 
594,301 
1,531,442 
1,209,594 
28,190 
293,658 
3,016,436 
670,256 
103,857 
1,387,834 


Pet. 
of Total 
Output 

17.06 
2.23 
1.58 
3.83 
9.42 

25.33 

20.33 
0.38 
4.62 

53.02 

10.36 
1.97 

24.75 


5,790,879 


293,240 
121,408 


10,214 
232,298 
72,138 


* Hudson did not build a Rambler in 1950. 
** Willys did not build a passenger car in 1950. 


+ Frazer did not produce in 1955. 





Hudsons Start at $2,380; 


Studebaker Prices Hawks 


(Continued from Page 2) 


models, power brakes are offered 
only in combination with an auto- 
matic transmission and are priced 
at $39.25, unchanged. All-window 
power window lifts are extra cost 


on all models at $109.50, down $18. | 
: | $2,455.50. 


* * * 


_— prices of Studebaker’s Hawk 

group start at $1,982 for the 
Flight Hawk, a five - passenger 
coupe with 101-horsepower six-cyl- 
inder engine. 

Among V-8s, the 170-horsepower 
Power Hawk, a five-passenger 
coupe, is $2,097; the 210-horse- 
power Sky Hawk, a_ two-door 
hardtop, is $2,473, and the 275- 
horsepower Golden Hawk, also a 
two-door hardtop, is $3,057. 
Overdrive is standard on the 

Golden Hawk, but Flightomatic 
may be had for an extra $100. On 





WASHINGTON. — A jet-assisted 
racing car which applies the force 


|of its own exhaust has been pat- 


ented by Daimler-Benz Co., Stutt- 
gart-Unterturkheim, Germany. 

A movable pipe ending in a jet 
nozzle carries exhaust gases from 


| each cylinder. The driver can direct 


the jet streams backward to add 


|to the car’s speed, or he can direct 


them to the side. 

When aimed to the side while 
rounding a curve, the streams brace 
the car against the pull of cen- 
trifugal force and give the inside 
wheels increased road grip. 

The car has the customary trans- 


|mission and wheel drive. Reinhold 


G. Kamps, the inventor, said a 
500-horsepower engine can produce 
a maximum thrust of about 70 
pounds with the jet equipment. 


“At 125 miles an hour,” he said, 
“a jet thrust of 60 pounds pro- 
duces about 50 extra horsepower. 
Since the extra horsepower will 
directly drive the car, instead of 
being transmitted through trans- 
mission, wheels and tires, it will 
be much more effective.” 


the other Hawks, Flightomatic is 
$189. 

For 1955, Studebaker’s line in- 
cluded an assortment of five-pas- 
senger coupes and two-door hard- 
tops ranging from $1,874.50 to 


All S-P Dealers 
In Canada Can 
Dual, Nance Says 


TORONTO. — All Studebaker- 
Packard dealers in Canada can get 
dual franchises and handle what- 
ever S-P lines they want, James J. 
Nance, corporation president, said 
at a preview of the firm’s 1956 mod- 
|els here. 

Nance said this would give S-P 
dealers a selling advantage in the 
light of some Big Three moves to 
restrict dealers to one line. 


He said Studebaker and Packard 
are out to regain the percentage of 
business they lost “by remaining far 
too long as single-line companies.” 

“We've finally completed our or- 
ganizational program following the 
merger,” he said, “and we're all 
geared up to bring both concerns 
back to the status they had before 
being blitzed by remaining as indi- 
vidual companies for so many 
years.” 


Cleveland Dealers 
Elect Marshall 


CLEVELAND.—Samuel L. Mar- 





shall (Ford), Cleveland Heights, has} | 


been named president of the Cleve- 
land Automobile Dealers Ass’n. 
Marshall, 47, sole choice of the 
CADA nominating committee, was 
elected last Friday (Dec. 4). He 
succeeds Walter Grabski (Pontiac). 
Other officers are Ralph S. Stewart 


(Buick), first vice-president; Alvin) 


E. Podway (Dodge-Plymouth), sec- 
ond vice-president; Walter Kaskey 
(Packard), treasurer; R. Earl Bur- 
rows, secretary, and Frank X. 
Shaut, legal counsel. 

















Jobless-Pay Plan 
Signed by Willys 


Company’s Payment 


Cut to Three Cents 


By Joseph M. Callahan 
Staff Writer 

ILLYS MOTORS and Local 12 
of the CIO Auto Workers have 
signed a three-year contract, pro- 
viding for a 12-cent 
package and includ- 
ing a modified sup- 
plemental unemploy- 

ment benefit plan. 
The SUB contribu- 
tion was set at three cents an hour, 
instead of the industry pattern of 
five cents. Payments into the trust 


|fund will begin next October and 


benefits will begin the following 
October. 


A general wage increase was 
not included in the pact because 
the union did not ask for a gen- 
eral boost, feeling that Willys’ 
profit position had not reached 
such a point where it could meet 
such a demand. 

Some 500 skilled workers received 
an extra eight cents an hour, and 


| the company will begin paying five 


cents an hour into a special fund 
next October. This money will be 
distributed among some of the 
firm’s 4,500 hourly workers whose 
wages are below the industry aver- 
age. 

* 


* * 


Merger Plans Advance 


| germina pe the projected 
merger of the AFL and the 
CIO moved a step closer last week 
when 31 of the 32 CIO unions voted 
for the coalition. The lone dis- 
senter was the 75,000-member CIO 
Transport Workers Union. 

The TWU, consisting of New 
York subway and bus employes, 
opposed the merger on grounds: 
that the constitution of the new 
organization fails to provide safe- 
guards against “raiding, racketeer- 
ing and racial discrimination.” 

Giving his approval to the 
merger, Labor Secretary James 
P. Mitchell said, “I am confident 
that organized labor will con- 
tinue to grow in maturity and re- 
sponsibility. There is every rea- 
son to expect that the merger 
will also reduce the number of 
jurisdictional disputes that have 
been such a constant source of 
irritation.” 

Last week the CIO reported that 
its president, Walter P. Reuther, 
will become president of the Indus- 
trial Union Department of the new 
AFL-CIO. Reuther will lose his job 
as president of the CIO but con- 
tinue as president of the United 
Auto Workers. 

Last week the violent, four- 
month strike at the Perfect Circle 
plant in New Castle, Ind., was 
ended when the UAW employes 
voted 86 to 72 to return to work. 


The contract provides for the 10- 
cent hourly raise granted to all 
Perfect Circle employes last July 

(Continued on Page 61, Col. 5) 





Hydra-Matic Milestone— 


A 1956 Series 98" model became the 
three-millionth Oldsmobile to be equipped 
with Hydra-Matic since the first automatic 
transmission was installed in an Oldsmo- 
bile in 1939. Principle of the second fluid 
coupling in the 1956 Jetaway Hydra-Matic 
is explained to Barbara Flower, queen of 
the Lansing Civic Center dedication, by 
J. L. Pohl, Oldsmobile service technician. 
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Chevrolet and Chevrolet dealers have long promoted highway 


safety with these two other great national programs: 


HIGH SCHOOL DRIVER TRAINING PROGRAM 
One highly important activity of Chevrolet 
dealers is that of driver training: furnishing 
3,500 cars (and Driver Education Kits for 
classroom use) to high schools throughout the 
country, thereby helping hundreds of thou- 
sands of students to learn the fundamentals 
of safe, courteous driving.* This and other 
Chevrolet dealer efforts on behalf of high- 
way safety have won many national awards. 
*In cooperation with AAA and State Boards of Education 


__| a) _ 
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CHEVROLET DIVISION 
OF GENERAL MOTORS, 
DETROIT 2, MICHIGAN 












THE ALL-AMERICAN SOAP BOX DERBY 
Each year, Chevrolet dealers sponsor the 
famous Soap Box Derby, in which scores of 
thousands of boys in all parts of the country 
participate. It’s an event which teaches boys 
to be good drivers by fostering qualities of 
courtesy, alertness and fair play at an early 
age. This year, in the final race at Akron, Ohio, 
154 boys competed for $15,000 in college 
scholarships and other valuable prizes. 





Chevrolet regularly uses the: safety message, “Drive with care... 
EVERYWHERE!” in newspaper, radio and television advertising. 
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‘96 Ads Embellished 
By Yule Trimmings 


(Continued from Page 3) 


your 1951 tradein.” Savings of $1,- 
250 on ’55 models also were men- 
tioned. 

In Oklahoma City, Leveridge 
Motors (Hudson) advertised 
“Cost plus $1 net profit on all 
used cars—’46s to ’55s.” The firm 
explained: “Our entire stock must 
be sold before Dec. 1 to make 
room for our brand new Hudsons 
and Ramblers.” 

Stressing its volume sales, Totem 
Pontiac, Seattle, declared, “$1,388 
low average difference in trade is 
all it takes to put you in the fabu- 
lous 56 Pontiac if you have a ’51| 

model to trade.” 
* * * 

NOTHER Northwest dealership 

claimed it was “bulging with a 
load of new 1956 Fords” and said 
it was outtrading and outselling 
everyone. A midwest dealer pic- 
tured a sleek hardtop and men- 
tioned a price of $1,695 — for a 
standard two-door sedan. 

More giveaways appeared in 
Cincinnati and St. Louis. Down- 
town Mercury, Inc., Cincinnati, 
offered “latest fall fashion coats 
of the finest imported Chinese 
cashmere, regular $150 value, are 
free with the purchase of a 1956 
Mercury.” 

McMahon Pontiac, St. Louis, 
gave wall-type ice crushers to each 
couple asking for .a demonstration 
ride. New-car guarantees of 30 
months or 30,000 miles and 30 free 
lubrications also were offered. 

* * + 

N A four-column, 8%-inch ad, 

Community Motors, Inc., Johns- 
town, Pa., announced: “General 
Motors cancelled our selling agree- 
ment. For sale: Our building, office 
equipment, shop machinery, Cadil- 
lac parts, Pontiac parts .. .” Com- 
munity also listed used cars at 


Dealer Charges 
Illegal Search in 
$2 Million Tax Suit 


CHICAGO.—Fighting a criminal 
indictment for tax evasion, Walter 
A. Mack, head of W. A. Mack, Inc. 
(Cadillac-Oldsmobile), has charged 
that his constitutional rights were 
violated by illegal search. 

A defense motion to suppress evi- 
dence in the Government’s case has 
been taken under advisement by 
Federal Judge Walter J. LaBuy. 
The judge set a Jan. 9 trial date. 

Mack contends that Internal Rev- 








enue agents illegally rummaged 
through and copied data in private 
books and diaries while checking 
bookkeeping records. 

Mack’s wife, son and daughter, 
all employes of the dealership, also 
are charged with tax evasion. The 
Government’s combined charges 
against the four total nearly $2 
million in alleged evasions and 
penalties. 


O’Madigan Named 





To AMA Post 


DETROIT. — Dan O’Madigan jr., 
director of sales 
services and dis- 
tribution, Stude- 
baker - Packard 
Corp., has been 
elected chairman 
of the sales man- 
agers committee 
of the Automobile 
Manufacturers 
Assn. for 1956. 

O’Madigan will 
succeed N. K. 
D. O’Madigan jr. VanDerzee, Hud- 
son sales vice-president. 


Kelly Buick to Sell 

BALTIMORE. — An auction sale 
of Kelly Buick Sales Corp. has 
been set for three days next week 
starting Dec. 14. The dealership is 
going out of business, it was said. 
The sale will be held at the firm’s 
premises at Charles and Mt. Royal 
Ave. starting at 10 a.m. | 





what it said was below wholesale| / 


cost, 

An ad by Hallman Chevrolet, 
also of Johnstown, urged buyers: 
“Let’s be sensible! Why wait till 
the end of the season? Right 
now you can get the same ter- 
rific deal at Hallman’s.” 


In the Pittsburgh area, 17 Olds- 
mobile dealers banded together to 


|give buyers a list of “do’s” and 


“don'ts.” They urged prospects not 
to be fooled by “ballooned prices, 
false discounts and misleading 
blitz tactics.” 


“Buy your Oldsmobile,” they con- 
tinued, “from the authorized Olds 
dealers listed below,” and “buy 
from a dealer who does a volume 
business because he truly gives 
‘good’ deals.” 





a le s LT ees = 


Nash Uses 5,000 Billboards— 


This ad, featuring the 1956 Nash Ambassador Country Club hardtop, is appearing | 
on 5,000 billboards across the nation. The four-color ad will remain on display for | 









a month. 





Safety Praised; 
But Panel Buyers 
Pick Power Aids 


NEW YORK. — Marketing ex- 
ecutives participating in Tide Mag- 
azine’s Leadership Panel cited the 
emphasis on safety as one of the 
major factors of the 1956 automo- 
biles. 

But panel members who plan to 
buy a 1956 car put seat belts sev- 
enth among the accessories they 
would like. They preferred power 
steering, a radio, power brakes, a 






| heater, automatic transmission and 


power seats. 

The panel said that barring an 
economic upheaval, the 1956 auto 
market will be as big or bigger 
than record 1955. 

However, only 22 percent of the 


; panel members expect to buy a 


1956 car. Another 56 percent said 
they definitely will not buy a 1956 
model. 

The marketers said they would 
build in more safety features and 
cut prices if they were charged 
with the job of making an auto- 
mobile more attractive to buyers. 











Now ! A greater 1 


OPEGIALLY DESIGNED | 
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O'Mahoney emphasized, “that, so || 
far as I know, no member of this | 7 
committee desires to offer to intro- | 7 


AUTOMOTIVE WASHINGTON 
duce or to support any bill which 


US. Regulation Called a for control by Govern- 


But, he added gravely, if we do 
not have “regulation” by Govern- 


Better Than GM Control | siccens “e's 


The testimony received so far 
Wh during hearings, the Wyoming 

By Williem Ulimen Democrat explained, demonstrates 

os : . “that control in a very high degree 

A NUMBER of the more publicized congressional hearings | in the automotive industry now 
have resembled courtroom trials rather than legislative | exists in those who are managing 

inquiries. They have sought to fix the blame for something | the General — oe 

or to expose illegal, unethical or subversive practices. A few 


| hearings have ended with contempt citations or charges | Cites se ge raven’ : 
7 Oe Wt e Constitution gives 
} and counter charges of crim His subcommit- Congress the right to regulate 
inal conspiracy. tee is not trying commerce, he continued, “the power 
Probably because these) to turn up viola- to control commerce exists no- 
comparatively rare investigations | tions. of the anti- where.” 
aoe ateenatail so much public no-|/trust laws, he Much of the evidence that GM| Chrysler Used-Car Pennant Winner— 
tice, Senator Joseph C. O’Mahoney, | stated. Like most “controls” the industry, O’Mahoney/| for the best “batting average” in used-car reduction during Chrysler's Pennant 
acting chairman of the Senate anti-| congressional said, comes from auto advertising | Winner Used-Car Campaign, C. R. Curtan, center, midwest division sales manager, 
trust and monopoly subcommittee, | committees, it is in newspapers and from “a flood | receives the winner's trophy from C. P. Noonan, sales manager, as F. F. Ritter, Chrys- 
has delivered a series of extremely | simply seeking in- of letters from automobile dealers | ler's used-car sales manager, looks on. Curtan’s average was .652 in the midwest 
articulate statements on the pur-| formation so that 


throughout the U. S. who say that | division. 
pose of his study of General Mo-| Congress may de- they feel they are on the brink of 
tors. termine what 


| 
| 
disaster.” that GM pressure prevents them| ists, O’Mahoney declared, “it 
In his latest comments, O’Ma-| changes, if any, William Uliman Although dealers have invested| from. exercising their own judg-| means that what we call local 
honey makes it clear that nobody/ should be made in public laws. their own money in their busi- | ment. free enterprise no longer exists 
is on trial. “IT want it clearly understood,” | nesses, they have written Congress If this situation actually ex- | in the automobile industry.” 
He said that this country was 
| going to have either a free industry 


























or a controlled industry. If it didn’t 
have a free industry regulated by 
law, he foresaw the “inevitable 
result” as a battle between public 
and private control. 

“Whichever wins that battle,” 
warned the senator, “the people will ’ 


Whether or not this theory is cor- 


| 

| rect, O’Mahoney believes the study 
of the automotive industry is tre- 

mendously important to the future 


economic life of Americans and to 
the position of the United States in 
world affairs. 
The world struggle, he asserts, is 
between “regulated” free enterprise 
and “controlled” industry, and the 
whole cause of international unrest 
= is that Soviet leaders believe free 





enterprise is gone and government 
dictators must take over. 
ee ee 
More Parts Testimony 
t ‘I BELIEVE, with every ounce of 
| Lighter! The new Timken-Detroit lightweight tandem ne ™Y, being, that the only way 
brings vital new opportunities for savings and profits to e people of America can win the 


4 cold war is by maintaining free 
all highway truckers because of greater payload. enterprise in America,” he said 



















; ° the GM hearings closed last week 
! 
other tandem unit of the same capacity! with a mass of testimony favoring 


Each year highway hauling achieves more spectacular : : 
importance. Now TDA presents a new lightweight tan- oan ‘Tenpent ‘ee oa 
dem specially designed to answer the needs of over-the- 
road trucking. It is offered with a choice of either Timken- 
Detroit axle connecting groups, or brackets to accept 
other approved chassis hook-up parts. You get all these 
additional advantages with the Timken lightweight 


| Serviceable! Built almost entirely from interchangeable firmly, “without control either by 
companion parts used in famous Timken-Detroit single Government or by big business, 
driving axles. The goal at stake in the cold war, 
This lightweight tandem has all the features that con- A concluded, is the right of indi- 
tribute to profitable highway operation with all unneces- viduals vA r - their own busi- 
sary bulk and weight eliminated. One Timken lightweight Ree aS Laey eae. 
| tandem unit is more than 200 pounds lighter than any Meantime, the parts chapter of 


Chief critics of GM were repre- 
sentatives of independent parts 
wholesalers and jobbers. One of 
them was Reub Schrank, sales 


5 , manager and secretary of Lee 
tandem: Motor Products, Inc., Cleveland, 
Many proven standard parts and assemblies, gears, a wholesale parts distributor with 
pinions, differentials, brakes used in Timken-Detroit an annual volume of around $1 
single axles are incorporated in the new lightweight tan- million. 
dem. This assures operators fast, economical service Schrank, who said he dropped 
i * with minimum down time. GM’s United Motor Service line in 
} 1947 because UMS officials told him 
4 A true inter-axle differential always under driv- to stop selling parts to auto wreck- 
i ers’ control is an important feature of the Timken- ers, warned that GM’s parts policy 
/ Detroit lightweight highway tandem. “is yy the road to creating a mo- 

nopoly. 

Big, dependable hypoid gears rotate in conven- Schrank said GM was trying to 
tional manner, carry load on normal drive side of control all phases of the parts in- 
. teeth for increased gear and bearing life. dustry. “They manufacture the car, 
y «¥ » 4 a a & : maintain the service and repair 
Torture-tested TDA axle shafts are upset forged jobs, distribute the spare parts, and 
. Be 2005 and heat treated to insure top tensile strength. then try to coerce the new-car 
PA dealers and parts jobbers into han- 
ee ee ae Rugged hot-forged housings—pound for pound—are Ging thats parte’ enduaae aa 

the strongest and most rigid built. testified. 


Schrank charged that GM pre- 
vented jobbers from buying com- 
petitive parts through “mental 


Less unsprung weight means lower impact and shock 
loads, for longer truck and trailer life. 


This new highway tandem insures new payload profits, coercion,” threats of setting up 
faster, easier service and operating economies for highway competitors, and threats of taking 
truckers everywhere. For complete information contact * certain “captive” lines away. 
your nearest vehicle dealer or branch. ~ oe *er'@ 

©1955 RS & A Company Package. Deals Air 
CHRANK offered the story “of a 
Plants at: Detroit, Michigan » Oshkosh, Wisconsin + Utica, NewYork « Ashtabula, Kenton and Newark, Ohio « New Castle, Pennsylvania customer of ours who purchased 


Monroe shock absorbers from us 
until a year and a half ago when 
suddenly he switched to Delco, a 
GM product. Upon investigation, he 
told us that he took the GM ‘pack- 
age’ deal and was told that unless 
he took the Delco shocks along 
(See ULLMAN, Page 52, Col. 3) 





9.1 seconds ago this Plymouth was standing still 


THE CAR THAT’S RUNNING AWAY 


Take it from the dealers, in the dealers’ own words—‘“the public, in ever- 
increasing numbers, wants the new Plymouth with all its exclusive features 


... this means more rapid sales and more profits for Plymouth dealers.” 


ALL-NEW AERODYNAMIC 








ctual test track photo shows the terrific take-off that leads to profitable sales! 


IWITH THE SALES! 


1 Push-Button Driving! 
2 Up to 200 V-8 Horsepower in All Four Lines! 
3 Biggest Car! 4 Jet-age Aerodynamic Styling ! 
5 Engineered for Safety! 


PLYMOUTH ’S6 


Read it in the dealers’ own 
words...from dealers in 


big cities, small towns... 


right across the country, 
North, South, East and West! 


Mid City Sales Company, Baltimore, Maryland 


Public appearance of 1956 Plymouth car great. 
Push-Button device tops them all. All success to you 
and your staff. 


* * * 


Pollard-Powell Motors, Freewater, Oregon 


Wonderful acceptance of new Plymouth design. 
* * * 


Harold B. Robinson, Philadelphia, Pennsylvania 


You have the hottest car on the street today. The 
public came, saw and fell in love with your ‘56 
model. Congratulations and the best of luck for 
the balance of this current year. 


* * * 


Bob Smith, Glendale, California 


Greatest ad ever run by any division of Chrysler 
Corporation. You guys are really on your toes. It 
looks like a great year. 


* * * 


Art McLaughlin 
Kyte and McLaughlin, Pennsgrove, New Jersey 


Plymouth red hot, public acceptance overwhelming. 
Sales potential unlimited. Confident Plymouth sales 
will set new records. Must have more cars immedi- 
ately to challenge first place in Salem County. 


* * * 


Mr. N. Coyer, President 
Coyer Motor Company, Scranton, Pennsylvania 


The reception was amazing. My heartiest congratu- 
lations and best wishes for your continued success. 


* * * 


Jack Idiart, Bob Smith 
Burbank, California 


Plymouth announcement material terrific. Rotogra- 
vure supplement for newspapers sensational. Shows 
much thought and effort exerted to give us a 
powerful send-off on banner year for Plymouth. 
Congratulations. 


* * * 


Delaney Motors Co., Mobile, Alabama 


Completé sellout 1956 Plymouth first day. Accept- 
ance overwhelming. Need 100 Plymouths quick. 
Please help. 


* 


Mr. Paul Pasmantier 
Pasmantier Motors, Elizabeth, New Jersey 


Permit me to start off by complimenting you and 
everyone else at Plymouth for our beautiful 1956 
Plymouth. The public reaction and desire to own 
the 1956 Plymouth is extremely encouraging and 
we are confident that 1956 will be an even better 
year than 1955 for all those concerned with this 
magnificent new automobile. We experienced a 
most successful showing. 








AUTOMOTIVE NEWS, DECEMBER 5, 1955 











12 

(Established in 1925) 

Member Published Every Monday by Member 
a SLOCUM PUBLISHING COMPANY, INC. @ 
@: DETROIT 26, MICH. 
Cable Address—AUTNEW, Detroit 
2666 Penobscot Bidg. Telephone WOodward 3-0495 
New York Washington Chicago Los Angeles 
51 E. 42nd St. 912 Colorado Bldg. 360 N. Michigan Ave. 2506 W. 8th St. 


Murray Hill 7-687! National 8-4303 State 2-6273 


Publisher—George M. Slocum (1889-1949) 
Chairman of the Board—Mrs. George M. Slocum 


Editor & General Manager—Pete Wemhoff Editorial Director—Robert M. Finlay 
Service & Truck Editor—J. C. Weed; News Editor—Maynard M. Gordon; Associate 
Editors—Bob Sheldon and R. M. Lienert; Engineering Editor—John T. Benedict; 
Advisory Editor—John O. Munn; Washington Bureau Chief—William Ullman. 
Editorial Associates—Martin L. Whitmyer, Joseph M. Callahan, W. C. Lockwood, 
Frank Gawronski, John K. Teahen jr., Agnes Stewart, Eileen Parsons. 
Business Manager—Richard L. Webber 
Advertising: Eastern—Edward Kruspak, Advertising Manager; Ray Billingham and Howard 
Bradley jr.; Midwest—J, Goldstein, Manager, and William Gallagher; Western— 
Robert H. Deibler; Michigan-Ohio—William R. Maas and Roy Holihan. 
Advertising Production Manager—Carol LeVeque. 
Office Manager—Eleanore Whalen; Circulation Dept. peeneer Leer 
Classified Advertising Dept. Manager—Theresa Abraham; Mec 
Superintendent—Samuel Pinkis. 


Dunkirk 3-0303 


Williamson; 
anical 





RESIDENT CORRESPONDENTS: Akron—Joe Kuebler; Albuquerque—Veda Conner; Atlanta— 
E. C. Bash; Atlantic City—F. W. Schwarz; Austin, Tex.—J. R. Hornaday; Baltimore—Kate 
Savage; Birmingham, Ala.—Stuart Riddle; Boston—Harry Stanton, Guy Livingston; Buffalo— 
G. E. Toles; Charlotte, N. C.—William P. Lamkin; Chicago—Wm. M. McCarty; Cincinnati— 
Frank Kappel; Cleveland—Sanford Markey; Columbus—Bert Strang; Dallas—C. K. Cates; 
Denver—ira Alexander; Des Moines—F. W. Lazell; Harrisburg—George Shelley; ee 
Fenoglio; Indianapolis—C. L. Kern; Jefferson City—L. H. Houck; Little Rock—Inez McDuff; 
Los Angeles—Slim Barnard; Louisville—A. W. Williams; Lowell, Mass.—Charles Sampas; 
Madison—John Wyngaard; Manchester, N. H.—Guy Langley; Marthaville, La.—E. E. Gentry; 
Memphis—Emmett Maum; Miami—G. S. Connell; Milwaukee—Theodore R. Adams: Minneapolis 
—Donald Lyons; Montgomery, Ala.—William Lynn; New Jersey—Bethune Jones; New Orleans— 
Gordon Hebert; New York City—Ed Brown; Oakland, Calif.—Steve Still; Oklahoma City—M. 
L. Risen; Omaha—A. R. Oleson; Pawtucket, R. 1.—T. L. Forbes; Philadelphia—Norm Shigon; 
Phoenix—Sheldon A. Engel; Pittsburgh—L. M. Leffingwell; Portland, Ore.—E. W. Peterson; 
Providence—Ruth M. Eddy; Richmond, Va.—T. D. Eaton; Rochester, N. Y.—William Hackman: 
Salem, Ore.—F. K. Haskell; Salt Lake City—M. S. Harmer; San Antonio—J. H. Reed: San 
Francisco—Leon Pinkson; Seattle—Martin Trepp; South Bend—L. £. Dunkin: Spartanburg, 
S$. C.—L. D. Bray; Springfield, I11.—C. C. Hall; St, Louis—Sam X. Hurst; Tacoma—Robert 
E. Sconce; Toledo—Paul Hayes; Wamego, Kans.—G. M. Hunholz. 

FOREIGN CORRESPONDENTS: European Correspondent—George L. Glaser; Brussels, Bel- 
—~o- W. Ashton; Lethbridge, Alberta—G. A. Yackulic; London, Eng.—A. E. Jones; 

exico City—Douglas Grahame: Milan, Italy—Antonio Giordano; Montreal—Jules Larochelle; 
Ottawa—M. L. Schwartz; Paris—Henry Altimus; Sydney, Australia—H. Bowden Fletcher: 
Tokyo—Stuart Griffin; Toronto—James Montagnes; Vancouver, B. C.—F. H. Fullerton. 


Subscription: United States and Canada, one year $8, two years $14. 
All other countries one year $12, two years $20. No Free List. 
Copyright, 1955, Slocum Publishing Co., Inc. All Rights Reserved. 











Entered as second-class matter Post Office, Detroit, under Act of March 3, 1879. 
Member of Audit Bureau of Circulations and the Associated Business Publications. 
Advertising Rate: See Standard Rate and Data, or write for rate card. 





AUTOMOTIVE AUTOMOTIVE NEWS PLATFORM 

o ™ 1 |. Fair and equitable contracts between manufacturers and dealers in 
& a motor vehicles, parts and accessories; 

a ¥ 2. Every dollar of gasoline and oi! taxes, collected by states and federal 
$ e governments, applied to the building and maintenance of highways; 

R R 1 3. Guard the precepts of individual freedom, which made the U. S. A. 


great and gave its citizens more of the better things of life than anywhere 


News else in the world. 





Capsule Comment 


Monopoly hearings in Washington have been punctuated 
by many denouncements of General Motors. 
When it comes to getting the facts, m’am, blasts don’t 
count, evidence does. 


At long last, the AFL and the CIO are effecting their long- 
planned merger. 


Take your pick: In unity there is strength, or birds of a 
feather flock together. 


* * * 


Plymouth President John P. Mansfield expresses dismay 
at absence of “human relations” factor in merchandising 
and selling. 


Other factors being equal or nearly equal, it’s the old 
reliable “warm” approach which often can sew up a deal. 


* * * 


A quiet revolution is reported under way in dashboard 
instrument and gauge design. 
Needed: An instrument to show when the next payment 
is due. 


Pennsylvania officials have commended dealers for sup- 
porting highway safety, driver training and auto inspection. 
Three giant steps in the direction of good community 
public relations. 


* * * 


“1956 models at 1955 prices,” “No money down and three 
years to pay,” “Biggest blitz sale the industry has ever 
seen,” “30 new models must be sold in 72 hours,’’—these 
are just some of the advertising slogans being used by 
dealers on the year’s new models. 


No letup in the crazy quilt of dealer advertising. 





Coming 
Events 


Dealer Conventions 


Dec. 6—Utah Automobile Dealers Assn. 
Convention, Newhouse Hotel, Salt Lake 
City, Utah. 


Dec. 9-10 — Montana Automobile Dealers 
Assn., Northern Hotel, Billings, Mont. 
Jan. 28- Feb. |—39th Annual National 
Automobile Dealers Assn, Convention, 
Sheraton Park and Shoreham Hotels, 

Washington, D. C. 

Feb, 26-27—Louisiana Automobile Dealers 
Assn., Hotel Roosevelt, New Orleans, 
La. 

May 26-28 — South Carolina Automobile 
Dealers Assn., Ocean Forest Hotel, Myr- 
tle Beach, S. C. 


Sept. 17-18—Minnesota Automobile Dealers 
Assn., St. Paul Hotel, St. Paul, Minn. 


Oct. 21-23—Florida Automobile Dealers 
a. Fort Harrison Hotel, Clearwater, 
la. 

* * * 


Dealer Auto Shows 

Dec. I-li—Los Angeles Auto Show, Pan- 
Pacific Auditorium, Los Angeles, Calif. 

Dec. 9-10—Bangor Auto Show, Blue Valley 
Farm Show Bldg., Bangor, Pa. 

Jan. 1-6-—Ambridge Auto Show, Town Hall, 
Ambridge, Pa. 

Jan. 6-14—Minneapolis Auto Show, Min- 
neapolis auditorium, Minneapolis, Minn. 

Jan. 7-15—San Francisco Auto Show, Civic 
Auditorium, San Francisco, Calif. 

Jan. 7-15—Columbus Auto Show, Veterans 
Memorial Bidg., Columbus, O. 

Jan. 7-15—27th Annual Automobile Show, 
National Armory, Washington, D. C 

Jan, 7-15 — Chicago Auto Show, Interna- 
tional Amphitheater, Chicago, Ill. 

Jan. 7-15 — Houston Auto Show, Houston 
Coliseum, Houston, Tex. 

Jan. 12-14—McKeesport Auto Show, Palace 
Garage, McKeesport, Pa. 

Jan, 13-22—Seattle Auto Show, Field Ar- 
tillery Armory, Seattle, Wash. 

Jan. 14-22—St. Lotiis Auto Show, Oakland 
Ave. Arena, St. Louis, Mo. 

Jan, 2i-28—Baltimore Auto Show, 
Regiment Armory, Baltimore, Md. 

Jan. 21-28 — Pittsburgh Auto Show, Hunt 
National Guard Armory, Pittsburgh, Pa. 


Jan. 21-29—Des Moines Auto Show, Vet- 
_ Memorial Auditorium, Des Moines, 
a. 


Jan. 21-29—Cleveland Auto Show, Public 
Auditorium, Cleveland, O. 


Jan. 25-29—San Diego Auto Show, Elec- 


Fifth 


tric Bldg., Balboa Park, San Diego, 
Calif. 

Jan. 28- Feb. 4— Rochester Auto Show, 
Rochester War Memorial Auditorium 


and Exhibit Hall, Rochester, N. Y. 


Jan. 28-Feb. 5—Quad-City Autorama, 
Rock Island, Ill. 

Feb. 3-12—Omaha Auto Show, New Mu- 
nicipal Auditorium, Omaha, Neb. 

Feb. 5-12—Dallas Auto Show, Fair Park, 
Dallas, Tex. 

Feb. 6-l11—Denver Auto Show, Coliseum, 
Denver, Colo. 

Feb. 11-18 — Milwaukee Auto Show, Mil- 
waukee Arena and Auditorium, Milwau- 
kee, Wis. 

Feb. h2-19 — Lansing Auto Show, Civic 
Center, Lansing, Mich. 

Feb. 18-26—Detroit Auto Show, Michigan 
State Fair Grounds, Detroit, Mich. 

Feb. 19-25—Syracuse Auto Show, Onon- 
daga County War Memorial Building, 
Syracuse, N. Y. 

Feb. 25-March 3—Kansas City Auto Show, 
Exhibitior Hall, Municipal Auditorium, 
Kansas City, Mo. 

March 7-1!—Spokane Auto Show, Coli- 
seum, Spokane, Wash. 

March 9-11 — Kansas Motor Show, Sports 
Arena, Hutchinson, Kansas. 

March 16-18—Wichita Auto Show, Univer- 


sity of Wichita Field House, Wichita, 
Kans. 


April — Lewiston Auto Show, Lewiston 
Armory, Lewiston, Me. 
* - « 
General 


Dec. 4-5 — Automotive Affiliated Repre- 
sentatives, Officers Meeting, Sheraton 
Hotel, Chicago, Ill. 


(Continued on Page 54, Col. 4) 


30 Years Ago a la 





MOTORS 
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“We're waiting to see 






Automotive Cartoon 


Of the Week 


(During illness of Ogg Fitzgerald, other cartoonists are filling this corner). 


you dealers are having!" 








the dog fight Pop says 










Letterbox 


‘?’'m an Ex-Dealer’ 


Your editorial appearing in the 
Nov. 14 issue of Automotive News 
“Single-Theory Dealer Group Lack- 
ing in Balance” read with interest. 
Congratulations on your sound 
thinking and expressions on a seri- 
ous problem. 

After 27 years selling and serv- 
icing a General Motors product, I 
am now an ex-dealer, conservative. 

Trained and educated under the 
A. P. Sloan Quality program, under 
men like R. H. Grant, H. J. Kling- 
ler, William Knudsen, Donaldson 
Brown and others, I found it im- 
possible to discard that program, 
| which not only assisted me in guid- 





The Big Stories 


High production of cars in October, which established a new 
monthly record with a total above 400,000, has led to the impression 
in many quarters, says Dow, Jones & Co., that the automobile indus- 
try has again run riot and was sowing the seed for such reversals 
as were witnessed in 1920 and 1923. 

Members of the Chicago Automobile Trade Assn. are threshing out 
the problem of exclusive salary, salary and commission. The venders 
of high-priced cars prefer the salary basis. Those who deal in the 
medium and low-priced vehicles seem to prefer the salary and com- 


mission basis. 


There have been produced 3,196,067 cars during the first ten months 
of this year, exceeding the same period of last year by 319,735. With 
two months more to go the total production for the year will surpass 


the peak of 3,620,000 cars in 1923. 


The “New-Day” Jewett, a six-cylinder car with a number of dis- 
tinctive features, will be put on the market by the Paige-Detroit 
Motor Car Co. The first two models will be the two-door sedan, 
priced at $995, and the deluxe model, same type, priced at $1,095. 


—From the files of Automotive News. 





‘Sloan’s Quality Program...’ 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 





ing my business through a depres- 
sion and a four-year war, but also 
to watch General Motors grow 
strong and become the most re- 
| pected manufacturer of motor vehi- 
cles in this country. 

True, manufacturers and dealers 
|are putting out a volume of auto- 
mobiles, but at what cost to the 
future of the industry and our 
economy ? 

In years gone by, I was proud to 
assist the representatives of our car 
division in closing open points by 
showing the prospects our opera- 
tions and explaining the General 
Motors Quality Dealer program. 

I was proud to have served Mr. 
Sloan on his Dealer’s Advisory 
Council, during the first two years, 
|1935 and 1936, which laid the foun- 
dation of the Quality program and 
assisted greatly in the progress of 
| both General Motors and its dealers. 

I am at a loss to understand why 
Mr. Sloan’s program has been dis- 
carded and the conservative dealers 
who built strong themselves, along 
with assisting General Motors to 
build strong, not only with product 
but also reputation and goodwill, 
are no longer considered an asset 
to the manufacturers. 

A. P. Sloan, in my opinion, is one 
of the most outstanding business 
jleaders of our time and a proven 
friend to General Motors dealers 
and owners of General Motors 
products. 

I trust his successors will dust 
off the files and restudy his Quality 
program, after which they may 
|head for a middle course——HucHu 
| F. GaLLaGHERr, president, Union Park 
Motors, Inc., Wilmington, Del. 
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Meeting the Practical Problems .. . 


Case Histories of a Salesman 


Eprtor’s Note: This is one of a where all of us could show it if bosses. It was pleasant because 


series of letters on practical | we wished. I was honestly selling a reliable | 
problems encountered in auto sell- We were willing to try to do product. | 
ing. It is written by a veteran a job and dug right into it. Oe aw 
salesman, Bert Simons, who is I started in on a large office EOPLE would listen to me if 
active in today’s market. building and when I saw my op- they had time; some took the 
* * * portunities I made the most of | time, but always they regarded 

Dear Ed: | them. my effort with respect and that 
I talked to the elevator boy, the | fact kept me going stronger. 


—— work has to pay off in 
this auto selling business of | 
ours. That is, of course, if you men at th inted ti 
are working in the right direc- Price of Rubber Called Gus the tide back we 


office girls, the clerks and their I talked to lots of people and 
then met the other three sales- 





tion. ony: 
Everyone, everywhere, is inter- $225 Million Above ’54 talked about the different ex- 
ested in knowing how much his AKRON.—At present consump- | Periences we had encountered. 


tion rates, crude rubber is costing | The greatest thing accomplished 


’ resent car is worth and who ca 
p n was the long list of prospects 





tell him better than an automo- | this country almost $225 million 
bile salesman? more per year than last year at | ©@ch one of us had. We all 

Knowing this to be a fact, four | about this time, according to agreed that the afternoon’s ef- e 
of us decided to spend a few | Frank T. Tucker, assistant to the fort certainly would pay off. Re ey 


} i ae 
hours seeing how many different | president, B. F. Goodrich Co. My list kept me busy for a | 
oie people each of | Tucker told the Advertising | WK, with one deal leading to ee ee ee a vn 
us could talk to | Club of Akron that an increase of another. It looks like this thing | Chet Adams, third from left, Adams Sales and Service, East Providence, R. |. 


Sauk chile only a cent a pound in the price called hard work isn’t so hard | receives his fifth Hudson “dealer of the month” award from R. W. Dillaway, Hudson 

cars. The idea | of crude rubber increases the na- after all. We did it, we enjoyed | Boston zone manager. Adams was also made a member of the Hudson triangle club. 

was that we | tion’s rubber costs $13.5 million. it and now we know it really pays Looking on are, from left, C. H. Calhoun, eastern divisional sales manager, and 
off. Bert Simons | Everett Mailloux, Adams salesman. 


RIQKE 22. «.- 


= ne 0,000::, time! 











would wander 
around the 
downtown  bus- 
iness district 
and strike up as 
4 4 many conver- 

Be . sations with 
' : a strangers as we 

Bert Simons could. 

We would talk about their car 
and tell them how much it was 
worth in trade on a new car— 
our new car. 

It was my contention that if i 














this plan was carried out sin- 
cerely and honestly it would bring 
more action than we four could 
get in the same time on the floor 
of our very active showroom. 
Therefore we would be doubling 
our floor time. 
x * x 
1O MAKE our work more inter- 
esting we drove downtown 
together in a demo and had lots 
of fun swapping stories on the 
way. 
When we arrived, we parked 
‘ the car in a prominent place 


12 Foreign Cars 
| To Be Exhibited 
At Chicago Show 


CHICAGO. — Twelve foreign-car 
manufacturers have reserved ex- 
hibit space for the nine-day Chi- 
cago Automobile Show which opens 
Jan. 7, according to Edward L. 
Cleary, show manager and execu- 
tive vice-president of the Chicago 
Automobile Trade Assn. 

Cleary said more foreign makes 
are expected. Signed up to date are 
Austin, Austin-Healey, Citroen, 
Hillman, Jaguar, Kleinschnittker, 
MG, Morris, Renault, Riley-Path- 
finder, Sunbeam and Volkswagen. 

The show will be presented in 
the International Amphitheater and 
also will use the new Exposition 
Hall, adding up to a total of 300,000 

feet of exhibit space at main-floor 
level. 

Cleary estimates the overall value 
of the 1956 show at nearly $10 mil- 
lion. The figure includes cars, 
trucks and accessories, display 
backgrounds and the cost of the 
stage show. 

Officials expect more than 500,000 
persons to attend the exposition. 

Last year’s attendance was 490,500, 
with a one-day high of 72,000. 
















built by HARRISON! 


Temperatures made to order . . . 100,000,000 times! 

It’s a significant achievement by the leading manufacturer of 
temperature controls for automobiles! -It’s a great milestone for 
Harrison . . . an important contribution to the growth of 

motoring America! But . . . it’s only the beginning! Today, 

Harrison is the recognized leader in its field. And Harrison is looking 
forward to tomorrow when more cars, trucks, vehicles of 

all kinds will require even more efficient temperature control 
equipment. You can be sure that Harrison is well equipped with 
ay the engineering, research and production facilities to 

keep pace. If you have a hot or cold problem, 

look to Harrison for the answer. 


Nash Announces 


Contest Winners 


a DETROIT. — Winners of Nash’s 
LF.G.P. (increase fixed gross profit) 
program have been announced by 

C. W. Tillinghast, general parts and 
service manager of Nash. The five 
winners each received $500 and 
their parts and service managers 
also received cash awards. 

Winners are San Jose Nash Co., 
San Jose, Calif.; Clark’s Spooner 
Nash, Spooner, Wis.; Lodico Motor 






Sales, Barnesboro, Pa.; W. E. Booth TEMPERATURES 
| Motor & Implement Co., Centralia, 
Ill, and John L. Hofweber, La 
Crosse, Wis. MADE 
Tillinghast said that fixed gross 
profit increases of participating TO 
dealers, by zones, ran as high as RADIATOR DIVISION, GENERAL MOTORS CORP., LOCKPORT, WY, 
46.96 percent. ORDER 


| 


~ 








AUTO-LITE 
SALUTES THE 


for its record-shattering 














success aft 











Bonneville 













Day and night for 14 grueling “Breakaway’’ or acceleration AAA ofticiais supervised every Danny Eames, Chief Test Driver 
non-stop days and 31,224 miles, the records, 24 in all, fell to the new minute of the two-week grind and strategist of the endurance run, made 
new ’56 Dodge was pounded around the Dodge in tests just before the endurance The hood was sealed after each stop and the following statement at the finish, 
world-famous speedway. All electrical run. A new record of 114.05 m.p.h. for every detail of service was entered in the “This new ’56 Dodge has more ‘moxie’ 
equipment, including the Auto-Lite Re- the Flying Start Mile and 79.55 m.p.h. logbook. The test car finished with the than anything I’ve ever driven. But I also 
sistor Spark Plugs, operated at peak for the Standing Start Mile were set. identical electrical equipment with which want to make it clear that I’ve never seen 
efficiency for the full 31,224 miles with- Few other tests make so great a demand it sta¥ted, an outstanding performance electrical accessories take such a beating 
out a single failure. on a car’s electrical system. in American stock car history. and come up smiling.” 


The Dodge Division of Chrysler Corporation has been served by Auto-Lite for 
many years. Here at Auto-Lite we know the exacting standards Dodge demands 
in its engineering. It is no surprise that the new Dodge should add to its 


already long list of performance and endurance records. We feel great pride in 


eS eee oe ee a 


being on the team with Dodge in the never-ending drive for better automobiles 






through better engineering. THE ELECTRIC AUTO-LITE COMPANY, TOLEDO 1, OHIO. 
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SPARK PLUGS « BATTERIES » BUMPERS & GRILLES « HEADLIGHT DIMMERS + FUEL PUMPS 
GENERATORS « HORNS « IGNITION UNITS « INSTRUMENTS & GAUGES 

LIGHTING UNITS * METAL FABRICATED ASSEMBLIES » AUTOMOTIVE FRACTIONAL MOTORS 
STARTING MOTORS « SPEEDOMETERS + SPEEDOMETER CABLE « PLASTICS 

SEAT AND WINDOW MOVING MECHANISMS « SWITCHES * WINDSHIELD WIPERS 

WIRE & CABLE » GRAY IRON, ZINC AND ALUMINUM CASTINGS 
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Senators Hear ‘Thumbnail Sketch’ 





GMAC: How a Giant Grew 


ASHINGTON. — The extent to 

which General Motors Accept- 
ance Corp. dwarfs all its competi- 
tors in both the retail and whole- 
sale financing fields was sketched 
last week by Joseph W. Burns, 
chief counsel of the Senate anti- 
trust and monoply subcommittee. 

GMAC operates as a wholly 
owned subsidiary of General Mo- 
tors Corp. and is the largest 
sales financing company in the 
world. 

Briefing senators who are inves- 
tigating the inner workings of GM, 
Burns said it was GMAC that in- 
troduced the so-called finance re- 
serve for dealers in 1925. This idea, 
he related, brought much new busi- 
ness to GMAC. 


* * * 


URNS also reviewed the litiga- 

tion, beginning in 1938, in which 
the Government attacked the 
financing arrangements set up by 
GM, Ford Motor Co. and Chrysler 
Corp. 











Proven 
Performance 


in Every 
Type and Size 


The rugged housing used in famous Eaton 2- 
Speeds is also used for Eaton single-reduction 
and double-reduction axles —the three heads are 
interchangeable. 


EATON 





In his background statement, 
Burns said: 

“There are two kinds of auto- 
mobile financing—wholesale pur- 
chase of cars from the manufac- 
turer by dealers and retail 
purchases by the consumer. The 
custom in the industry is for the 
manufacturer to sell to the deal- 





‘’'m Really Lovely,’ 
Velvet Voice Vows 


DETROIT. — “Well hi, Honey,” 
purrs a slinky voice when De- 
troiters dial VInewood 1-1566. “So 
glad you called.” 

“Wanted you to know I just 
arrived in town. Why don’t you 
come see my new lines and body 
styling. M-m-m-m! [’m really 
lovely. Oh, I bet you guessed— 
I’m the 1956 Studebaker. Do come 
see me at Husak Brothers, 6845 
Michigan Ave., four blocks west 
of Livernois.” 











ers only for cash, with the result 
that most purchases by dealers 
have to be financed. 


“Retail financing is handled by | 


about 375 finance companies and 
approximately 7,000 banks through- 
out the country. During 1954, the 
finance companies handled over 51 
percent of the retail financing, or 


| about $6.5 billion. 


* * & 


° —— these finance compa-| 


nies, GMAC had approximately 
34 percent, or approximately $2.3 
billion. The next largest company 
was Commercial Investment Trust, 
with approximately 13 percent; As- 
sociates Investment, with approxi- 
mately 7 percent, and Commercial 
Credit, with approximately 7 per- 
cent. 

“In 1954, GMAC’s wholesale fi- 
nancing amounted to about $3.5 
billion, more than twice as much 
as the next largest company. 

“General Motors organized 
GMAC in 1919 for the purpose of 


hauling costs, and longer vehicle life. 





CLEVELAND, O 


AXLE DIVISION 
MANUFACTURING 





GM Radios to Designate 


Conelrad Frequencies 


KOKOMO, Ind. — Conelrad sta- 
| tion markers, indicating the two 
radio frequencies which will car- 
ry instructions to the public in 
| event of enemy attack on the 
| United States, will appear on the 
dials of all Delco radios manu- 
factured for 1956 General Motors 
cars. 

Berry W. Cooper, general man- 
ager, Delco Radio division, said 
the marks are similar to the Civil 
| Defense emblem. The wave 
lengths for such defense emer- 
gencies are at 640 and 1240. 





financing the sales of GM cars. In 
1925, 


of the automobile financing mar- 
| ket. 


| of this plan was to give the dealer 
and insurance charges. Under this 
charge was paid to the dealer and 


labeled a ‘repossession loss reserve.’ 
This reserve was ostensibly to com- 





ATON 





Behind every Eaton Axle there is almost a half-century of truck axle 
manufacturing experience. The advanced engineering and quality 
construction which have made Eaton 2-Speeds famous for stamina 
and low-cest hauling are also found in Eaton single-reduction, 
double-reduction, tandem drive axles, and front axles. In more than 
two million motor trucks, Eaton experience and engineering know- 
how are reflected in outstanding performance records, minimum 





COMPANY 
HIO 


PRODUCTS: Sodium Cooled, Poppet, and Free Valves *Tappets * Hydraulic Valve Lifters ¢ Valve Seat Inserts © Jet 
. Parts «Rotor Pumps @ Motor Truck Axles * Permanent Mold Gray Iron Castings * Heater-Defroster Units ¢ Snap Rings 
Springtites *Spring Washers eCold Drawn Steel «Stampings «Leaf and Coil Springs *Dynamatic Drives, Brakes, Dynamometers 


“One of the most effective parts | 


plan, a rebate of part of the finance | 





| suits were substituted 
a profit participation in the finance | 











pensate the dealers for losses on 
defaulted finance notes. 
* * ed 
Bat by ones new plan brought a very 
large and sudden increase in 
GMAC business. Other finance 
companies were forced to adopt 
similar practices in order to com- 
pete with GMAC. 
“A pattern of financing was thus 


| developed by which GMAC did 


most of the financing for GM deal- 
ers. Ford established a relationship 
with Commercial Investment Trust, 
and Chrysler with Commercial 


| Credit. 


“The practices thus brought 
about were attacked by the Gov- 
ernment, which filed indictments 
in May, 1938. There were three 
separate cases-——one against GM 


it inaugurated a new plan in| @nd GMAC, one against Ford and 


an effort to secure a greater part) 


CIT, and a third against Chrysler 
and Commercial Credit. 

“On Nov. 15, 1938, the indict- 
ments in the Ford and Chrysler 
cases were dismissed, and civil 
in which 
consent decrees were entered pro- 
hibiting certain practices and ar- 
rangements. The GM case was 
tried and resulted in a verdict of 


| guilty on Nov. 16, 1939, which was 


affirmed on appeal. 
* * * 
INCE a criminal conviction 
does not have the effect of en- 
joining the continuance of the 


| unlawful practices, the Government 


filed a civil trust suit against. GM 


|and GMAC on Oct. 4, 1940. This 


case was finally terminated on 


| June 17, 1952, by a consent decree. 


“In filing the suit, the Govern- 
ment charged that the power 
which had been exercised to cre- 
ate unlawful conditions could be 
eliminated only by ending the 
stock ownership of GMAC by 
GM. However, the consent decree 
did not order this divestiture. 

“In view of the fact that GMAC’s 
share of the automobile financing 
market has continued to increase, 
the subcommittee believes it is im- 
portant to determine what effect 


| this litigation has had on competi- 


tion in this field.” 

Burns noted that GMAC had ex- 
tended its financing to products 
other than automobiles, but he in- 
dicated that testimony before the 
subcommittee would not touch 
upon the company’s non-automo- 
tive activities. 


N ash Dealers Sell 


1,000 Bonded Used 
Cars Monthly 


DETROIT.—Popularity of Nash 
Bonded Select Used Cars has in- 
creased to the point where Nash 
dealers now are 
selling more than 
1,000 such units 
monthly, accord- 
ing to Harry E. 
Cardoze jr., na- 
tional used-car 
manager of Nash. 

The purchaser 
of a bonded car 
receives a certifi- 
cate signed by 
the dealer and 
countersigned by 
an officer of American Motors Corp. 
and an officer of St. Paul Fire & 
Marine Insurance Co. 

The plan reportedly is the first 
in which an auto manufacturer 
endorses a used-car guarantee is- 
sued by a dealer. 

“The buyer of a bonded car can 
have confidence in his purchase 
since only cars in top-notch shape 
are qualified to be tagged as bonded 
ears,” Cardoze said. 


Utah to Require 


Direction Signals 


Effective Jan. 1, 1956, all new 
automobiles sold in Utah must be 
equipped with directional lights or 
similar self-illuminating signals. 


Trucks and trailers not so 
equipped must, according to the law 
passed by the 1955 Legislature, ob- 
tain approved signals. However, 
passenger cars sold before 1956 are 
not required to obtain them. 

Lyle Hyatt, Utah Highway Patrol, 
has urged truckers to have their 
directional lights installed early to 
avert a last-minute jam such as 
occurred a year ago when trucks 
were required to install mud flaps. 





H. E. Cardoze jr. 





Well-informed advertisers, who share the business of 
the rich St. Louis primary market, know from experi- 
ence that the St. Louis Post-Dispatch is their strongest 
support. 


In the nation’s 7th largest city zone market, where effec- 
tive buying income is 23% billion dollars, and 1954 retail 
sales exceeded one billion 700 niillion dollars, the Post- 
Dispatch has made new strides in the first 10 months 
of 1955 with a 3,087,385 line gain in total paid adver- 
tising ... or 11% over 1954. 


This will be the fifty-fifth consecutive year of adver- 
tising leadership for the Post-Dispatch; a record, backed 
by a combination of facts, that supports today’s plans 
to spend more dollars to buy advertising results 
tomorrow. 





More St. Louisans refer to the Post-Dispatch for their 
daily needs than to any other publication or medium. 


In economical coverage, the Post-Dispatch reaches the 
most readers for the lowest cost per 100,000 circulation. 
In thorough coverage, it blankets the big primary market 
where 84% of the people of the metropolitan area live 
and spend 88% of the money. 


This combination is worthy of consideration when you 
bid for 1956 business in America’s prosperous, growing, 
7th largest market, where the Post-Dispatch is con- 
spicuously first. 


URE en ie 


Growing Stronger in a Growing Market 


Photo by Lester Linck of the Post-Dispatch Staff 
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Duggan Aids Safety Campaign—. 


North Quincy Garage Co. (Chevrolet), North Quincy, Mass., donated this 1955 Bel 
Air, equipped with loud speaker and recording devices, to the city for use in its 
Standing, from left, are William A. Palmer jr., sales manager; 
Donald Blatt, North Quincy city manager; William Ferrazzi, chief of police, and 


safety campaign. 


Francis Duggan, dealer. 


Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story every week throughout the year. 
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N. Y. Action Awaited in °5 


By Bethune Jones 

Staff Correspondent 
_— action taken by the New 
York Legislature next year on 
the compulsory motor vehicle in- 
spection issue will be watched by 
other states for its bearing on the 
future trend of such legislation 
which—with two other exceptions 
—has been at a standstill for more 

than 15 years. 

A 1954 New York compulsory 
inspection law had been scheduled 
to be effective this year but was 
deferred until Dec. 1, 1956, under 
legislation enacted last spring 
after Gov. Averell Harriman sug- 
gested that the law be repealed 
or deferred. 

Other than this, there has been 
little affirmative legislation action 
on the issue except for the 1951 
enactment of new inspection laws 
in Texas and West Virginia, both 





6... 


What Fate Is in Store 
For Inspection Law? 


of which experienced difficulty get- 
ting their programs started. 
oe * ok 

HE Texas law ran into such a 

storm of opposition that gen- 
eral enforcement was not attempted 
until the 1953 Legislature eased its 
requirements. 

West Virginia’s program didn’t 
get under way until this year, four 
years after enactment, when the 
1955 Legislature for the first time 
made funds available for its admin- 
istration. 

In 1949, North Carolina, in the 

face of heavy public demand, 
repealed a compulsory inspection 


Allen, Gackey Split 
Frank A. Gackey and H. J. Allen, 
in the auto business in Olympia, 
Wash., for 10 years, have dissolved 
their partnership. 








“Double the order for Quaker State Light HD. 
Is our winter best seller!" 


“This is the oil that does our volume 
business, when the thermometer heads 
down and cars head for winter service. 
It really meets every normal cold 
weather driving need.” 

Right, Mr. Dealer. Quaker State Light 
HD is a high-quality, high-performance 
motor oil. Refined from Pure Pennsyl- 
vania Grade Crude Oil, the world’s best. 


With the great sales and profit advan- 
tages that have made Quaker State 
products so popular with dealers for 
more than half a century. 

Now’s the time to check inventory, 
check racks and displays, talk quality, 
and sell Quaker State. And make plenty 
of friends—profits too. Order now from 
your distributor. 


QUAKER STATE OIL REFINING CORPORATION, OIL CITY, PA. 
Member Pennsylvania Grade Crude Oil Association 











program that had been in effect 
only one year. In the same year, 
a similar program was left to 
die in Washington State for lack 
of administrative funds. 

During this year, proposals for 
new or stronger compulsory motor 
vehicle inspection laws were re- 
jected by the Legislatures of every 
state in which they were proposed, 
including Arizona, Connecticut, 
Florida, Illinois, Iowa, Kansas, 
Maine, Maryland, Michigan, Minne- 
sota, Missouri, Nebraska, Nevada, 
New Mexico, North Carolina, Ohio, 
Oregon, Rhode Island, Tennessee 


and Wisconsin. 
a * 


i. 

| ger deay ego laws now are oper- 

ative in only 14 states: Colorado, 
Delaware, Maine, Massachusetts, 
Mississippi, New Hampshire, New 
Jersey, New Mexico, Pennsylvania, 
Texas, Utah, Vermont, Virginia 
and West Virginia. The District of 
Columbia also has such a program. 

Only Delaware, New Jersey and 
the District of Columbia operate 
their own inspection facilities, 
while the laws of other states 
call for inspections at- state-desig- 
nated private garages or service 
stations. 

Although compulsory periodic in- 
spection of motor vehicles long has 
been advocated by safety authori- 
ties, the record shows that lawmak- 
ers of many states remain split 
both as to the value of any type of 
compulsory inspection, in relation 
to its public inconvenience and cost, 
and as to whether inspections 
should be conducted through state- 
designated private garages and 
service stations or at state-operated 
testing facilities. 





Boom? Just Wait 
Until the 1960s, 
CIT Chief Says 


NEW YORK. — “Wait till the 
1960s,” says Arthur O. Dietz, C.I.T. 
Financial Corp. president, in pre- 
dicting a continuing increase in the 
American economy. 

He believes that the most power- 
ful upsurge in the economy will 
come in the ’60s when the children 
of World War II 
and the postwar 
years grow up and 
begin forming 
their own fami- 
lies. 

Speaking of the 
immediate future, 
Dietz said that the 
1955 business level 
—most prosperous 
year in the na- 
tion’s history — is 
not a plateau but 
only a step in a long-term rise 
geared to the demands of a growing 
and changing population. 

Supporting that view he pointed 
to larger families and the suburban 
movement. He said the latter has 
triggered real estate booms and the 
construction of thousands of shop- 
ping centers and has brought about 
vast spending for utilities, hospitals, 
schools and roads. 


Malik to Head 


Sun Electric 


CHICAGO. — R. R. Malik, 38, has 
been named president of Sun Elec- 
tric Corp. He formerly was execu- 
tive vice - presi- 
dent. 

The appoint- 
ment was an- 
nounced by O. L. 
Rhoades, founder 
and former presi- 
dent of the firm. 
Rhoades now be- 
comes chairman 
of the board. 

Malik joined 
Sun Electric in 
1948 as controller 
and was appointed executive vice- 
president in 1950. 


A. 0. Dietz 








Volkswagen Cracks 


Top Ten in Tacoma 


TACOMA, Wash.—Volkswagen, 
the droopy-nosed German import, 
tied with DeSoto for ninth place 
in new-car registrations for 
Pierce County during October. 

Its market penetration exceeded 
3 percent. More registrations 
were counted for Volkswagen 
than for eight American makes. 














If you are one of a select group of forward-looking automobile men... 


You'll do bette 
as a Dodge Dealer 


and here’s why: 











; * " Free 6. es + el aes Weal ige sios sf 
Terrific Sales Momentum! reat Car! 
You’re in the business right now, as an automobile dealer, a general manager or sales The dynamic new °56 Dodge is a sure winner—even more so than the 
manager, so we don’t have to tell you what a magnificent sales record the 55 Dodge tremendously successful 55 Dodge, which had the greatest sales gain in the 


industry! Sleek Flair-Fashioned lines, spectacular Jet Fins, 230 horsepower 


racked up. Greatest sales gain in the industry! Now, with an all-new ’56 Dodge that gives 
Super-Powered Super Red Ram V-8 Engine, new Magic Touch push-button 


the public even more value, prospects for building a profitable dealership are truly great. 


Success breeds success . . . and the word is out that Dodge is really rolling. With our driving and even a Highway Hi-Fi Phonograph promise that this great new 
’ great Coronet series selling at prices sometimes lower than some of the so-called “low Dodge will be the smashing success of 1956. This is the car to be selling— 
priced three,” your potential as a Dodge Dealer is limitless. this year and for many, many years to come! 





Bale te POF . ll a 

Outstanding Pioneering! 
The phrase “Dodge has done it again!” is the keynote of our program of pioneering 
new advances in the industry. In the new ’56 Dodge, for instance, will be the first 
push-button driving, and the first phonograph to be installed in an automobile— 


Dodge Highway Hi-Fi Phonograph. Developments like this add to Dodge Dealer prestige, 
give Dodge the reputation for being first with important improvements. 


Here’s Our Proposition: 


If you are an automobile dealer, a general manager or a sales manager who can prove an 
outstanding selling record . . . if you have an urge to hook up with the fastest growing car 
in America today .. . if you can convince us that you’re the right man, we will advance 
a good share of the required working capital. Write to our vice-president in charge of 
sales at the address below, telling us all about yourself. This is in absolute confidence, 





of course. For the opportunity of your lifetime, write to: 


Hard-Selling Advertising! 


We back our dealers with a powerful, car-selling advertising campaign. National 
magazines, local daily newspapers, outdoor billboards, and three great television 
shows—“Break the Bank,” with Bert Parks, “Make Room For Daddy” with 
Danny Thomas, and “The Lawrence Welk Show.” Then too, every Dodge 


now on the road is a rolling advertisement of the fact that Dodge is on the move New 56 DODGE era everything about it says SUCCESS! 


. .. that Dodge cars turn over fast . . . keep their value on the used car market. 


Byron J. Nicuoxs, Vice-President in Charge of Sales 
Dodge Division, 7900 Joseph Campau Avenue, Detroit 31, Michigan. 
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Highways 


Although 730 persons were killed 
in Georgia traffic during the first 
nine months of 1955, it took the 
tragic death of Mr. and Mrs. Harry 
Baker, Atlanta, to rouse the pub- 
lic to demand more highway pro- 
tection. 

The Bakers, a prominent Atlanta 
couple, were killed and two of their 
children injured when a car driven 


separation at 100 miles an hour and 
struck the Baker's foreign car head 
on. 

In connection with the new 
awareness of the traffic hazard, 


each car they sell is in perfect 
mechanical condition. 

He suggested that dealers pre- 
sent new owners a list of safe driv- 
ing rules and that they inform the 
buyers of their moral responsibility 
to drive safely. 

The North Side News editorial- 
ized, “The law regulates the sale of 
deadly poisons and firearms. And 


Studebaker Employes Preview '56 Models— 


When Studebaker introduced its 1956 cars, South Bend's citizens and company 
employes came out en masse for special preview showing staged by the division. 
Cutting the ribbon to mark the beginning of the model introduction are, from left, 
Harold E. Churchill, Studebaker general manager, and John A. Scott, South Bend 
mayor. Some 25,000 visitors saw the cars during the two-day event. 






BARRETT PRECISION BRAKE EQUIPMENT! 


Read What 


Edgar Schneider, 
Service Manager, E. M. STIVERS, INC. 


Says: 








E. M. STIVERS, Inc. 
Seles and Serwics 


PArkview 7-1000 
DELMAR BOULEVARD Fens, 
_ ST. LOUIS 5, MISSOURI 


November 1, 1955 


Barrett Equipment Co. 
2101 Cass Avenue 
St. Louis, Mo. 


: . Walter Scott +: 
Attn: Mr. Wa conditions. 


Dear Sir: 
ling and using your — a F/) 
evenue has 
i mt, we have found that our r 
iia increased in our brake department, oo ” 
ea increased the earnings of the rao tey eel 
it has enabled us to do our brake work with ¢ 


precision in less time than before. 


Since instal 





ommend this equipment 














We would be glad to reco eiue 
at any time. 
Yours truly, 
E. M. Stivers, Inc. 
Edgar Schneider 
Service Manager 
ES/jmm 


The Servicing Method Approved By 
Leading Car Manufacturers 


Why continue to let Brake Service complaints 
be a headache when this complete package 
will eliminate the problems and earn big pro- 
fits for you too! 


—— 


21st & Cass, 






Yours for as low as 10% down with 24 months to pay. 








by a drunk crashed through a lane | 


Georgia State Patrol Sgt. English | 
urged dealers to be certain that) 


Barrett Equipment Co. 


Please send complete details on ap- 
proved equipment for servicing 
Non-Adjustable Anchor Brakes. 





& Safety 


yet, the law will permit a dealer 
to sell automobiles without doing 
a thing to see to it that the pur- 
chaser doesn’t get on the highways 
and operate his car in such a man- 
ner as to endanger not only his 
| life, but the lives of others.” 

* * 


S. C. Dealers Named 


The South Carolina Automobile 
Dealers Assn. has named three 
|dealers as county chairmen to pro- 
|mote a statewide safety program. 
They are P. D. Heffner, Spartan- 
burg; Walter E. Lipscomb, Gaff- 
ney, and H. P. McWhirter, Union. 


* * * 


\Leaders Want New Way 
To Finance N. Y. Roads 


New York Gov. Averell Harriman 
and legislative leaders have called 
upon the Diefendorf Commission 
to find a new way to finance a vast 
road reconstruction program. 

In a brief conference, the gover- 
nor and the leaders concluded that 





YOU, 700, CAN VASTLY INCREASE YOUR PROFITS WITH 


The BRAKE DOKTER... 
precision fits brake shoes 
while in position on the 
backing plate for full 
lining-to-drum 

contact. 


The DRUM ACCURACY 
INDICATOR 
DRUM CHECK-R eee 


determines Brake Drum 


and 





B-244 


The World Famous DRUM 
DOKTER... refinishes brake 


drums to exact specifications. 


St. Louis 6, Mo. 


highway rehabilitation must be 
pushed despite the voters’ rejection 
of a $750 million bond issue to help 
finance a $2 billion, seven-year pro- 


gram. 
+” * * 


Mass. Governor Orders 
Review of Demerit Plan 


Because of widespread criticism 
of the Massachusetts motor vehicle 
demerit plan, Gov. Christian Herter 
has ordered a comprehensive re- 
view of the plan and its adminis- 
tration by a nonpartisan group of 
10 or more persons. 

Under the present law, auto own- 
ers against whom points are as- 
sessed for infractions of traffic 
laws must pay $6 per point sur- 
charge on their compulsory insur- 
ance premiums for a period of four 


years. 
* x * 


Road Needs to Be Cited 


Street and highway needs of 
Colorado and other western states 
will be outlined in detail Dec. 6 at 
the Western Businessmen’s High- 
way Conference, Denver, by C. F. 
McCormack, deputy chief engineer 
of the Automotive Safety Founda- 
tion. 





* * * 


Aluminum Oxide Tests 


Show It Aids Stops 


Tests by the research council 
of the Virginia State Highway 
Department show an abrasive 
granular material—aluminum oz- 
ide—used in roadway surfacing 
reduced stopping distances on 
wet highways, according to A. M. 
Tinder jr., bituminous paving en- 
gineer, and Frank P. Nichols jr., 
highway research engineer. 


Several runs were made by a 
car equipped to record stopping 
distances. At 40-m.p.h. the average 
stopping distance on untreated 
sections was 138 feet and on the 
treated sections was 111 feet. 
Treated sections sustained 
straight line stops and skids were 
frequent on untreated sections. 

* * * 


Ohio Turnpike Busy 

Nearly a million revenue-paying 
vehicles used the Ohio Turnpike 
during its first month of operation, 
James W. Shocknessy, Turnpike 
commission chairman, reported. In- 
come totaled $1,205,747. Expenses 
were $1,104,804, including $882,917 
interest. 





* x 


Ontario Studies 2 Plans: 


Governors, More Speed 


Kelso Roberts, Ontario attorney- 
general, has been askéd to “con- 
sider” two opposing suggestions 
|sent to his department in connec- 
tion with the province’s highway 
safety campaign—one recommend- 
ing that governors be installed on 
all cars, another suggesting that 
the speed limit be raised from 50 
to 60 miles an hour. 

The attorney-general said the 
matter of compulsory installation 
of governors on automobiles has 
not been considered. “However, it’s 
a thought, and we intend to con- 
sider every good suggestion we re- 
ceive,” he added. He opposed the 
increased speed limit recommenda- 
tion. He said: “We could not very 
well conduct a highway safety cam- 
paign and at the same time, raise 
the speed limit.” 

cg x * 


|\lowa License Revocations 


|Boosted by New Law 


The new Iowa law cracking down 
on reckless drivers and speeders 
has produced an increase of 42 in 
the driver license revocations dur- 
ing the first 10 months of 1955, ac- 
cording to the public safety depart- 
ment. A total of 2,219 licenses were 
revoked. 


The law requires revocation of 
the license of any driver convicted 
of speeding three times in one year 
or convicted twice of reckless driv- 
ing in a year. 


* * 


Iowa Gets Radar Aid 


The Iowa executive council has 
approved purchase of five electronic 
| speedometers to help “crack down” 
on speeding trucks and buses. Pa- 
trol Chief David Herrick said the 
speedometers will be rotated along 
highways. There is no set speed 
limit for cars but there is a 50- 
mile-an-hour limit for trucks and 
|a 55-mile-an-hour limit for buses. 




















Mr. New Car Dealer: Sticks and stones just break your bones... 


but inventory can crush you! 





| 
| 
| 





VIN. 


Move those surplus used cars at Fidelity-Insured Auctions 


HOW’S YOUR INVENTORY, MR. DEALER... 

after the flurry of long trading during the last three guarantee payment of every check you accept at a Fidelity 
Auction if your bank turns it down because of (1) insuffi- 
cient funds, (2) improper or unauthorized signature, (3) 


Auction. Guaranteed safe? Bet your life on it. We 


months of this year? Is it lean, balanced, and set to show 
a profit? Or is it bulging, like a runaway waist-line, and 
account closed, (4) no such account, or (5) forgery. It means 
you sell to the highest bidder at any Fidelity Auction... 
because every bid is a guaranteed safe bid! 


putting terrific strain on the heart of your business — the 
profit column? If it is... 

GET ’EM OFF YOUR BACK...the fast way, the 
guaranteed safe way, at any Fidelity Check-Insured Auto 


Don’t let a big used car inventory crush your profits. Move ’em . « « 
fast and safe . . . through any of the Auto Auctions listed here. 


APTCO AUTO AUCTION Wed. & Fri. CONCORD AUTO AUCTION, INC.* Mon. & Fri. MIDDLE GEORGIA AUTO AUCTION* Wednesday SMITH AUTO AUCTION* Wednesday 
19241 Dix-Toledo Hwy., (U.S. #25), Melvindale, Mich. Hosmer Street, Acton, Mass. Eastside Highway, Macon, Georgia American Legion Fairgrounds, Durham, N. Car. 
BEREA AUTO AUCTION, INC. Tuesday DAYTON DIXIE AUTO AUCTION, INC. Monday MINNESOTA AUTO AUCTION Thursday SOUTHERN AUTO SALES, INC.* Wednesday 
799 Front Street, Berea, Ohio 5300 North Dixie Drive, Dayton, Ohio Sanborn, Minnesota Route 5, E. Windsor, Conn. 

CAPITAL AUTO AUCTION, INC.* DECATUR AUTO AUCTION* Monday MONTPELIER AUTO AUCTION CO. Monday SYRACUSE AUTO AUCTION* Wednesday 
Ohio State Fairgrounds, Columbus, Ohio Highway 48, N., Decatur, Illinois R. F. D. #1, Montpelier, Ohio R. D. #1, La Fayette, New York 

CENTRAL STATES AUTO AUCTION* Wednesday DIXIE MOTORS AUTO AUCTION* Tues. & Fri. MUNCIE AUTO AUCTION THOMASVILLE AUTO AUCTION* Thursday 
211 South Delaware, Mason City, lowa 718 Angier Ave., Atlanta, Ga. 3344 So. Madison St., Muncie, Ind. U. S. Air Base, Thomasville, Georgia 
CHATTANOOGA AUTO AUCTION* Wednesday GREATER SHREVEPORT AUTO AUCTION Thursday NEW CASTLE AUTO AUCTION THRU-WAY AUTO ACTION, INC.* Monday 
35th & 36th St., Rossville Blvd., Chattanooga, Tenn. 1310 N. Market St., Shreveport, La. 1118 Grandview Ave., New Castle, Pa. 2224 Union Road, Buffalo 25, New York 

COFIELD AUTO AUCTION* Monday LEBANON AUTO AUCTION, INC. Wednesday ORANGE COUNTY AUTO AUCTION* Thursday TOLEDO AUTO AUCTION CO. Thursday 
Boaz, Alabama Highway 22, N. Plainfield, N. J. Rt. 207, Campbell Hall, New York 5902 Telegraph Rd., Toledo, Ohio 

COLUMBIANA AUTO AUCTION Friday LEITCH MOTOR SALES, INC.* Thursday PITTSBURGH AUTO AUCTION CO.* TRI-STATE AUCTION CO. 

R. D. #2, Columbiana, Ohio 1450 E. Main St., Owosso, Michigan 5901 Center Avenue, Pittsburgh 6, Pennsylvania 3021 W. Front St., Fargo, North Dakota 

COLUMBUS AUTO ACTION* Thursday JOHNSON AUTO AUCTION* Friday QUINCY AUTO AUCTION Friday TRI-STATE AUTO AUCTION, INC. Friday 


2603 Cusseta Road, Columbus, Georgia 


Jordan Lane, Huntsville, Alabama 


*auctions offering both check and title insurance. 


**title insurance only. 


3220 Broadway, Quincy, Illinois 


Vailey Springs, $. Dakota 


TULSA AUTOMOBILE DEALER AUCTION** Thursday 
Tulsa State Fairgrounds, Tulsa, Okla. 


FIDELITY INSURANCE COMPANY OF TENNESSEE 


Stahlman Bldg., 


Nashville, Tenn. 


A aaa 
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TURNINGS 


by 


John T. Benedict 


Engineering Editor 


OW will this look to a color- 
blind driver?” That’s a ques- 
tion stylists and instrument engi- 
neers must ask themselves at inter- 
vals, now that functional color is 
becoming.an integral characteristic 
of the latest dashboard gauges and 
instruments. 
Several years ago when AC Spark 
Plug developed the “Redliner” 
speedometer, in which speed 
indication is given by a moving red 
line that resembles a_ horizontal 
mercury thermometer, a decision 
was made to make available a spe- 


cial unit with intense yellow color 
for the color-blind drivef. 
Demand for this yellow-line 
speedometer, however, never has 
reached even the relatively small 
quantities originally planned for. 

The reason probably is that even 
the color-blind individual will see 
the red line as gray, and still 
have no difficulty obtaining a 
speed reading. 

Now, as functional red and green 
colors are being used in the new 
“flag-type” gauges, the problem 
may become somewhat more acute. 


the aristocrat 
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Precision bearing movement °« 


Double shell construction 


With a gauge conveying its “mes- 
sage” by changing relative propor- 
tional areas of red and green, it 
obviously is important that the 
driver be able to distinguish which 
is which. 

Instead of seeing red and green, 
some people will see merely two 
slightly different shades of gray. 
Steps taken by designers to aid 
such individuals in reading the 
gauge include identification of ex- 
treme “right and left” range read- 
ings, and use of-a white line at the 
end of, for example, the red “flag” 
which moves across a green back- 
ground. 

On a gasoline gauge that indi- 
cates the fuel quantity by rela- 
tive proportions of red and green 
zones, the left end will be marked 
“E” for Empty, while the right 
end indicates “F” meaning Full. 
In addition, the color-blind per- 
son will see a white separation 
line marking off the end of what 
appears to be ‘one gray area and 
the beginning of another. 

Such refinements furnish another 
example of the extent to which the 
designer must completely visualize 
the end use of the product and take 


/ EXCLUS 
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cognizance of the abilities and lim- 
itations of the user. 
* * * 


Cylinder Lock Claimed 
Nonfreezing, Pick-Proof 
E hundred million different 

key designs in a freeze-proof lock 
are claimed to be possible with a 
device shown in a blueprint re- 
ceived from William Lane, Niagara 
Falls, N. Y. Referring to our Sept. 
12 “Turnings” column, Lane says, 
“This would seem to place it in the 
individualized lock and key cate- 
gory which you and Mr. Davis 
envision.” | 

Lane’s patented cylinder - type 
lock measures about one inch in 
length and % inch diameter. It 
has no springs or pin tumblers, 
since a tubular key is used. This 
hollow cylindrical key fits tele- 
scopically into an annular lock 
chamber. The key guide and four 
other cylindrical parts fit together 
to form the housing and a rotary 
member that corresponds to the 
bolt-throwing member of con- 
ventional locks. 

Originally, according to the in- 
ventor, this lock was devised spe- 
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cifically to cope with the annoying 
freezing problem. The secret of 
success in attaining a non-freezing 
design is said to lie in the idea of 
applying key actuating force 
through balls which move in slots 
and radial holes. 


A further interesting attribute 
claimed for this novel type of con- 
struction is that the lock is non- 
pickable. This feature should lead 
to a number of applications in ad- 
dition to vehicle door and gas filler 
cap locks and gas pump locks at 
service stations, where the non- 
freezing characteristics are of pri- 
mary interest. 


Lane says he has working mod- 
els, authenticated test data and 
proof of interest among those to 
whom it has been demonstrated. 
Thus far, no one has come for- 
ward to take on manufacturing 
rights. With the industry’s 
stepped-up appetite for new ideas, 
and increasing pressure on de- 
signers and suppliers to come up 
with improvements at a faster 
pace than ever before—it might 
not be a bad idea for one of the 
progressive lock makers to take 
a look at this highly-touted new 
lock. 


Manufacturing costs apparently 
will not be out of line, since Lane 
asserts that “machine shop produc- 
tion men” have told him the item 
could be produced in quantity for 
unit costs possibly under 25 cents 


each. 
+ x a 


Fire-Retardant Paint 


Developed by Army 


ee ee paint that 
slows down the burning rate of 
materials to which it is applied has 
been developed by the Army Corps 
of Engineers’ Research and Devel- 
opment Laboratories, Fort Belvoir, 
Va. 

Containing pigments and oils 
that form a spongy insulating layer 
when subjected to heat, the new 
paint features appearance and pro- 
tective qualities equivalent to those 
of existing interior and exterior 
paints, according to Harvey Miller, 
project engineer in the laboratories’ 
materials department. 

Since the Army’s needs are 
global, the paints were evaluated 
in the Arctic, desert and tropics, 
as well as at Fort Belvoir. Fol- 
lowing six-month and one-year 
exposures to the elements, the 
samples were returned to the lab 
and tested for residual ability to 
retard fires. 

This was done by burning the 
test panels in a cabinet under con- 
trolled conditions and calculating 
the amount of weight loss and char 
volume. Use of the new paint is 
not expected to prevent a fire—but 
is claimed to promise significant 
reduction in damage done by the 


fire. 
~ 7” * 


Farm Equipment Makers 


Polled on Transmissions 


A SURVEY of the farm-equip- 

ment industry by C. A. Cook 
of Clark Equipment Co., in prepa- 
ration for his SAE paper (see Nov. 
28 “Turnings” column), uncovered 
“a unanimous interest in the 
power-shift transmission, and the 
conviction that it soon would be an 
accepted development.” 

A somewhat surprising result 

of this survey was the finding 
that “in contrast to this interest 
in power-shifting, there appeared 
to be no practical need for auto- 
matic gear shifting.” An increase 
in the number of speed ratios was 
forecast, and the majority opinion 
was said to indicate a desire for 
six or eight well-spaced speeds. 

The survey found what was 
called “only a mild interest” in 
possible use of a torque converter as 
part of the farm tractor transmis- 
sion. A few companies have made 
extensive tests, and additional work 
is anticipated to evaluate the torque 
converter drive in this design appli- 
cation. Plowing was found to offer 
the best opportunity for a conver- 
ter to offer an advantage (including 
improved fuel economy). 

In summarizing his opinions and 
findings, Cook listed four factors 
pertinent to farm tractor transmis- 
sion development: (1) Additional 
speed ratios are desired. (2) Power- 
shift transmissions may be intro- 
duced soon. (3) Power takeoff 
drives as part of the transmission 
must maintain a relation to ground 
speed. (4) The torque converter 
vwwh is an unknown value in this 

eld. 
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The principle of “Frame-Kontact” lifting was invented, pioneered, pat- 
ented and licensed by Globe Hoist Company under the following U.S. 
Patents: 2458986—2593630—2593635—2612344—2612355—2654443, 
Other U.S. & Foreign Patents issued and pending. 
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Auto Market Reports 


Minneapolis 

Ford increased its slim lead over 
Chevrolet in registrations in Hen- 
nepin County (Minneapolis) during 
October, according to a report is- 
sued by Finance and Commerce, 
Minneapolis business newspaper. 

Ford registered 639 cars to boost 
its 10-month total to 8,048. Chevro- 
let added 608 registrations for a 
total of 7,866. 

The month’s total registrations 
were 2,614, a decline of 28 percent 
from the 3,653 registered in Sep- 
tember. Total deliveries in the 
first 10 months amounted to 35,- 
522, compared with 26,984 in the 

same period of 1954. 

October registrations, in addition 
to Chevrolet and Ford, included: 
Buick, 238; Oldsmobile, 201; Pon- 
tiac, 175; Plymouth, 172; Dodge, 
153; Mercury, 149; Chrysler, 47; De- 
Soto, 44; Studebaker, 43; Cadillac, 
40; Nash, 28; Packard, 23; Hudson, 


22; Lincoln, 19; Willys, 4, and mis- | 


ceilaneous, 9. 

New-truck registrations in Octo- 
ber amounted to 202, some 41 per- 
cent less than the 342 titles issued 
in the previous month. 

October registrations were: Chev- 
rolet, 77; Ford, 59; International, 
30; Dodge, 9; White, 7; GMC, 5; 
Mack, 4; Divco, 3; Studebaker, 3; 
Willys, 2, and miscellaneous, 3.— 
(Donald M. Lyons.) 

* * 


+ 


Louisville 


A total of 1,888 new cars were 
registered in Louisville during Oc- 
tober, a decline of 15 percent from 
the September total of 2,229. 

This carried the 10-month total 
to 21,881 cars, or 45 percent more 
than the 15,077 registered in the 
same period of last year. 

October registrations by make 

were: Ford, 759; Chevrolet, 301; 

Buick, 256; Oldsmobile, 150; Mer- 





cury, 120; Plymouth, 84; Pontiac, 
68; Dodge, 42; Chrysler, 28; Stu- 
debaker, 23; DeSoto, 22; Packard, 

14; Nash, 13; Hudson, 11; Lin- 

coln, 4; Cadillac, 2; Austin Healey, 

1; Continental, 1; Imperial, 1, and 

Willys, 1. 

New commercial-car registrations 
for October amounted to 298, a gain 
of 20 percent over the 249 regis- 
tered in September. Registrations 
by make were: Ford, 112; Chevro- 
let, 65; Dodge, 58; International, 
48; GMC, 14; White, 4; Diamond T, 
2; Mack, 2, and miscellaneous, 3.— 
(A. W. Williams.) 


Washington, D. C. 


October registrations of new cars 
in the National Capital amounted 
to 2,300, a decline of 26 percent 
from the 3,090 registered in Sep- 
tember. 

Truck registrations, however, 
jumped from 155 in September to 


282 in October, an increase of 82 
percent. 

By make, new-car registrations 
were: Chevrolet, 518; Ford, 435; 
Plymouth, 264; Oldsmobile, 231; 
Buick, 230; Pontiac, 191; Dodge, 
103; Mercury, 83; Chrysler, 42; 
Studebaker, 37; DeSoto, 36; Cadil- 
lac, 31; Packard, 19; Lincoln, 14; 


Nash, 14; Hudson, 6; Willys, 2, and| 


miscellaneous, 44. 

Truck registrations were: Chev- 
rolet, 112; Ford, 55; GMC, 50; 
Dodge, 24; International, 21; White, 
6; Mack, 5; Divco, 4; Diamond T, 
3; Reo, 1, and Willys, 1.—(William 


Ullman.) 
as * + 


San Antonio 


Registrations of new cars in Bex- 
ar County (San Antonio) fell back 
19 percent during October to total 
1,290, compared with 1,603 in the 
previous month. 

On the other hand, new-truck 
registrations rose 5 percent to 199, 
compared with 189 in September. 

By makes, new-car registra- 

tions were: Ford, 318; Chevrolet, 
$14; Buick, 166; Oldsmobile, 99; 
Pontiac, 98; Mercury, 85; Dodge, 
62; Plymouth, 61; Chrysler, 14; 
Nash, 11; Cadillac, 10; Lincoln, 
10; Packard, 10; Studebaker, 10; 
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Hudson, 8; DeSoto, 7; Willys, 4; 
Imperial, 2, miscellaneous, 1. 
Truck registrations were: Chev- 

rolet, 76; Ford, 52; Dodge, 23; In- 

ternational, 17; GMC, 14; White, 12; 

Willys, 2; Mack, 1; Studebaker, 1, 

and miscellaneous, 1.—(J. H. Reed.) 

* oa ~*~ 


Rhode Island 


The upward trend in new-car 
registrations in Rhode Island con- 
tinued through September, accord- 
ing to figures compiled by the 
Rhode Island Automobile Dealers 
Assn. 

Chevrolet continued to lead the 
field in September with a total of 
699, with Ford a close second at 
651. Plymouth was next with 414. 

Registrations for other makes 
were: Buick, 292; Oldsmobile, 270; 
Plymouth, 223; Mercury, 174; 
Dodge, 141; Nash, 90; Chrysler, 68; 
Studebaker, 50; Desoto 50; Hudson, 
22; Lincoln, 19; Packard, 18; Willys, 
7; Imperial, 2, and miscellaneous, 
34. 

New-truck registrations in Sep- 
tember totalled 282, increasing the 
year’s total to 2,158. The figure for 
the first nine months of 1954 was 
1,677.—(Thomas L. Forbes.) 


* * * 


Dallas 


A count of new-car registrations 
in Dallas during October showed 





3,939, a decline of 14 percent from 
the 4,589 listed in the previous 
month. 

A similar decline dropped new- 
truck registrations to 540 in Octo- 
ber from 626 in September. 

New-car registrations were 
shared as follows: Chevrolet, 

1,066; Ford, 1,047; Pontiac, 440; 

Oldsmobile, 344; Buick, 328; Mer- 
cury, 198; Plymouth, 198; Dodge, 

132; Cadillac, 42; Chrysler, 26; 
DeSoto, 24; Nash, 24; Lincoln, 20; 
Studebaker, 18; Packard, 9; Wil- 
lys, 8; Hudson, 7; MG, 2; Re- 

nault, 2; Austin, 1; Continental, 1; 

Jaguar, 1, and Volkswagen, 1. 

The truck count was: Chevrolet, 
243; Ford, 109; International, 73; 
GMC, 58; White, 23; Dodge, 19; 
Mack, 9; Studebaker, 2; Autocar, 1; 
Diamond T, 1; Reo, 1, and Volks- 
wagen, 1.— (Ruby Fenoglio.) 


* x * 


Detroit 


Ford Motor Co. came within a 
whisker of registering more cars 
than General Motors in Wayne 
County (Detroit) during October. 

Ford, Lincoln and Mercury com- 
bined for 40.68 percent of the mar- 
ket, while the five General Motors 
lines accounted for 41.90 percent. 
Chrysler Corp. garnered 14.81 per- 
cent and all other makes shared 
2.61 percent of the Detroit market. 


Total new-car registrations for 
the month were 15,136, some 19 
percent fewer than the 18,727 reg- 
istrations listed in September. 

Used-car sales totaled 13,925, 
down slightly from the 14,092 sold 
|in September. 
| October new-car registrations by 
make were: Ford, 4,980; Chevrolet, 
3,168; Buick, 1,440; Mercury, 967; 
Plymouth, 949; Oldsmobile, 906; 
| Dodge, 765; Pontiac, 703; Chrysler, 
1276; DeSoto, 222; Lincoln, 211; 
Cadillac, 124; Nash, 110; Stude- 
| baker, 75; Packard, 70; Clipper, 62; 
Hudson, 35; Imperial, 30, and mis- 
cellaneous, 43. 

Oetober truck registrations 
amounted to 945, down 22 percent 
from September’s count of 1,207. 

| Used-truck sales totaled 831, up 
11 percent from the 749 sales of 
the previous month. 

New-truck registrations in Octo- 
ber were: Ford, 358; Chevrolet, 333; 
Dodge, 104; GMC, 43; International, 
26; Mack, 20; Divco, 13; Reo, 11; 
Willys, 11; White, 9; Diamond T, 6; 
Autocar, 5; Studebaker, 3, and mis- 
cellaneous, 3.—(Robert M. Lienert.) 

* os ” 





Houston 


A total of 5,222 new cars were 
registered in Houston during 
October, a decline of 10 percent 
from the September total of 5,809. 

Registrations by makes . were: 
Chevrolet, 1,398; Ford, 903; Buick, 
655; Pontiac, 425; Oldsmobile, 393; 
Mercury, 279; Plymouth, 222; 
Dodge, 171; Cadillac, 54; DeSoto, 
46; Chrysler, 42; Studebaker, 38; 
Lincoln, 16; Nash, 14; Hudson, 
13; Willys, 6; Imperial, 4; Pack- 
ard, 4; Jaguar, 3; Mercedes, 2; 
Anglia, 1;. Prefect, 1, and Volks- 
wagen, 1. 

October truck registrations to- 

(Continued on Page 25, Col. 1) 
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taled 521, down 34 percent from the! 
796 September registrations. 

The market was divided as fol- 
lows: Chevrolet, 208; Ford, 108; 
GMC, 58; International, 52; Dodge, 
47; Willys, 17; White, 15; Diamond 
T, 4; Mack, 4; Studebaker, 3; Ford 
Bus, 2; International Bus, 2, and 
Reo, 1.—(Ruby Fenoglio.) 

* * * 


Wood County, O. 


The number of new cars sold in 
Bowling Green, O., and surrounding 
Wood County in October was fewer 
than in September and represented 
a continued drop from the earlier 
months of 1955. 

There were 237 new cars reg- 
istered during the month, com- 
pared with 288 in September. 
New-truck sales also dropped, 
from 38 in September to 25 in 
October. 

Used-car sales in October totalled 
423, compared with 455 in Septem- 
ber. Used-truck transactions in- 
creased to 42 in October from 39 
in September.— (Raymond W. Derr.) 


* * 


Miami 

New-car dealers in the Miami 
area have reported a _ noticeable 
pickup in demand for 1956 models. 

Sales of ’56s lagged at first be- 
cause of the drive to clean up 1955 
models, most of which are now out 
of the way. 

Used-car sales are spotty. The 
market is generally quiet, although 
a few dealers say business is good. 
More activity is expected when the 
horse-race season opens and win- 
ter tourists begin to arrive.—(G. S. 
Connell.) 


* * * 


Atlanta 

New-car and truck registrations 
in Fulton and De Kalb Counties 
(Atlanta) in October fell consider- 
ably below September levels, but 
were higher than October a year 
ago. 

October new-car registrations to- 
taled 3,034, down 24 percent from 
September. 

New-truck registrations for Octo- 
ber numbered 365, down 28 percent 
from the previous month. 

By make, new-car registrations 
were: Ford, 929; Chevrolet, 731; | 
Buick, 312; Pontiac, 240; Oldsmo- 
bile, 199; Dodge, 139; Plymouth, | 

125; Mercury, 124; Cadillac, 43; 
_ Chrysler, 43; Studebaker, 36; De- 
Soto, 26; Packard, 23; Lincoln, 
22; Nash, 22; Willys, 4; Hudson, 
2; Kaiser, 1, and miscellaneous, 9. 
New-truck sales were as follows: 
Ford, 121; Chevrolet, 119; GMC, 45; 
International, 32; Dodge, 17; White, 
13; Mack, 7; Reo, 4; Willys, 3; Stu- 
debaker, 2, and miscellaneous, 2.— 
(E. C. Bash.) 


* * * 


Columbus, O. 


For the first 15 days of Novem- 
ber, new-car registrations in Frank-| 
lin County (Columbus) O., dropped | 
17 percent from the same October| 
period to total 967. 

Trucks were down 10 percent to 
total 89. 

By make, new-car registrations | 
were: Ford, 285; Chevrolet, 204; | 
Plymouth, 94; Oldsmobile, 78; | 
Pontiac, 66; Buick, 56; Dodge, 43; | 


Mercury, 37; Chrysler, 27; Cadil- | 
lac, 24; DeSoto, 21; Packard, 13; | 
Volkswagen, 5; Lincoln, 4; Nash, 
4; Imperial, 3; Studebaker, 2, and 
Mercedes, 1. | 

Truck registrations were: Chev-| 
rolet, 44; Ford, 20; GMC, 9; Inter- 
national, 7; Dodge, 4; Divco, 2; 
White, 2, and Willys, 1. — (Bert 
Strang.) 

* * Oo” 
Denver 

Denver dealers registered 1,703 
new cars in October, some 35 per- 
cent fewer than the 2,635 counted 
in September. 

New-truck sales amounted to 251, 
or some 32 percent fewer than the 
previous month’s 373. 

During the first 10 months of 
1955, Denver dealers have sold 18,- 
642 new cars and 2,495 new trucks. 


cury, 78; Plymouth, 50; Nash, 39; 
Chrysler, 35; Studebaker, 35; De- 
Soto, 17; Packard, 16; Cadillac, 
15; Hudson, 12; Lincoln, 7; Willys, 
4; Imperial, 3; Volkswagen, 2; 
Mercedes, 1, and Opel, 1. 

Truck registrations were: Chev- 
rolet, 80; Ford, 66; International, 


|23; GMC, 21; Willys, 7; Kenworth, 


5; Diamond T, 4; Studebaker, 3; 
White, 2; Mack, 2; Peterbilt, 1, and 
miscellaneous, 14.—(Ira R. Alexan- 


der.) 
* * * 


Toledo 


Dealers in Lucas County (Toledo) 
delivered 1,789 new cars in October 
for their slowest month since Janu- 
ary, when deliveries totaled 1,633, 
according to the Toledo Automobile 
Dealers Assn. 

The decline was attributed to 
model changeovers. 

The October total compared 
with 2,378 in September and 1,348 


months of 1955, dealers delivered 
22,492 new cars, compared with 
18,742 in the same period of last 
year. 

October registrations were: Ford, 
458; Chevrolet, 377; Buick, 223; Pon- 
tiac, 163; Oldsmobile, 155; Plym- 
outh, 122; Mercury, 80; Dodge, 58; 
Chrysler, 32; Nash, 30; DeSoto, 26; 
Studebaker, 19; Cadillac, 11; Lin- 
coln, 9; Packard, 8; Willys, 5; Hud- 
son, 1, and miscellaneous, 12.— 
(George E. Toles.) 

* * * 
Pittsburgh 

New-car registrations in the Pitts- 
burgh area for the week ended 
Nov. 5 declined, according to the 
Bureau of Business Research of the 
University of Pittsburgh. 

However, the bureau said, the 
drop was less than seasonal. 

The adjusted index of general 
business activity edged up to 199.2 
percent of the 1935-39 average. It 
had been 196.0 a month earlier and 
204.7 at the start of September. 

The steel ingot rate dipped to 102 
percent of practical capacity during 


the week.— (Leon M. Leffingwell.) 
* * * 


Nashville, Ill. 


New and used-car sales are down 


in October, 1954. In the first 10 | in this conservative farming com- 





munity, with dealers anticipating 
more competition in the coming 
year. 

However, alert dealers think 
sales will come to those who work 
for them. In their favor is a used- 
car inventory below normal and 
the fact that there are no financing 
troubles.—(L. H. Houck.) 

* * * 


Evansville, Ind. 


The employment situation here is 
bad, but increased efforts by dealers 
help hold up sales volume in both 
new and used cars. 

Credit is solid, with most finan- 
cial institutions and dealers coop- 
erating with those who are affected 
by reduced industrial operations. 
One large dealer reported that he 
had marked no accounts for repos- 
sessions and hadn’t had a repo this 
year. 

Used-car sales are holding up 
well, but a lot of dealers feel they 
are competing with Santa Claus.— 
(L. H. Houck.) 

* * a2 
Cleveland 

A sharp gain in automotive trans- 
actions marked the seven-day pe- 
riod ended Nov. 19 when new-car 
turnover jumped to 1,672, about 500 
over the previous week and sub- 


stantially over the same week a 
year ago. 

In used-car sales, continued 
strength was evidenced in figures 
released by Leonard Fuerst, clerk 
of courts, which showed 1,843 units 
changing hands, compared to 1,568 
a year ago, and about the same as 
the preceding week. 

Commercial sales were 124 new 
and 67 used, both figures being 
above the preceding week and the 
same week a year ago.—(Sanford 
Markey.) 


* * 


Salem, Ore. 

The majority of auto dealers here 
and in the fertile Willamette Val- 
ley are most optimistic for a good 
business in 1956, but they are still 
cutting overhead wherever possi- 
ble. ; 

A number report sales of 1956 
models running 20 to 30 percent 
better than on ’55 models, and sales 
would doubtless have been higher 
had the new models been received 
in larger quantities—(F. K. Has- 
kell.) 

* * * 
Baltimore 

A total of 2,548 new cars were 

registered in Baltimore during Oc- 
(Continued on Page 26, Col. 3) 





A DOUBLE FEATURE 
you can cash in on 


Carry a brand of Pennsylvania: motor oil, 
and you'll have this profitable combination 


for every customer: 


(1) The best modern motor oil, made 


(2) Long-standing reputation ...a 


With the exacting needs of modern motors, 
and with the chemical additives that are 
being used to help motor oils meet their 
special requirements, it is more important 
than ever to sell oils that will stand up... 
oils that are made from a rugged crude... oils 
that come from the Pennsylvania region! 








Today’s BEST Ojils 


Nature’s BEST Crude 
-..and that means PENNSYL VANIA! 


from nature’s finest crude; 


reputation that gets increasingly 


important as motorists learn 


hard way how different motor oils 
can affect the way their cars run. 
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start with 


the 








Here are four of the nation’s leading 
magazines that regularly carry 
PETE PENN’S messages on modern 
motor oils to millions of motorists. 
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4 Those figures represent increases 
of 6,017 new cars and 906 new 
trucks, when compared with the 
1954 record. 

October new -car registrations 
by makes were: Chevrolet, 525; 
Ford, 399; Oldsmobile, 162; Buick, 
122; Pontiac, 101; Dodge, 79; Mer- 
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CiL ASSOCIATION, Oli City, Pennsyivania 


PENNSYLVANIA GRADE CRUDE 









Mobile Dry-Freight Container— 


New in the field of transportation is a mobile dry-freight container known as the 
Fruehauf-Clark Mobilvan. Designed for the shuttle system, Spector Freight System, Inc., 
Chicago, has ordered 32 of the units, comprising chassis, extruded post aluminum 
containers and platforms. The units are loaded and unloaded by means of a fork 
loader designed by Clark Equipment Co. The boxes are secured to either flat car or 
trailer by means of a Mobilock latching mechanism which can be automatically 
operated by the fork loader both for securing and removing the boxes. The chassis 


used in van service. 


On the production line in a large 
midwest automatic transmission 





tober, a decline of 20 percent from 


the 3,207 transactions in September. 


New-truck registrations were 
down 37 percent, from 333 in Sep- 
tember to 210 in October. 

Car registrations by make were: 
Chevrolet, 562; Ford, 519; Plym- 
outh, 317; Oldsmobile, 268; Buick, 
254; Mercury, 168; Pontiac, 137; 
Dodge, 132; Chrysler, 47; Stude- 
baker, 38; DeSoto, 26; Nash, 21; 
Cadillac, 16; Lincoln, 14; Pack- 
ard, 13; Hudson, 7; Continental, 
1, and miscellaneous, 8. 

Truck registrations were: Chev- 
rolet, 83; Ford, 32; International, 
27; Dodge, 20; GMC, 13; White, 9; 
Willys, 9; Mack, 8; Reo, 4; Autocar, 
1; Studebaker, 1, and miscellane- 
ous, 3.—(Kate Savage.) 

* * o 


Dayton, O. 
Montgomery County (Dayton), O., 


are so designed that platforms may be mounted on them when they are not being| has chalked up a record in total 
auto registrations for the first nine 
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months of the year, according to 
county clerk records. 

Registrations came to 145,567, 
compared with 112,095 for the same 
period of 1954. 

In October new-car registrations, 
Chevrolet headed the list with 355. 
Following were Ford, 345; Buick, 
263; Pontiac, 169; Oldsmobile, 154; 
Mercury, 117; Dodge, 102; Plym- 
outh, 76; Studebaker, 37; Chrysler, 
33; Packard, 25; DeSoto, 22; Cadil- 
lac, 17; Lincoln, 10; Volkswagen, 7; 
Nash, 6; Hudson, 3, and Imperial, 
3.— (E. F. Barker.) 


* * * 


Mt. Vernon, Ill. 


Dealers expect to work a little 
harder here to make sales to match 
last year’s volume. A large industry 
has been lost and some 1,800 possi- 
ble customers have gone to other 
places. 

In spite of this setback new- 

car sales are doing fairly well 





plant, a Johnson bearing is pressed 


into the rear pump housing. 


Johnson Bearings Help Maintain Long 
| Service Life In Automatic Transmissions 


consistent in composition and that the bearings 
are uniform in size and surface finish. 

That’s why the coordinator of engineers in this 
plant reports, “Our assembly lines have never 
had that first bit of trouble with Johnson bear- 
ings. Johnson service is good, too—since our fac- 
tory buys supplies at a lead time of 10 to 60 days, 
good service means everything in mass produc- 


The long, trouble-free service enjoyed by owners 
of automatic transmissions produced in this large 
midwest plant stems from the exacting quality 
control of all components and operations. 

For example, the assembly and testing rooms 
are’ air-conditioned and dust-proof. There is no 
smoking permitted in these rooms. Special care 
is taken to prevent dust from getting into the 
transmission. All machines are wiped with lintless 
rayon cloths. Even the floors of these rooms are 


tion timing.” 


This fine acceptance of Johnson quality and 








coated with oil to keep down dust. 

With such close attention to every detail it is 
easy to understand why Johnson was selected as 
one supplier of the steel backed bearings, both 
copper alloy and babbitt lined, used in the as- 
sembly. Johnson takes great pains in the manu- 
facture of these bearings to assure that these 
critical parts will be made of an alloy that is 





service is not unusual in the automotive field, for 
Johnson is an important supplier of main, cam 
and rod bearings, and bearings for practically 
every other component in the modern car, truck 
or diesel engine made today. To learn more about 
Johnson quality and service, ask one of our en- 
gineers to call. Johnson Bronze Company, 685 
S. Mill Street, New Castle, Pa. 





and used-car sales are reported 
holding up good. Economic con- 
ditions, however, are forcing re- 
possessions up and collections are 
slower. 


Mt. Vernon has weathered many 
storms and dealers are certain that 
present conditions will change for 
the better and most are optimistic. 
—(L. H. Houck.) 


* * * 


Liberal, Kans. 


Although Liberal, Kans., is a 
long way from Detroit, automobiles 
are big business in this town, with 
7,000 population. 

In a study by the Chamber of 
Commerce in Liberal, it was found 
that nearly 1,000 new cars are sold 
in Liberal each year. 

The city’s 29 auto dealers, imple- 
ment dealers, machine and repair 
shops and supply firms employ a 
total of 172 people and have an 
annual payroll of $651,502. The 29 
firms have a total investment of 
$1,481,000, not including inventory. 
—(George M. Hunholz.) 


* * * 


Cincinnati 


Automotive sales in Cincinnati in 
the seven-day period ended Nov. 
17 totaled 2,215 units, an increase 
of 48 percent over the previous 
week, the Cincinnati Branch, Fed- 
eral Reserve Bank of Cleveland, 
reported. 


The increase in sales was due in 
part to the additional trading day. 

Total sales increased 37 percent 
over the same week last year. 


Some 900 new cars and 62 new 
trucks were sold, compared with 
625 new cars and 45 new trucks 
in the previous week. 

A total of 1,189 used cars and 64 
used trucks changed hands, com- 
pared with 788 used cars and 39 
used trucks in the previous week.— 
(Frank Kappel.) 


* x * 


Tacoma, Wash. 


New-car registrations in Pierce 
County (Tacoma), Wash., totaled 
563, while new-truck sales amounted 
to 60. 


Car registrations by make 
were: Ford, 112; Chevrolet, 93; 
Buick, 68; Pontiac, 58; Dodge, 38; 
Oldsmobile, 36; Plymouth, 36; 
Nash, 19; DeSoto, 18; Volks- 
wagen, 18; Mercury, 16; Hudson, 
14; Studebaker, 14; Lincoln, 8; 
Willys, 6; Chrysler, 5; Cadillac, 
2, and Packard, 2. 

Truck registrations were: Chev- 
rolet, 21; Ford, 16; International, 
9; Dodge, 7; GMC, 5, and Willys, 
2.—(Robert Sconce.) 

* * * 


New Orleans 

New passenger-car registrations 
for New Orleans in October totaled 
2,250, compared with 2,661 in Sep- 
tember and 1,760 for the corre- 
sponding period of last year. 

Registrations by individual 
makes were: Ford, 722; Chevro- 
let, 570; Buick, 195; Pontiac, 187; 
Mercury, 137; Plymouth, 130; 
Oldsmobile, 115; Studebaker, 53; 
Dodge, 46; Chrysler, 30; DeSoto, 
20; Packard, 15; Cadillac, 8; Lin- 
coln, 7; Volkswagen, 5; Willys, 
3; Renault, 2; MG, 1; Porsche, 1; 
English Ford, 1, and Jaguar, 1. 

Truck registrations by individual 
makes were: Chevrolet, 115; Ford, 
89; International, 25; GMC, 14; 
Dodge, 9; Mack, 6; Studebaker, 2; 
Diamond T, 1, and Reo. 1.—(Gor- 
don Hebert.) 


* * * 


Providence 

Dropping 17 percent from its Sep- 
tember level, the new-car market 
in Providence accounted for 1,216 
registrations in October. 

The truck decline was even 
sharper, with the total of 118 units 
representing a setback of 23 per- 
cent. 

Car registrations were: Chevro- 
let, 291; Ford, 241; Oldsmobile, 
128; Plymouth, 124; Mercury, 85; 
Buick, 73; Pontiac, 66; Chrysler, 
33; Dodge, 32; Cadillac, 31; De- 
Soto, 29; Nash, 29; Hudson, 12; 
Studebaker, 11; Lincoln, 9; Pack- 
ard, 5; Imperial, 2, and miscel- 
laneous, 15. 

Truck registrations were: Ford, 
37; Chevrolet, 31; International, 15; 

Mack, 9; Dodge, 6; GMC, 4; Reo, 
3; White, 3; Autocar, 1; Diamond T, 
1; Divco, 1, and miscellaneous, 7. 





It takes 


6 PAGES 


in Life, Look, Collier's, 


and Sat. Eve. Post 


to tell 
the BIG NEWS 
in the car business 


today 





The big news 
in the 


low price field 
big new 
‘Studebaker 








STANDOUT CAR 


Meet the big new Studebaker—the one really new car in the low 
price field! Look how it stands out wherever it goes. That’s 
Studebaker craftsmanship with a flair! See that longer, wider, bigger 
look . . . in dramatic sculptured-steel styling. 

Look how it stands out in traffic. That’s Studebaker Take-off 
‘Torque—the newest word in “go”! Yours in three new Sweepstakes 
engines . . . powerful team-mates with Studebaker’s sensational 


new Flightomatic, the smoother, faster-starting automatic drive. 


in the low price field... 


Look how Studebaker stands out in new ideas. Flightstyle instru- 
ment panel .. . Cyclops Eye, fastest-reading speedometer .. . 
Safety-action brakes, husky enough to stop a car twice the size 
... exclusive, Safe-lock doors . . . and sound-conditioned ceilings. 

And how Studebaker stands out in choice! Five exciting series. 
Sixteen big new Studebakers—in the smartest colors—with decor- 
ator-matched interiors, luxuriously styled. See your Studebaker 


Dealer. See and drive the Standout Car in the low price field! 





oe 


The Studebaker President Clas: 


the BIG NEW STUDEBAKER! 


The new Commander 4-door Sedan The new Champion 2-door Sedan The new Pinehurst Station Wagon 


Stu de baker Where pride of workmanship still comes first! 


DIVISION OF STUDEBAKER-PACKARD CORPORATION 
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Studebaker presents the first full line 
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Breathes there a man who hasn’t pictured himself behind the wheel of a sports car, 
putting it through its fanciest paces? Yet, despite our dreams, most of us must consider 
the whole family when buying a car. Well, Studebaker’s got the answer—with the 
most exciting car news of the year—the Studebaker Hawks. 


Here are sports cars. With sports car good looks and low-slung styling . . . with a 
real sports car instrument panel . . . with undreamed-of responsiveness . . . with almost 


unbelievable power, getaway and roadability. 


Yet, wonder of wonders, these are family cars, too. With room for five passengers 


. with matchless Studebaker safety and comfort . . . with luxurious decorator- 


designed interiors . . . with all the power assists*—power steering, windows, seats, 


brakes, and Ultramatic transmission. Hurry to your Studebaker Dealer for the thrill 
of the year—see and drive one of the new Studebaker Hawks! “Optional at extra cost 





The Golden Hawk, above new king of the highway—with sensational new Skypower 275-hp. engine. 


of family sports cars! 


The Power Hawk 259 


DIVISION OF 
STUDEBAKER-PACKARD 
CORPORATION 


Studebaker 


The Flight Hawk 185 Where pride of workmanship still comes first ! 





and it will take you 


6 MINUTES 
to find out a 


youd do better 

with a 

Studebaker franchise 
t 
If you want to make big profits with the big new Studebaker, 


write, phone or wire Big Bill Keller, So. Bend, Indiana. 











have you been told about 


THE CAR WITHOUT WHEELS? 


get the answers to this 
and other questions in 
Siler Freeman’s 
provocative article in 
the December issue of 
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SILER D. FREEMAN 
senior editor Detroit regional editorial office 
Crowell-Collier Publishing Co. 


MAGAZINE 





The Crowell-Collier Publishing Company, 
640 Fifth Avenue, N. Y. 19, N.Y. 
Publishers of The American Magazine, 
Collier's and Woman's Home Companion 














Bolt Handles International— 


Bolt Truck Co., Yakima, Wash., has been appointed an International motor truck 
dealer. Owned by E. M. Bolt, the plant includes a showroom, shop and service 
department. 


Across the Nation .. . 


Auto Dealer Changes 


Harry Smith has sold Smith-Pon- 
tiac Co., Omaha, to Fred Schneider, 
who will operate as Fred Schneider 
Pontiac, Inc., 2011 Leavenworth St. 


* * + 


Mapes-Bartlett Quits 
Mapes-Bartlett Motor Co. (Dodge- 
Plymouth), Baxter Springs, Kans., 
has discontinued business. The com- 
pany’s stock and equipment were 
sold at auction. 
+ x * 


Buick Now for Slap 


Matthew Slap, former owner of 
Northeast Lincoln-Mercury, has 
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opened Slap Buick at Pratt and 
Penn Sts, in Philadelphia. The 
showrooms were occupied previous- 
ly by Roth Buick. 
+ & ad 
Georgia Operation Folds 
Tifton Lincoln-Mercury, Inc., Tif- 
ton, Ga., has closed its doors and 
filed a voluntary petition in bank- 
ruptcy. 
* Ed * 
Simpson Joins Gillman 
The name of Frank Gillman Pon- | 
tiac Co., Houston, has been changed | 
to Simpson-Gillman Pontiac Co. 
and plans have been announced for | 





>WRECKER MODELS 
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manufacturer. The Holmes line of equipment now offered 


representing the highest degree of working efficiency yet 


developed. There are 6 streamlined wrecker units, each of 
different size and capacity for more profitable handling of 
today’s jobs. Although each model has its own desirable points, all 
units have built into them those proven features of Holmes construction 
which assures safe and efficient use, on any terrain and under every 

possible working condition. Today only HOLMES offers such TRIED, 
TESTED AND PROVEN performance, in such a wide choice of wrecker 
equipment. Why not get full information from factory today. 


MODEL 400 — For light pick-up and towing. Small, compact, low in height, 
with non-swinging boom. Has rated capacity of 3 tons. 


MODEL 460 — For pick-up and towing of all cars. Fast, flexible, economi- 
cal to operate. Boom capacity, each 3 tons. 


MODEL 525 — An oll purpose unit. Handles all cars, average truck, and 
wide variety of work. Boom capacity, each 6 tons. 


MODEL 650 — Built for Heavy Duty work yet fast, flexible enough for 
light cars and trucks. Boom capacity, each 10 tons. 


MODEL 850 — Handles big, heavy Trucks, Byses, Trailers and all types of 
commercial work. Boom capacity, each 15 tons. 


ERNEST HOLMES CO. 
CHATTANOOGA, TENNESSEE 


or over 40 years, the trade has looked to Holmes Engineering 
for wrecker and towing equipment to meet every road service 
requirement. During this time the Ernest Holmes Company has provided 
equipment for the handling of all types of wrecked or disabled motor 
vehicles. The combined results of these years of progress in designing 
and development of equipment, that is today so widely used, gives the 
company a background of experience unequaled by any other wrecker 


> 


features the most advanced type of engineering improvements, 


USERS! 
















MODEL 400 


—— 





MODEL 850 


expanding the present sales and 
service building at 1621 Milam St. 
Frank Gillman will remain as 
president. 

+ 7. * 


Pontiac Signs Moses 
J. F. Moses, Ashland, W. Va., has 
announced that he has been granted 
the Pontiac franchise formerly 
held in Huntington, W. Va., by 
the late Willie Green. The dealer- 
ship will remain in the same build- 
ing at 435 Fourth Ave., Moses said, 
and the same staff will continue. 
€ e + 
Page Motor Opens 
Page Motor Co. has opened in 
Jackson, S. C. The company is 
owned by E. M. Page, co-owner of 
Page-Easterlin Motor Co., Augusta, 
Ga., for 19 years. 
* x ed 


Lindburg Retires 
R. S. Lindburg, head of Russell 


Lindburg, Inc. (Studebaker), 
Springfield, Ill., has retired. 
« 7” * 


Browning Promoted 


Harry Browning has been named 
Los Angeles district sales manager 
for the tire division of U. S. Rubber 
Co. He joined the company in 1951. 

> * - 


Studebaker Adds 
16 Dealerships 


‘In 11 States 


Studebaker has awarded 16 new 


| franchises in 11 states. The dealer- 


ships and their principals are: 

Jerabok Sales & Service, 4500 S. 
Pulaski, Chicago, Edward George 
Jerabok; Monroe-Studebaker Inc., 
Springfield, Ill., William L. Taylor, 
Violet Taylor, Harold DeLong; 
Manor Motor Sales Inc., 1229 West- 
minster, Providence, R. I.; Rohloff 
Auto Service, 331 S. Clay, Cold- 
water, Mich., Lee J. Rohloff. 

Also, J. A. Penney Motor Co., 103 
N. Seventh, Corsicana, Tex., J. A. 
Penney; Balko Motors, Fifth and 
King, Kingsville, Tex. John H. 
Balko; Moyer Motors, Front and 
Washington, Boyertown, Pa., Wil- 
liam S. Moyer; Burnham Auto 
Sales, 102 N. Logan, Burnham, Pa., 
Leon A. R. Snook and Robert E. 
Harpster. 

Also, Gerhart Motor Sales, Halli- 
day, N. D., Joe Gerhart; Hillsdale 
Studebaker Inc., 2820 El Camino 
Real, San Mateo, Calif., Collin Chis- 
holm and Gene G. Gutting; Ange- 
lini Bros., 320 Sacramento, Nevada 
City, Calif, Leo and Frank Ange- 
lini. 

Steacker-Scotty Motors Inc., 42 
Bank, Morristown, N. J., William 
Steacker and Noel A. Valter; South 
West Motors, 3 Bisbee, Lowell Ariz., 
Howard C. White; Nutmeg Auto 
Service, 467 New Park, West Hart- 
ford, Conn., William H. Fetzer. 

Two Studebaker - Packard dual 
dealerships were included. They are 
Prospect Auto Sales Co., 400 Pros- 
pect, Buffalo, Nicholas S. Izzo, and 
John Fanelli & Son, 119 E. Oak, 
Shenandoah, Pa., John Fanelli and 
John V. Fanelli. 

cd 


* * 


McMann Opens Deal 


McMann Chevrolet Co., headed 
by Elmer McMann, has opened at 
109 S. Second, Dayton, Wash. The 
firm formerly was known as 
Baldwin Chevrolet Co. 

7 * * 
Johnson Takes Pontiac 


Russ Johnson Motor Sales, 51 N. 
Broadway, Lake Orion, Mich., has 
received a Pontiac franchise. John- 
son has been a used-car dealer in 
Rochester, Mich., for eight years. 

* x 


* 


McClure Expands 


Mitch McClure, who owns Cour- 
tesy Chevrolet at Eighth and West- 
ern, Los Angeles, has opened an- 
other dealership in Phoenix, Ariz. 
It also will be known as Courtesy 
Chevrolet. E. J. Fitzgerald will be 
general manager. 

7 * oa 


Medcalf Buys Ford 
Thomas E. Medcalf, Moran, 
Kans., has purchased the Ford 
dealership in Osawatomie, Kans., 
from Grover Thompson. 
* x * 


Gloor Opens Chevrolet 


Tom Gloor Chevrolet, Inc., has 
opened a dealership at 601 Nine- 
teenth St., Bessemer, Ala. He was 
sales manager of a Bessemer deal- 
ership for six years and prior to 
that was in the truck equipment 
business in Atlanta, Ga. 














Clark axles 
for Trailers 


Simplicity, strength and low 
unsprung weight—that ideal 
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YaT- Tater Mel: t aa 

OT Tomei le 6 eel 
ee mt eel 
rele Ti Stes: Merl: 
brake mountings welded on—the whole 
OT ee RR] 


light, rigid, tough axle a good trailer needs. a / 





Load 40,000 Ibs. of material 


in seconds 


with LIGRKS MOBILVAN SYSTEM / 


In the search for faster, more effi- 
cient ways to move material, Clark 
Equipment Company has developed 
the Mobilvan System—designed to 
speed freight movement by truck or 
rail or combination of both. 


The 20,000-lb. capacity vans are 
actually sturdy mobile- warehouses; 
cargo is loaded into them convention- 
ally. Then, as shown in the photo- 
graph, a 30,000-lb. Clark lift truck or 
straddle-type carrier lifts them intact 
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aboard a flatbed trailer. A unique 
locking device automatically secures 
the “‘Mobilvans” to the bed of the 
trailer. The same basic procedure ap- 
plies to shipments by rail flatcar. 


Lift truck or straddle-type carrier 
can be used interchangeably, depend- 
ing on terminal conditions. An expe- 
rienced operator of either can load a 
““Mobilvan”’ onto a trailer or flatcar 
in approximately 25 seconds. Stand- 
ard flatcars or trailers require only the 
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simple, inexpensive installation of the 
automatic locking device for Mobil- 
van service. 


The “unit load” principle of the 
Mobilvan System cuts handling time. 
The one-man operation of lift truck 
or carrier cuts overhead. And since 
‘‘Mobilvans” can be set aside until 
their contents are needed, the system 
frees expensive rolling equipment and 
valuable warehouse space for more 
productive use. 

















Truckin’ 


-» by Jack Weed 





TUDEBAKER, one of the oldest 
names in hauling, is beginning 

to take on a new importance in the 
field of product transportation. Back 
in 1852 when Clem and Henry 
Studebaker started their carriage | 
and wagon factory with resources 
of but $68 there was plenty of com- 
etition in the field just as there is 
oday. 
But the Studebaker brothers made | 
up their mind to “always give more 
than you promise.” They followed 
-his policy, making the Studebaker | 
wagons a mark of quality in the| 
trade. Even in 1902, when they first | 
entered the automotive field, they 
cept their eyes on the quality hall | 
mark that had made them success- | 
ful. 

Today Studebaker still has its | 
eye on the product transportation 
field even though several sets of 
circumstances have caused this 
old company to concentrate more 
on the passenger car end of its 
business than on truck sales and 
production. 

Studebaker has developed many 
irsts along its truck road. Among 
them is putting the first self-start- 
ing equipment on a commercial ve- 
hicle. This was back in 1913. 

Since then it has captured firsts 
in the following areas: Cross steer- 
ing, modern styling, optional hill 
holder, drop frame 
construction, met- 
al door window 
sun and rain vi- 
sors as standard, 
instrument panel 
crash pad, option- 
al power pack- 
ages, floor-level 
cab ventilation, 
two stage springs 
for light duty ve- 
hicles, window 
vent wings, wir- 
ing and instrument panel accessi- 
bility, double wall pickup bodies of 
metal, three speed over-drive trans- | 
missions and safety-step concealed 
running boards. 

* * ~ 


Eye on the Ball 
HUS, it is apparent that Stude- 
baker has not taken its eye en- 
tirely off the truck ball down 
through the years, 

Although Studebaker never has 
put the concentration on truck 
sales by its dealers that most of its 
competitors have during the “rapid 
growth” period of the industry, it 
did capture 4.40 percent of the total 





H. E. Churchill 





Top Trucks 


New-truck registrations for 
nine months plus 36 states for 


October: 
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Commereial Car News 


{ Monthly Section for those who make, sell and service 


{merica’s Trucks, 


Buses, Commercial Vehicles and Equipment—— 





truck market in 1950, 3.62 percent | 
in 1951 and 4.02 percent in 1952. 
In 1953 it dropped back to 2.71 | 


| percent of the market and in 1954 


slipped to only 1.35 percent of | 
sales. 

But the boys at the head of the) 
truck division, including H. E.| 
Churchill, vice-president and man- | 
ager of the Studebaker division, are 
determined to put Studebaker back | 
in the truck sun. 

They know they have a job ahead | 
of them. One of the reasons offered | 


in some quarters for Studebaker's | 
not being right up there fighting, | 
at least for third place in the truck | 
sales race, is that Studebaker never | 
has had all its dealers in the truck | 
business with all of their ability | 
and resources as do some of the | 
other makers. 
* * * 


Value and Oomph 
ND, like another truck manufac- 
turer who also builds passenger 
cars, Studebaker finds itself today 
in a position where it cannot be tco 
arbitrary in forcing dealers to do a 
truck selling job equal to the one 
they do on passenger cars. 
Realizing this, R.S. Schuler, truck 
sales manager, C. L. Hitchcock, his 
assistant, and R. A. MacKenzie, 
chief truck engineer, agree that 
they must put so much value and 
sales oomph into the truck line that 
more and more dealers will want 
to get into truck selling because 
they will see the profit possibilities. 
In the meantime, Studebaker is 
offering three different types of 
franchises. One is the conven- 
tional “all line” franchise that 
the two leaders in the truck field 
have for their dealers. The other 
two allow the dealer to sell pas- 
senger cars only and to sell trucks 
only. 

Thus, in areas where the current 
dealer is not doing a good selling 
job or does not wish to handle 
trucks, Studebaker is able to fill the 
open spots with an exclusive truck 
dealer. 

In the new models just announced, | 





South Bend test track, Studebaker 
has taken several “seven-league 
(Continued on Page 34, Col. 3) 


Many Aging Units | 
Face Scrappage 


11% Million Trucks 
More Than 12 Years 
Old, AMA Reports | 


1956 TRUCK replacement mar- | 
ket that could run as high as} 


1% million units is indicated by | highest total in truck history. The | 


figures in the 1955 edition of Motor | 
Truck Facts, issued by the Auto-| 
mobile Manufacturers Assn. 
Here are the signs which lead to} 
such a conclusion: 
1. Even though scrappage 
reached an alltime peak in 1954, | 
there still were 1% million trucks | 
12 years or older in use on July 1, | 
1954. 
2. Only 64,000 trucks, built during | 
World War II, will become 12 years | 
old by the end of 1956, but 594,000) 
will reach 10 years and another | 
664,000 will pass their ninth birth- | 
days. | 
* * * | 
Light Trucks Aging 
IN 1948, for the first time, | 
* trucks in the 10,000 and under 
GVW classification accounted for} 
more than 50 percent of sales. This | 
percentage jumped to nearly 70 per- | 
cent in 1949 and remained well! 
above 60 percent until this year. | 
Since these light jobs are con- | 
sidered to be ripe for replace- 
ment or scrappage after seven to | 
eight years, Motor Truck Facts | 
figures seem to indicate that the 
motor truck industry will have to 
register about 1% million in 1956 | 
just to keep pace with itself. | 
The AMA booklet claims that at| 
least 75 percent of trucks sold in| 
the domestic market in 1954 re- 


placed vehicles that were scrapped. | 
* = * 


17 Percent Over 12 Years 
Broweras. many experts feel | 
that total registration figures 
will show that scrappage was even 
higher than that. Some claim the 
figures will show that practically all 
the trucks sold in 1954 replaced 


lwhich I saw and rode in at the! vehicles that went out of service. 


Motor Truck Facts says that 
trucks in the 12-years-and-older 
category made up 17.4 percent of 


$250 Million ‘Truce’ Called Untrue ... 











all trucks in 1954 as against 11.1 
percent in 1941 and 20 percent in 
1953. 

The over-12-year figure may not 


| have held the significance in 1941 
| that it does today, however, because 
| until 1947 the second largest weight | 
classification was the 10,001 to 14,-| 


000 GVW series. 
* 


*® * 


COE Units in Comeback 
AB-over-engine trucks came back 
in 1954 to register the third 


How They Fared .. . 





Replacement Sales Put 
At Million-Plus in 1956 


25,213 COE units sold were exceed- 


led only by 1947 when 29,175 were 


sold in the domestic market and in 
1948 when 28,692 went under user 
license. 

Last year also saw the multi- 
stop type truck start to come back 
to its place in the sun although 
not as forcibly as did the COE. 
While 18,109 of this type were 
registered in 1954 this figure 
trailed the 26,695 in 1951, the 21,- 

(Continued on Page 31, Col. 1) 


Commercial Car Registrations 
By Makes, ’55 vs. 54 


First Nine Months 


1955 
Registrations 
First 
9 Months 


Chevrolet 

MN Ps hs oscepnendaceeel 
International 

GMC 


Studebaker 
Mack 


Reo 
Miscellaneous** 


Total 


Market 


100.00 


Pet. 
Point 
of 
Change 


—2.27 


1954 
Pet. 
First 
9 Months 


1954 
Registrations 
First 
9 Months 
223,699 
206,903 
61,423 
51,293 
44,931 
11,309 

8,513 
7,860 
4,571 
2,011 
1,734 

969 
3,643 


1955 
Pet. 
of 


33.30 
31.79 
11.13 
8.37 
7.19 
2.73 


628,859 


* White includes Autocar, Freightliner and Sterling. 
** Miscellaneous includes Corbitt, Marmon-Herrington, Four Wheel Drive, Federal, etc. 





—Compiled from R. L. Polk & Co. data. 


Greater Payloads Sought 
'y New Designs, Models 


By W. C. Lockwood 
Staff Writer 


| velopments is a traction divider 
| being produced in Minnesota and 


NEW designs and developments in| a front axle delivery truck with 


trucks with an eye to greater | 
payloads, more efficient operation | 
and more buyer appeal have been | 


easy-to-load body being manu- 
factured in California. 
International Harvester and Chev- 


carried out by various manufac- rolet, in their 1956 showings, have 
turers and individuals throughout | brought out one-ton 4x4 models de- 


the country. 


Prominent among the new de- 


Truckers Deny Rail Suit ‘Deal’ 


HARRISBURG, Pa.—A published 
report of a “truce” between eastern 
railroads and trucking interests, 
which allegedly has ended in re- 
newal of a $250 million damage suit 
against the railways, was flatly de- 
nied last week. 


the matter did not come before the | 
convention. 

According to the newspaper, last | 
spring the motor carriers had 
agreed to withdraw the Federal 


Court suit and the railroads, 


3 said that, to their knowledge, | 
in 
| 


“There was no deal, and you'll 
find that last April we denied the 
same reports, published in the 
same newspaper.” 


| signed to capture part of the mar- 
; ket now dominated by Dodge and 
| Willys. 
| * x * 
ODGE’S Power Wagon has been 
in the 4x4 market since the war 
and Willys’ four-wheel drive has 
been credited by many observers as 
the “foundation” for Willys present 
| market penetration gains. 
International’s 4x4 is available in 
| 24 choices of color and trim, giving 
an esthetic appeal akin to today’s 
passenger car plus the utility of the 


Gogolin said that a “crucial legal vehicle. 


point” was reached in the case after 
motions filed by the railroad were | 


Ford, with its Marmon-Herring- 
ton connection, has been offering 





1955 Pos. Make 1954 Pos. turn, had agreed to withdraw their . 
1—250,839 Chev. 236,998— 1 Edward Gogolin, general man- | opposition to a “big truck” bill in denied by a judge. He said that | pA ae erat — = 
2—235,444 Ford 219,225— 2 | ager of the Pennsylvania Motor | the Pennsylvania Legislature. apparently the railroads “misinter- | eight ee body and 64.4 cuble 
3— 82,585 Int. 66,535— 3 | Trucking Assn., a party to the The bill has become law, the preted” the meaning of the motion’s | feet capacit = Po Ford dienes 
4— 63,345 GMC 54,391— 4 | suit, said that it had never been | newspaper said, adding “but even denial and filed another based upon | is u = 19 a feet load 
5— 53,273 Dodge 47,813— 5 | withdrawn and no “deal” had | so, the suit is not being dropped by this misunderstanding and were | vo than any ose ealf-te 
6— 20,613 Willys 12,494— 6 | been reached with the railroads, | the truckers.” “slapped down” by the judge. : ‘ip 7 v3 
I— 11,302 White 9,139— 7 | as inferred in the report. Gogolin was emphatic in denying Then, he said, the railroads any oo ” available now, at 
8— 8,995 Stude. 8,145— 8 According to the report, published | the inference that the truckers had | secured a subpoena directed against weniger Age Lf ngen on Pray 
9— 8,360 Mack 4,854— 9 | by the New York Times, the deci-| agreed to a “cease-fire truce”—as him (Gogolin) as general manager Ford is advertising th roar eae 
10— 2,911 Diamond T 2,121—10 | sion to “renew” the suit was reached | the newspaper said—- and then re- of the PMTA which ordered him to | ard 6% foot bo ~ 110-1 a hal 1- 
ll— 2,424 Reo 1,851—11 | at the annual meeting of the Amer- | neged by “renewing” the suit. supply additional information. This, | base has ‘2 ow a t ei prs rec 
12— 805 Brockway 1,002—12 | ican Trucking Assns., held earlier “It is just not true,” he said. Gogolin said, he presumed would be | Another eathdateninn tnt ae 
pep lr pita 3,914 | this year. followed by a “round of pretrial js the introduction of the aan 
‘o es Gogolin said the matter had never | . | depositions.” ‘tractors to take high cube trailers 
747,209 668,482 |been discussed at the ATA, which | TRUCK NEW PRODUCTS He said a 28-page document was _| such as brought out’ by Internation- 


filed with his organization last Au-| al, Reo and White. Dodge has pro- 
(Continued on Page 36, Col. 1) (Continued on Page 30, Col. 1) 


lis not a party to the suit. Other) 


Further details on Page 46. 
| sources, also attending the conven- | 


Page 40 | 
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Bigger Markets a Target . . . 
Truck Developments 


Seek Full Payload 


(Continued from Page 29) 


duced a cab with a well in the back 
to permit a shorter trailer coupling. 
+ * * 

ental entry, a con- 

ventional R-95, 133-inch wheel- 
base tractor equipped with a “96 
Space Saver cab,” which gives a 96- 
inch measurement from bumper to 
back-of-cab. 

This, International said, solves 
the problem of overall length and 
at the same time does not sacri- 
fice driver comfort, R-line styling 
or utility. 

With the 96-inch space, said In- 
ternational, 35-foot trailers can be 
either oval, round or so-called 
Square nose type with rounded cor- 
ners and still keep within the 45- 
foot legal limit. 

Thus, said International, the ad- 






Dealers Missi 


- Automatics Sure 


: ~g or servicing 
ing. 


~ 


* 








of this very paper. 


The author’s well-documented story 
spotlights the biggest profit-making 
opportunity in the truck business. And 
reveals it’s opportunity lost to dealers 
who aren’t cashing in on the swelling 
market for self-shifting equipment. 


That market has tremendous potential. 
He cites a wealth of dollars-and-cents 
reasons why more and more truck-users 
—in every field of truck-work —are sold 


on ‘‘automatics.’’ 


are Repo 


-and GMC Hydra-Matics 
far outsell all the others 


ve READ it in the October 3rd issue 


vantages of a _ conventional-type 
chassis can be retained while at the 
same time maximum payload space 
is provided. 

Reo has called its new cab-over- 
engine tractor the Super-V 63. It 
measures 63 inches from front-of- 
bumper to back-of-cab. 

Reo said that the tractor can 
pull a 35-foot trailer within the 

45-foot overall limit when 
equipped with full size sleeping 
er. 

This, Reo said, permits the high- 
est possible payload within legal 
limits. The 63 is powered by Reo’s 
Gold Comet 195 and 220 horsepower 
V-8 engines, gasoline or LPG. 

White’s “9000” tractor model, 
which was introduced earlier this 

year as a diesel, is now available 


Out ..-- 


(Cont 


fe feasib 





selling. 


That make, we’re 


to-one-ton class as 


way haulers. 


k Profits 


inued from Page 25) 
laced on 
rather than truck | wherever 


- can 


And, he reveals, just one make of truck 
has been doing a giant-size share of this 


is GMC Hydra-Matic. Its impressive 
record: 28% of all GMC sales in the up- 


for the next closest competitor. 


And that’s only part of the 
story. For GMC dealers alone 
can offer shift-free models 
right up to the biggest high- 


with three newly-developed gasoline 


engines. 
+ * oe 


y= said that the convention- 
al hood-over-engine vehicle 
measures 90 inches from bumper to 
back-of-cab and claimed that this is 
the shortest dimension eve? 
achieved in a _ conventional-type 
tractor. 

The short measure was said to 
have been made possible by. tilting 
the engine 10 degrees to advance 
the position of the cab. 

“The shortened length,” White 
said, “permits the use of a 35-foot 
trailer with a wide range of king- 
pin locations (24 to 36 inches) 
within the 45-foot combined trac- 
tor-trailer length limits demanded 
by many states.” 

The traction divider was de- 
veloped by Peter Drong, General 
Motors Corp. diesel dealer in Hib- 
bing, Minn., an inventor of several 
patented pieces of truck equipment. 

The divider has been described as 
“the answer to a truck driver’s 
dream” and it is said to prevent 
any one wheel from spinning in bad 
weather without the use of any no- 


spin device on either axle. 
* * * 


RONG’s divider is described as 
a “revolutionary new gear box” 





dealers’ 
condit 


le. 





Spring-Spoke Wheels 
Tested on West Coast 


PORTLAND, Ore.—A new truck 
and auto wheel suspended from 
six spring spokes has passed tests, 
according to Mike DeCicco, presi- 
dent, Rim Drive Wheel Corp. 

He said negotiations are under- 
way with American Pipe & Tank 
Co., Los Angeles, to manufacture 
the shock-absorbing wheels. 
Prices are expected to be about 
10 or 15 perment more than con- 
ventional aluminum wheels. 





which functions through a com- 
pletely “new automatic method.” It 
has only three gears, it was said, 
and drives two axles in tandem and 
also the front axle, if a 6x6. 

The divider is controlled auto- 
matically by the truck’s transmis- 
sion, it was. said, and is always in 
power and traction position through 
all forward transmission positions 
(1, 2, 3) and reverse. 

It was said that when sufficient 
high speed has been attained for 
the driver to shift transmission 
to high or direct overdrive, the 
traction divider automatically dis- 












That Blue Chip ‘‘exclusive’”’ is but one 
of the reasons GMC franchise-holders 


have just concluded the most successful 


proud to disclose, 


see even 
compared with 8% 





month of the most successful year of 
their recent history. And it’s why they 


more booming months and 


years ahead. 


If you'd like to share in the 
Blue Chip future with them 
—and are in an open GMC 
territory—write or wire us 
today! 


GMC TRUCK & COACH—A General Motors Division 





The better you know GMC—the better the truck business looks 





engages the rear axle which then 
becomes a trailing axle. 

The automatic action is accom- 
plished by a valve mounted on the 
transmission case which is actuated 
by the transmission shifting. 

Lester Wilsey, president, Indian- 
head Truck Line, Inc., St. Paul, 
who has been testing the divider on 
units of his tractor fleet said it has 
enabled drivers to operate during 
the most severe weather, permitted 
drivers to get away without delay 
and reduced wear on the power me- 
chanism of the auxiliary axles and 
fuel consumption. 

It was said that engineers from 
International and Four Wheel 
Drive have visited Indianhead for 
a demonstration. 

” * +. 


DELIVERY truck with a 22- 
inch floor height has been de- 
veloped by G. A. Eichelberger, Oak- 
land, Calif. This low level was 
attained by the use of the Empire 
front axle drive which also was 
developed by Ejichelberger. 
Eichelberger said his new delivery 
truck is “more advanced and prac- 
tical than any delivery truck offered 
in the transportation field for many 
years.” 


He said it was specially design- 
ed for city and suburban delivery 
service. The standard model re- 
quires one step to seat or two 
normal steps to floor and the 
entire floor is clear of all obstruc- 
tions and called ideal for unload- 
ing or loading. 

The special drop-frame model has 
one 12-inch step to the main floor. 
This is for stand-drive operation, 
with supplementary seat-drive. 

The front-wheel drive truck is 
said to steer easily with a handy 
gear shift and parking brake and 
convenient engine accessibility. All 
are equipped with six-cylinder en- 
gines and three or four speed syn- 
chro transmissions and is available 
with the latest Borg-Warner auto- 
matic transmission. 

Eichelberger, who owns an en- 
gineering service at 2800 Seminary 
Ave., Oakland 5, Calif., said the 
trucks are not conversion jobs but 
are engineered and built as a com- 
plete truck unit using such stand- 
ard parts as are available, so as- 
suring better and more economical 
service. 

% * % 
H® SAID sizes and capacities 
suitable for various types of 
bodies are available. 


The Empire axle utilized what is 
described as an improved type of 
double yoke universal drive. The 
driving-steering assembly employs 
standard needle roller-type, sealed 
bearings and the drive unit is pow- 
ered through a full-floating shaft. 

The Timkin pivot king bearings 
can be adjusted from the outside 
of the unit. Also, the center-lines 
of the tires are designed to coincide 
with the center line of their pivot 
points which is said to make steer- 
ing easier. 

Eichelberger said the Empire 
“Roto-Flex” universal assembly 
permits the driving axle to carry 
the same load normally carried 
by the comparable rear driving 
axle of the conventional truck. 

As a result, he said, the axle 
shafts and universals are free to 
transmit the power of the engine 
to the driving wheels undisturbed 
and without being subjected to the 
strains of undue weight — all of 
which, he said, means far superior 
performance and much longer life 
to the entire front end driving me- 
chanism. 

Eichelberger said the drive unit 
is heavy duty and is capable of 
transmitting the full torque of the 
engine, which he said is an exclu- 
sive feature. 





Auto Salesman Convicted 


In Death of Customer 


BAY CITY, Mich. — An auto 
salesman has been found guilty 
of negligent homicide in the 
death of a prospective customer. 

Doyle Sovey, 25, was placed on 
two years’ probation, sentenced 
to 60 days in County jail and 
fined $500 plus $500 costs and or- 
dered to pay funeral expenses of 
Raymond Bujalski, 17, also of 
Bay City. 

Sovey was demonstrating a car 
to Bujalski when the auto flipped 
over on a curve killing Bujalski. 
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Banner Replacement Year Indicated .. . 





| Million-Plus Truck Market Seen 


(Continued from Page 29) 
198 in 1948, the 20,378 in 1950 and 
the 18,796 sold in 1949. 

Truck men might take some en- 
couragement from last year’s sales 
of multistop jobs and think that 
product selling was returning to the 
scene as it takes product selling to 
move this type of vehicle, but those 
who are acquainted with what has 
happened during the past two years 
attribute last year’s increase to the 
greater field effort made by most of 
the prominent builders of this type 
of body. 

+ + + 

Diesels Drop Again 
IESEL-engine equipped trucks 
continued the downward trend 
started in 1952 after the banner 
registration year of 1951 when 13,- 
931 of the “no-spark-plug” power- 


plant jobs were registered. Last | 


only 
the 


year, according to “Facts,” 
8,751 units, were recorded, 
smallest number since 1950. 

Factory-produced three-axle 
trucks, however, continued the 
steady increase in sales that has 
been in evidence for the past few 
years. In 1954 registrations to- 
taled 14,860 units for the domestic 
market, not including the mili- 
tary. 

Sales of school bus chassis in- 
creased for the third consecutive 
year to reach 16,947 registrations, in 
1954, but this was only the fourth 
largest year in the past nine years. 
In 1946 there were 24,193 school bus 
chassis registered; in 1951 there 
were 23,646, and in 1947 there were 
19,024. 


x x * 


California Leads Nation 


ALIFORNIA ied in total truck 

registrations in 1954 with 807,- 
258 followed by Texas, with 743,532; 
Pennsylvania, 519,381; New York, 
492,558; Ohio 395,476; Illinois, 383,- 
659; Michigan, 351,337; Missouri, 
288,368; Indiana, 284,253, and North 
Carolina, 259,763. 


Twenty-nine percent of all 


Production Mark, 
Personnel Shuffle 
Reported by I-H 


INDIANAPOLIS. — International 
Harvester here recently turned out 
its two millionth truck engine, cli- 
maxing 17 years and seven months 
of engine production. 

The Indianapolis Works makes 
10 sizes of gasoline engines and 
can produce a truck engine every 
35 seconds. 

In Chicago, meanwhile, Ralph M. 
Buzard, sales manager of the com- 
pany’s motor truck division, an- 
nounced the following promotions 
and transfers: 

M. S. Whittington, assistant dis- 
trict manager, Davenport, Ia., trans- 
ferred to Chicago in the same ca- 
pacity; Robert J. Peterson, retail 
sales manager, Los Angeles, pro- 
moted to assistant district manager, 
Salt Lake City; J. W. Briggs, as- 
sistant district manager, Salt Lake 
City, transferred to Los Angeles in 
the same capacity. 

Also, P. E. Thomas, assistant dis- 
trict manager, Los Angeles, named 
special sales representative, Hawaii; 
Guy W. Reynolds, assistant district 
manager, Columbus, O., transferred 
to Richmond, Va., in the same 
eapacity; F. J. Wendling, branch 
manager, Washington, promoted to 
assistant district manager, Phila- 
delphia. 


Trailers to Get 


Tubeless Tires 


DAYTON, O.—Dayton Rubber Co. 
has announced production of tube- 
less tires for home trailers. The 
tires have extra strong bead con- 
struction and heavier sidewalls to 
take care of the sway of home 
trailers, the company said. 

Irve Eisbrouch, tire-sales vice- 
president, said the quantity pro- 
duced would depend on the avail- 


ability of special wheels and rims) 


needed for tubeless tires. 

Eisbrouch said Dayton Rubber 
also will supply tubeless tires as 
original equipment for trucks and 
commercial trailers. 


| 














trucks owned in the United States 
are concentrated in 115 counties. 


Los Angeles County leads with 
208,834, followed by the five 
boroughs of New York City with 
119,335. Cook County (Chicago) has 
109,841; Wayne County (Detroit) 
has 76,619; Harris County (Hous- 
ton) has 57,525, and Philadelphia 


County has 55,032. 
” 


* + 


Arizona Tops in Growth 


INCE 1941 the number of trucks 
‘ in use has doubled in 28 states. 
Arizona, which led in this in- 
crease (190 percent), also showed 
the highest population increase per- 
centagewise with 81 percent. 

Wyoming has the fewest per- 
sons per truck with but 5.8 per- 
sons for every truck registered in 
the state, while the District of 
Columbia had the greatest num- 
ber of residents per truck with 
40.2 followed by New York State 
with 31.2. 

Until 1952, says Facts, the U. S. 


owned more trucks than the rest of 
the world combined. In that year 
the rest of the world forged ahead 


10,152,533 to 9,483,749 when all coun- |’ 


tries outside the U. S. increased 
their truck population by 16 percent 
while this country increased only 
2.3 percent. 


* * 


10 Million Trucks in U. S. 


—_ year 11,705,152 trucks were 
in use outside the U. S.—an in- 
crease of 9.1 percent — while the 
truck population in this country 
increased only 2.7 percent to 10,- 
123,677. 

Only three other nations, however, 
own and use more than a million 
trucks. They are Russia, with 2,350,- 
000; France, with 1,190,800, and 
Great Britain, with 1,014,300. 

Canada is a close fourth with 
925,380. Canada, incidentally owns 
more trucks than all the countries 
in South America which own a total 
of 837,901 trucks. 








Fruehauf Bulk Flour Trailer— 


A Fruehauf van trailer equipped with air slide unloading to handle up to 22 tons 
of bulk flour has been put into service by Lyon & Greenleaf Co., Lingonier Ind. The 
basic trailer unit is 33 feet 6 inches long and has an inside height of 6 feet 7¥ 
inches. The cubic capacity is 1,350 cubic feet. Complete with Fuller Airveyor equip- 
ment the unit weighs 14,640 pounds. Both trailer and tractor, which is a White unit, 
have dual rear axles. The air slide device, operated by two blowers, delivers flour 
to the air hose which feeds it to storage bins at the rate of 20 or more tons an hour. 
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Ashton. 


eaumerice’s fimest 
power wrecker 
equipment 


Ashton Wreckers represent more than 
40 years of specialized wrecker 
engineering, design and manufacture. 


All Ashton Wreckers, (both 
conventional and extension boom 
models) combine high working 
efficiency with remarkable safety 
and ease of operation. Specially- 
trained operators not necessary. 


Ashton Wreckers (7 models) are 
mounted on your choice of any truck 
chassis. Capacities from %-1 Ton 
(G.V.W. 6,900-9,500 Ibs.) to 5 Tons 
(G.V.W. 40,000 Ibs.) 


Write, wire or phone for basic data. 






Model 19-51 EXB—mounts on 
1Y2-2Y2 Ton chassis. Capacity: 
Up to 19,500 Ibs. G.V.W. Exten- 
sion boom height—14 ft. 


ASHTON POWER WRECKER EQUIPMENT CO., INC. 
“$708 LAFAYETTE AVENUE e@ WO. 


3-1996 © DETROIT 


16, MICHIGAN 





LOOK AT REO 





Here is real truck power for modern trucking 
needs—pulling power, staying power, earning 
power. Today’s Reo Gold Comet V-8’s deliver a 
startling 12 h.p. per cu. in. displacement—as 
much as 35% above the industry average. 
These amazing V-8 power plants, with their short 
stroke design and wet sleeve construction, deliver 
more usable horsepower to the wheels. They have 
the kind of power in reserve to keep pulling when 
the going is tough—where traction is low and up 
long hills that really strain other makes of 
engines. Reo Trucks, with their lively Gold Comet 


V-8’s, take these operating conditions in 1 to 1'2 
gears higher than other trucks. Gold Comet V-8’s 
are delivering the goods farther, faster, with less 
downtime and at lower operating costs than 
owners have ever experienced. 

Reo V-8’s—gas or LPG—are miracles of truck- 
ing power with smoothness, speed and flexibility 
that make them the ideal engines for all-around 


_ heavy duty hauling performance. 


In rugged Reo Chassis or as replacements in 
other makes of trucks, all Reo Gold Comet V-8’s 
are backed by a 100,000 mile warranty. 





rE, 
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FOR POWER! 


Pound for Pound the Reo 220 h.p. V-8 is 
the Most Powerful Truck Engine on the road 


Look at the Specifications 


220 Make and Model. ...eseecceeeeess-Reo O.V. 220 
210 FIGs occ sts cavicveveseere 90° V-8, valve-in-head 

| 200 Weight—with all accessories and 
flywheel housing........sceececeseees 1211 Ibs. 
7 Bore and Stroke (inches)........sseeee0. 4V%e x 4V% 
‘ 180 Chaplet Gie. Gidic ccs ccscveccetsessanan 440 
; 170 Max. gross brake horsepower........ 220 @ 3200 
san Net brake horsepower at governed r.p.m.203 @ 3200 
\ Max. gross torque (Ib. ft.).........065 405 @ 2000 
v Max. net torque (Ib. ft.)......eeeeeee: 398 @ 2000 
_— Compression 1000. vccccccccccecccsceeseses 7.3:1 
| 130 Governed (HMMs ccccccccccscccescevescsns 3200 


Engine length—fan to rear flywheel housing. ..39%” 


Cylinder Sleeves... .wet, replaceable, alloy cast iron 





110 : 
| ao Pe bee Cooling System Capacity...... 150 g.p.m. @ 3200 

100 
Bet | hota he eee Water Capacity—Engine (qts.).......+seeeeeees 21 
“HERE Cota iy ie 7 seen 
— 1200 1600 Ge Gn ccc ccsscenecacdeceeans Full flow & Bypass 
Carburetor.ccccccccccoseccese Downdraft, 4 barrel 


100,000 Mile or I Year Warranty 


REO designs its own engines and backs every one it builds, 
with a 100,000 Mile or 1 Year Warranty. No other manufac- 
turer gives such positive assurance of outstanding performance. 


| REO MoToRS, INC. = Toner 


SUBSIDIARY OF BOHN ALUMINUM AND BRASS CORPORATION 











| TRUCKS, BUSES AND GOLD COMET ENGINES FOR ORIGINAL EQUIPMENT, INDUSTRIAL AND REPLACEMENT—GAS OR LPG 











Century Opens New Building— 


A new building has been opened by Century White Truck Co., Casper, Wyo. The 
new plant includes offices, a parts department, a service shop and a large repair room 
where transmissions, engines and other parts are rebuilt. There are 2,500 square feet 
of concrete drives and a storage warehouse outside the main building. The firm, 
owned by Stan DeVore, is the Wyoming distributor for White, Autocar and White- 
Freightliner trucks. 









Today Stewart Mobile homes are seen 
and bought everywhere...and they can 
be sold from your showroom or used 
car lot. You, who have the proven 
ability to sell...and with practically 
no increase in personnel or facilities 
...Can now get plus profits from selling 
STEWART mobile homes. 





by Jack Weed 





(Continued from Page 29) 


boot” strides toward offering mod- 
els that will appeal. 
* * 


+ 


Truck Rides Like Car 


OF in particular was a new half-| 
ton pickup with a full cab width | 


body 12 feet long. This job is so 
well balanced that, even on the 


“pitch and bump” road at the prov-| 


ing ground, it rode like a passenger 
car. I wasn’t thrown to the roof 
even on hitting the hardest bumps 
at high speed, and I didn’t pull my 


weight off the accelerator when I} 


went through them with an empty 
rig. 

Yet MacKenzie, the truck en- 
gineer, assured me that the com- 
pany has no misgivings over this 
big box getting into trouble. He 
claimed this job had been put 
through thousands of test miles 
with more than 100 percent over- 


load and both springs and axle took | 


the grief without failure. 
Such a job, in my humble 
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opinion, is going to meet with 
great favor with the farm trade. 
They like a dressy, well-styled rig 
such as this for an all-round car, 





Highway Problem 


Called ‘Emergency’ 


CHARLESTON, W. Va. — The 
highway problem has_ reached 
emergency proportions, with in- 
adequate roads costing Ameri- 
cans billions of dollars, according 
to Russel) E. MacCleery, manager 
of the state services department 
of the National Highway Users 
Conference. 

MacCleery discussed various 
highway proposals at a luncheon 
meeting of the West Virginia 
Motor Truck Assn. The interstate 
system, he said, should be brought 
up to modern standards with the 
Federal Government paying 90 
percent of the cost. 
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1-ACCEPTED LINE 


Stewart Mobile Homes are accepted 
as one of the very best manufactured 
today. A complete line of coaches 
with merchandising aids that back 
you up will assure you, as an exclusive 
Stewart dealer in your area, of real 
sales potential. 


2-EASY FINANCING 


Stewart coaches are recognized by 
all the well-known trailer financing 
firms. This means that requirements as 
to sturdiness, long-life, high resale 
value and backing by a well-estab- 
lished, financially responsible manu- 
facturer, have been fully met. For qual- 
ified dealer we can arrange financing. 


3-VAST MARKET 


Nearly two million Americans are 
year-round residents of mobile homes. 
In 1954 approximately 76,000 
coaches were sold at a retail sales 
figure of nearly $324,000,000. Why 
don't you share in this great market? 
Be a franchised Stewart dealer. 


For Details Write, Wire or Call Today! 


STEWART COACH INDUSTRIES, INC. 
Dept. AN-10, Bristol, Indiana 





but one which can take a cow or 
a couple of pigs to market and 

yet have sufficient room to haul a 
worthwhile jag of loose hay or 

corn stalks. 

The new trucks also will be offer- 
ed with a deluxe cab, fitted with 
rubber seats for greatest 
driver comfort and a sound-dead- 
ening headlining that minimizes, if 
not eliminates, the drumming sound 
that often accompanies pickup truck 
operation on the open road. The 
deluxe cab also has foam rubber 
covered arm rests, padded instru- 
ment panels, non-glare dashboards 
and crash tested seat belts as op- 
tional equipment. 

The job has an unusually low 
loading height which interests the 
farmer as he has no lift by “arm- 
strong” power practically every- 
thing he hauls in a pickup. 


* * * 


New V-8 Engines 


ooo a styling standpoint, Stude- 
baker is going to two-toned 
colors in a wide range, a full-width 
rear window that offers easy view- 
ing and a new saran and vinyl 
upholstery that gives these jobs a 
passenger car style note. 

Two new V-8 engines of 156 and 
175 horsepower are available in the 
new two-ton trucks. All models are 
12-volt with ignition key starting. 

A new massive appearance has 
been given all trucks through use 
of a one-piece grid panel across the 
front that enables quick and eco- 
nomic front end-repair as well as 
offering an ideai arrangement for 
two-toning. 

In other words the boys in the 
truck department at Studebaker 
are really doing more than talk- 
ing when they say they are going 
to bring this oldest builder of 
them all back into the truck lime- 
light. 

I’m for ’em and I hope that more 
and more Studebaker dealers look 
this new line over with an eye to 
profit as I believe they have put 
selling oomph into this line. 

At least Studebaker is giving its 
dealers a lot to talk about and if the 
dealer has the ability to do any 
product selling and will work just 
a smidgen, I see no reason why he 
shouldn’t put a lot of these jobs on 
the road during the next year at a 
good profit. 


* * * 


NADA Truck Clinic 


po the first time in several years 
I understand that NADA is 
planning a truck clinic for the next 
convention which will be manned 
by five outstanding truck dealers 
talking on the five basic phases of 
the truck business. 


The subjects to be discussed, I 
understand, will be centered 
around new-truck selling, used- 
truck merchandising, customer 
labor to build sales and make 
customers, parts sales for extra 
profit and that other extra profit 
source, truck body and equip- 
ment sales. 

If my understanding is born out, 
I predict that this will be one ses- 
sion at least that will play to an 
overflow audience as a_ similar 
panel did in San Francisco some 
years ago. 


Truckers Request 


ICC Review of 
Piggyback Ruling 


WASHINGTON.—The private 
Truck Council of America, Inc., has 
filed a petition for reconsideration 
by the Interstate Commerce Com- 
mission of a recent Division 2 rul- 
ing on piggyback service. 


The Division 2 order, issued in 
August, cancelled allowances made 
by Chicago & Eastern Railroad to 
private truck owners for furnishing, 
loading, unloading and moving 
their own trailers to and from Chi- 
cago and St. Louis rail terminals in 
connection with piggyback service. 

In its petition the truck council 
claimed the Division 2 report erred 
in attempting to make piggyback 
service “fit historical but inept con- 
cepts of transportation” instead of 
considering it on its own merits. 


Minyard Starts S. C. Deal 
Judson T. Minyard, Inc. (Oldsmo- 
bile) Greenville, S. C., has opened 

at 533 Pleasantburg Dr., North. 


a 
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News to Note... 
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Truck World in Brief 


MINNEAPOLIS.—The Interstate 
Commerce Commission has granted 
United Shipping Co. authority to 
operate Red Truck Line. 

United in the past has operated 
between Chicago and the Twin 
Cities. It now will extend service to 
the Red River Valley of North 
Dakota and Minnesota, according 
to President Fred B. Wines. 

* * te 


Allied Van’s Warehouse 


Opened in New Jersey 

SECAUCUS, N. J. — One of the 
largest moving-van terminals on 
the east coast has been opened by 
Allied Van Lines, Inc. 

The $300,000 building will house 
Allied’s operations in the Northeast 
and provide for consolidation and 
dispersion of long-haul shipments 
to and from metropolitan New 
York City. 


* 


Midwest Motor Buys 


Schmidt Truck Lines 


BISMARCK, N. D.—Midwest Mo- 
tor Express, Inc.,. has purchased 
Schmidt Truck Lines, of Duluth, it 
has been announced by J. A. Ros- 
wick, Midwest president. The trans- 
fer will give the Duluth-Superior 
area and 37 Minnesota communities 
direct service to all principal cities 
in North Dakota. 

Adolph Muehring, former Schmidt 
president, is Duluth terminal man- 
ager. All Schmidt employes have 


been retained. 
* * 


Meeks Motor Freight 


Purchased by Wilson 


LOUISVILLE. — Meeks Motor 
Freight has been purchased by 
Wilson Freight Forwarding Co., 
Cincinnati, at a reported price of 
several hundred thousand dollars. 

Meeks operates in Kentucky, 
Tennessee and Ohio. Wilson oper- 
ates along the Eastern Seaboard 
and west to Chicago. . 

* * * 


Connecticut Buys 


89 GMC Dump Trucks 


PONTIAC.—An order for 89 . 
heavy-duty dump trucks that will 
be used in maintenance of Con- 
necticut’s state highways has 
been received by GMC. 

A. S. McEvoy, fleet division 
manager, said the $537,000 order 
brings the total dollar volume of 
GMC trucks sold to Connecticut 
during the past 24 months to 
more than $1,000,000. He said the 
trucks will be equipped with 
snowplows in the winter. Twenty- 
four of the vehicles have Hydra- 
Matic transmissions. 

~ * * 
Winterized Truck Crane 


Under Test by Army 


FT. BELVOIR, Va.— Army En- 
gineers have announced success- 
ful preliminary field tests on a 
winterized 20-ton truck mounted 
crane at the Mesabi iron range in 
northern Minnesota. The truck- 
mounted crane operated efficiently 
in sub-zero temperatures for two 
months. 

Designed to work in temperatures 
as low as 65 degrees below zero, the 
crane has been shipped to Big 
Delta, Alaska, where more severe 
tests will be conducted during the 
coming winter. 

* * 
Canadian Firm Develops 


High-Strength Tire Yarn 


MONTREAL. — A new high- 
strength viscose yarn for tire cord 
has been developed by Courtaulds 
(Canada), Ltd. 

The cord, said to be 25 percent 
stronger than regular high-strength 
yarn, is particularly suitable for 
truck and bus tires because it 
makes extra recaps possible. 

* + * 


Truck-Tax Revision Killed: 


By Wisconsin Senate 
MADISON, Wis.—A bill aimed at 
collecting more tax revenue from 
out-of-state trucks was defeated by 
the Wisconsin Senate after approval 
by the Assembly. The measure 
would give out-of-state truckers an 
option of paying a 1%-mill ton-mile 








tax for mileage in Wisconsin or 





registering part of their fleet in 
Wisconsin. 

The Assembly killed a bill to add 
76 inspectors to the Motor Vehicle 
Department to weigh trucks for 
possible weight-limit violations. 

* * + 


Truck Curb Proposed 


BOSTON.—A bill filed for con- 
sideration by the next Massachu- 
setts Legislature would restore 
the 50,000-pound truck-weight 
limit, which was raised to 60,000 
pounds by a bill enacted this year. 

+. * ” 


Highway Users to Publish 
Washo Road Test Report 


WASHINGTON.—A special pub- 
lication of the highlights of the 
Washo Road Test report is being 
prepared by the National Highway 
Users Conference. 

Among some of the points in the 
report, it was found that surfacing 
the road shoulders with asphalt 


increases the durability and load 
support value of pavements. It was 
also said that four-inch surface 
course pavements showed load sup- 
port capacities comparable to three- 
inch to nine-inch deeper pavements 
with two-inch surface course. 
+ * * 


Vonderheide Wins $500 

CINCINNATI. — Harry J. Von- 
derheide, salesman for Norwood 
Auto Sales Co. (Ford), has re- 
ceived $500 as top prize in the Ford 
truck sales contest in which 180 
Ford dealerships competed. 

+ - * 


L. A. Terminal Planned 


LOS ANGELES. — Pacific Inter- 
mountain Express has announced 
that it will build a $1,500,000 ter- 
minal in the Los Angeles central 
manufacturing district with com- 
pletion scheduled for July, 1956. 
The 18-acre freight terminal will 
be constructed on a 35-acre site. 

+. * * 


Transportation Institute 


Scheduled Jan. 10-27 
WASHINGTON. — The Eighth 
Institute of Industrial Transporta- 
tion and Traffic Management will 
be held here Jan. 10-27 under spon- 


sorship of the American Univer- 
sity. 

Cooperating will be the Army 
Transportation Corps, the director 
of transportation and communica- 
tions for the Defense Department, 
the Air Force and the Air Trans- 
port Assn. of America. 

* * * 


Galion Picks Atlas 

MILWAUKEE. — Atlas Truck 
Equipment & Bus Co. has been 
appointed as a distributor of Galion 
hydraulic hoists and dump bodies, 
according to Galion Allsteel Body 
Co., Galion, O. All of Wisconsin and 
the Upper Peninsula of Michigan 
will be covered by Atlas. 


* * * 


Eldon Miller Installs 


Automatic Teletype System 


IOWA CITY, Ia—Eldon Miller, 
Inc., has installed a teletypewriter 
automatic dispatch system between 
its general offices here and its 15 
branches. The trucking company 
claims to be among the first 10 
firms in the country to use this 
communication service. 


Miller also has announced the 


35 


phis to serve a five-state area. 
Branch manager is O. V. Martin. 
* 


* * 


White Motors Expands 


Oklahoma City Operation 


OKLAHOMA CITY. — White 
Motor Co. is expanding its sales 
and service operations here and 
has converted its headquarters to 
a factory branch, it has been 
announced by Horace Mosteller, 
southwestern regional sales man- 
ager. 

Harry Brown, who has been a 
sales engineer with White in Dal- 
las, has been named branch’ 
manager. Service manager will 
be Joseph Novak. 
* 


Merit Truck Parts Names 


Delson Export Manager 


CHICAGO.—Louis E. Delson has 
been named export manager of 
Merit Truck Parts & Wheel Co. The 
firm specializes in the export of 
standard truck parts, tools and 
equipment, including those for 
military vehicles. 

Delson will supply buyers with 
day-by-day quotations rather than 
issue catalogs, according to Edward 


opening of a new branch in Mem-| L. Goldberg, president. 





ROYAL TRITON 


...for my own car” 


“Royal Triton is the motor oil I choose for my own car. 


“T’ve recommended Royal Triton to hundreds of my 
service customers knowing that once they’ve tried the 
amazing purple oil they'll be sold on its performance 


in their cars, too. 


“Royal Triton does the finest job of any oil I know 
in eliminating engine noise and sticking valve lifters. 
And in my 37 years in the business I’ve never seen 


* 





engine interiors cleaner that those that have had Royal 


Triton in the crankcase.” 


As “Bill” Weitzel and service managers everywhere 
can tell you, it’s good business to recommend Royal 
Triton ... it’s one of the easiest and best ways to build 
customer confidence in your whole service department. 
Royal Triton Motor Oil in all grades is immediately 
available from your nearby Union Oil Representative. 


W. M. Weitzel, service manager 
Nashville Motors, Buick Agency 
Nashville, Tenn. 


OF CALIFORNIA 







UNION OIL COMPANY 


Los Angeles: Union Oil Bldg. * New York: 45 Rockefeller Plaza * Chicago: 1612 Bankers Bldg. * New Orleans: 
644 National Bank of Commerce Bldg. * Atlanta: 401 Atlanta National Bldg. * Kansas City, Mo.: 612 W. 47th St. 








$250 Million ‘Truce’ Called Untrue .. . 


Truckers Deny Rail Suit ‘Deal’ 


(Continued from Page 29) 


gust which required “hundreds of 
individual bits of information.” 

Gogolin said that because of the 
aftermath of a busy legislative ses- 
sion and the ATA convention, his 
office couldn’t drop everything and 
devote its time to supplying the 
information required, 

He said that he checked with 
the attorney who told Gogolin to 
“do the best you can.” That, de- 
clared Gogolin, was the status of 
the suit at the present, some two 
years after it was filed. 

Gogolin added that there were 
about 35 parties as plaintiffs in the 
action which officially is known as 
Noerr Motor Freight, Inc., et al. vs. 
Eastern ailroad Presidents Confer- 
ence, et al. and was originally in- 
stituted on Jan. 17, 1953. 

It charged the defendant rail- 
roads had conspired to drive the 
long-distance truckers out of busi- 
ness, with the objective of “carving 
out exclusive, monopolistic spheres 
of operation in the freight trans- 
portation business” in “wilful viola- 
tion of the Sherman Anti-Trust 
Act.” The railroads denied the 
allegations. 

As for the prose and cons of the 
case, Gogolin said the principals on 
the trucking side had talked them 
over in “small talk and discussion” 
but never had any negotiations 
been carried on with the railroads 
as indicated in the published re- 
port. 

According to the New York 
paper’s version, the truckers had 
agreed to withdraw their suit if 
“the railroads and their public re- 


GE Develops 
‘Heavy Duty’ 
12-Volt Lamp 


CLEVELAND.—General Electric 
Co. has announced that it has de- 
veloped a 12-volt truck headlamp 
which the firm said is designed to 
“withstand unusual shock and vibr- 
ation.” 

It is intended for use only on 
certain heavy trucks, usually diesel- 
powered, whose vibration could 
* damage filaments and cause pre- 
mature burnouts, GE said. 

The new lamp also, GE said, 
incorporates “all-weather” con- 
struction features. Both the upper 
and lower beams meet the Society 
of Automotive Engineers’ specifi- 
cations covering the new sealed- 
beam headlamp, GE said. 


Rahilly Heads 
Mich. Truckers 








GRAND RAPIDS, Mich. —| 


Lawrence D. Rahilly, president of 
Interstate Motor Freight System, 
Grand Rapids, was elected presi- 
dent of the Michigan Trucking 
Assn. at the group’s 22nd conven- 
tion. 

Other officers elected were Frank 


Baird-Smith, Refiners Transport &| 


Terminal Corp., Detroit, first vice- 


president; E. T. Warskow, Lake} 


Shore Motor Transit Lines, St. 
Joseph, second vice-president; Wil- 
liam H. Boutell, F. J. Boutell Drive- 


away Co., Inc., Flint, secretary, and_| 
Herbert Schindler jr., White Star} 


Trucking, Inc.,-Lincoln Park, treas- 
urer. 


GM’s 20-Truck Bid Beats 


Dealers in Eugene, Ore. 

EUGENE, Ore. — Twenty new 
Chevrolet trucks were purchased 
last week from General Motors for 
the Lane County Road Department. 
Delivery will be in about two 
months. 

GM’s winning bid was $36,609.20, 
or $1,830.40 per unit. A bid of $39,995 


was made by Kendall Motor Co. | 
(Ford) and a bid of $49,228.80 was | 


made by Beck Motor Co. Pacific 
Fleet Co. made a rental proposal 
of $75 a month for each vehicle. 

Wondering how new-car and truck pro- 
duction and sales sre making out? AUTO- 
MOTIVE NEWS gives you the entire story 
every week throughout the year. 
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lations counsel, Carl Byoir & Asso-|rejected by the railroads after 
ciates, paid all legal fees and also| months of negotiation. The rail- 
signed a stipulation.” roads have determined they will not 
The stipulation was given as: sign a stipulation of guilt—or any 
“We did all the things we are | ‘tipulation.” 
accused of, but we won’t do them This, of course, is denied by 
any more.” ‘ Gogolin as part of his assertion 
The report then said: “This ad-| that there was no “deal” or “truce” 
mission of guilt has been firmly | in the case. 
Another paragraph in the report 
which ruffled truckers’ tempers was 


New Emergency Brake __| the last which read: 
“The American Assn. of Railroads 


Develop ed f or Trucks has endorsed the proposed legisla- 

CORRY, Pa. — A new truck (tion (to limit the powers of the 
emergency brake which becomes | Interstate Commerce Commission 
operative automatically when the | over all forms of transportation) 
regular brakes become ineffective | with enthusiasm, as have most 
because of insufficient air pres- | other students of transportation in 
sure has been developed. 

Known as the Ever-Ready (of the truckers.” 








for the new brake. 





port on Transportation. | scheduled itinerary. 











and our 1956 


| general, with the notable exception Travelling Exhibit 





Emergency Brake, the device has One trucking spokesman said} International model CO-195 truck-tractor with specially-designed 35-foot trailer in 
stopped trailer trucks loaded with | that this was ‘“weasel-worded to tow, is on a 25,000-mile highway tour which will cover 24 states in seven months. 
44,000 pounds of concrete in ex- | hide the fact that the railroads | Big rig, operated by Pickens-Kane Moving & Storage Co., Chicago, is moving building 
perimental runs. Aero Supply | were actually the only ones in favor | products of 43 major national manufacturers to show locations of Producers’ Council, 
Mfg. Co., Corry, made the valve | of the proposed legislation” which | Inc., in 36 cities. At display locations, sectionalized exhibit is removed from trailer 
is based on the Weeks Cabinet Re-| and assembled for showings, then dismantled and repacked for resumption of closely- 


engineering story 


7. styling beauty of these 1956 General 
Motors cars speaks for itself. And in words 
you GM dealers—and—of course, your customers 
are quick to appreciate. 


But in your delight at the superlative way our 
GM designers have come through for you—with 
such sales-convincing advances as the 4-door 
hardtop — don’t overlook the equally sales- 
clinching contributions of our GM engineers. 


After all—they pioneered automatictransmissions. 





sales for you! 





1956 Chevrolet Bel Air 4-Door Sports Sedan 


is just as beautiful 


So 1956 GM automatic transmissions are 
bound to be the most advanced on the market. 
Their work in high-compression engine develop- 
ment is well-known. And the 1956 high-compres- 
sion V8’s in these cars make powerful sales points. 
The same goes for 1956 General Motors Safety 
Power Steering, Power Brakes, air conditioning. 


Yes—in 1956 Styling—and in 1956 Engineering 
— General Motors leads the way to even greater 








1956 Pontiac Star Chief 4-Door Catalina 
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| GENERAL MOTORS 


leads the way to even greater sales for you! 





Nylon Tarpaulins 


Seen as Standard 
Within 5 Years 


NEW YORK.—Within five years, 
coated nylon tarpaulin truck covers 
should replace most of the standard 
cotton canvas tarps used on the 
nation’s two million open trucks, 
according to Amos Griffin, Amero- 
tron Corp. vice-president. 

He said use of the nylon protec- 
tive covers can save truckers more 
than $150,000,000. Griffin’s forecast 
was in connection with the intro- 
duction of the company’s new line 
of nylon fabrics which serve as 
base for the neoprene-coated nylon 
protective covers. 

They are 210 and 840 denier 
nylon, designed to give greater 
strength to the covers, Griffin 
said. This same type of nylon is 
said to be used widely in tire cord 
construction. 

A DuPont study has shown, ac- 
cording to Amerotron, that a con- 
ventional tarp for a 32-foot trailer 
costs $100, lasts only three years 
whereas a nylon tarp will cost $153 
and lasts six years. 


1956 Buick Roadmaster 4-Door Riviera 


1956 Cadillac Sedan de Ville 
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Studebaker Shows Trucks 


Transtar Line Has Six Light, Medium Models; 
Covers 85 Percent of Market 





Studebaker's Transtar Line— 

Studebaker’s 1956 truck line—the new Transtar series—consists of six light and 
medium-duty models. Above is the one-ton model with nine-foot pickup body. It has 
a 259-cubic-inch, 156-horsepower engine. Two-tone paint combinations are available 
on pickup models. 





SOUTH BEND. — Studebaker’s 
new Transtar trucks—six models in 


,| the half-ton to two-ton fields—are 


on display in dealer showrooms. 
The company says the new models 
cover 85 percent of the truck mar- 
ket. 

Wheelbase of the light and 
medium-duty vehicles run from 
112 to 171 inches and the power- 
plants range from a 92-horse- 
power six to a 175-horsepower 
V-8. 

Transtar models in the light-duty 
line consist of two half-ton, a three- 
quarter-ton and a one-ton vehicle. 
Gross vehicle weight ratings range 
from 4,800 to 9,600 pounds. Pickup 
bodies will be 6% to nine feet long; 
stake and platform types, eight and 
nine feet. 

The company says payload capac- 
ities of its light-duty models have 
been increased up to 20 percent. 

Studebaker claims to have the 
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only all-steel, double-shell pickup 
body construction in the industry. 

The medium-duty line has a 
1%-ton and a two-ton model with 
GVW ratings of 14,000 to 16,000 
pounds. Both will have 156-horse- 
power engines with a 175-horse- 
power power plant available on 
the two-ton model. 

Models include chassis-cab and 
factory-installed nine-foot through 
14-foot stake and platform bodies. 

Available on the heavier models 
is a new electric shift with a two- 
speed dual-purpose axle. With the 
optional five-speed direct - drive 
transmission, this will give a choice 
of 10 forward and two reverse 
speeds. 

A choice of standard and deluxe 
three-man cabs is offered for the 
first time. Among the features of 
the deluxe cab are fiberglass insu- 
lated headlinings, dual sun visors, 
padded arm rest and adjustable 
seat. 

Stylewise, the Transtar models 
have wider, more massive hoods 
and redesigned grilles with new 
combination parking and direc- 
tional-signal lamps. Six solid col- 
ors will be available plus three 
two-tones for pickup models. 

Studebaker has emphasized driver 
safety with nonglare instrument 
panels with crash pads, full-width 
rear window, shockless cross-link 
steering, engineered low center of 
gravity and enclosed cab _ steps. 

Seat belts are optional on all 
models. 

Other new features include a 12- 
volt electrical system, ignition-key 
starter, oil-bath air cleaner and 
larger springs. 





Two-Stage Springs— 

Standard on Studebaker’s 1956 light- 
duty trucks are two-stage springs. The 
medium-duty models also have larger 
capacity springs with the two-ton vehicle 
boasting a 38 percent increase in rear 
spring combined efficiency to 6,600 
pounds. 





Redesigned Grille— 
A wider, more massive hood and rede- 
signed grille are features of Studebaker's 
1956 Transtar trucks. Parking and direc- 
tional-signal lamps are included in the 
grille. GVW ratings in the Transtar line 
range from 4,800 to 16,000 pounds. 





Houdaille-Hershey Is Now 


Houdaille Industries, Inc. 


BUFFALO. — Houdaille Indus- 
tries, Inc., is the new name of 
the corporation which since 1929 
has been known as Houdaille- 
Hershey Corp., it was announced 
last week by Ralph F. Peo, presi- 
dent. 

Executive offices have been 
moved here, where four of the 
company’s 12 businesses are lo- 
cated. Houdaille acquired Fron- 
tier Industries, Inc., here this 
year. Peo said stockholders ap- 
proved the change of name. 














IN TODAYS COMPETITION 


USE OUTDOOR 
FOR MORE 


If you want to sell, your customers must SEE your »» oe piceanm sat te METIS 
ps ea eo 
message. OUTDOOR delivers more customers at lower 
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cost than any other major medium (15c per 1000 for 
the average national campaign). 


T.A.B.* STUDIES point out that the average 
person sees OUTDOOR 22 times per month. 
In a typical market area 93% of the people 
see OUTDOOR. 


And a recent POLITZ research project shows the 





average exposure time is a solid 32 seconds. 


Ask your advertising agency, or nearest OAI repre- 
sentative to show you how OUTDOOR can put more 
“SEE-POWER” in your advertising. Plus greater fre- 
quency, coverage and flexibility—at lowest cost. 
*Traffic Audit Bureau 





OUTDOOR ADVERTISING INCORPORATED 


NATIONAL SALES REPRESENTATIVE OF THE OUTDOOR MEDIUM 
60 EAST 42nd STREET, NEW YORK 17, N.Y. 


ATLANTA « BOSTON + CHICAGO «+ CLEVELAND + DETROIT » HOUSTON 
LOS ANGELES + PHILADELPHIA + ST. LOUIS «+ SAN FRANCISCO + SEATTLE 





Put Your Advertising Outdoors And Watch America Go Buy ! 


Copyright 1955 Outdoor Advertising inc. 








FOR. CUSTOMERS 


ADVERTISING — 
"SEE-POWER! 


Poster designed by J. Walter Thompson Co. 
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TRAILER-DUMP SERIES—A series of single 
and tandem axle trailer dumps and four- 
wheel trailers, with payload capacities of 
up to 30 cubic yards, has been announced 
by Hercules Steel Products Co., Galion, O. 
Equipped with front-mounted, single cylin- 
der telescopic hoist, the units are designed 
for over-the-road hauling of aggregates 
and other bulk materials, it is claimed. 
Lifting capacities of up to 35 tons are 
provided by a single 5 sleeves, 8-inch 
hoist, mounted on 17 to 24-foot single and 
tandem axle trailer dumps. Similar capa- 
cities afforded by a 4 sleeve, 7-inch hoist 


offered on, 17-foot single axle trailer 
dumps and full trailers. 
* * ~ 


Heil Bulletin Describes 

Heavy-Duty Dump Bodies 
Detailed specifications of Heil 

LH-11 and H-11 heavy-duty dump 


bodies are contained in Bulletin 
BH-55107, available from Heil Co., 


Body and Hoist Sales Division, 


Milwaukee 1, Wis. 





DIESEL MUFFLER—Stack-type mufflers for 
diesel trucks, said to offer a minimum of 
back pressure combined with a tone con- 
trol lower than those specified by the 
S. A. E., have been added to the Harflo 
line. The mufflers are of modified 
“through” design, with two baffles and an 
interrupted, perforated pipe in the sound 


chamber. Construction is 16 gauge steel 
throughout. They are available in four 
universal models, one of which will fit 


three out of five present-day diesel trucks 
without adaptors of any sort, it is claimed. 
Harflo Products, 2609 Jenkintown 
Ardsley, Pa. 





LIGHTING EQUIPMENT — The Dynaseal 
emergency lighting unit is 17 inches long, 
7 inches wide and 11% inches high, and 
uses the hermetically sealed Dynaseal 
nickel-cadmium, lifetime battery. The unit 
includes automatic charging facilities and 
turns on automatically when power fails 
and rapidly restores full battery energy 
once power is resumed, it is claimed. The 
emergency lighting units, lamps excepted, 
are unconditionally guaranteed for 10 
years. Dynaseal Lighting Corp., 5 Hadley 
St., Cambridge 40, Mass. 

eo ee 


Two Booklets Published 


On Power Gate Models 


Two booklets have been published 
showing operations of the T-600 an 


T-1100 Daybrook speedlift power | 
gates manufactured by Daybrook| ..5 ti iabl 
hydraulic division of L. A. Young! °, a 


Spring & Wire Corp. 
Copies of the illustrated folders 
may be obtained by writing for 


Rd.., | 
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forms T-655 or T-1155 to Daybrook 
Hydraulic Division, L. A. Young 
Spring & Wire Co. Bowling 
Green, O. 





HEAVY-DUTY CLUTCH — Developed and 
field tested for heavy-duty clutch service, 
Morlife clutches are best adapted for 
heavy machines such as tractors, trucks, 
bulldozers and earth movers, it is claimed. 
The clutch is said to provide up to 100 
percent more torque capacity and permits 
the use of smaller diameter, less expensive 
clutches. With work life increased as much 
as 400 percent, the Morlife clutch is recom- 
mended for use only when specifically en- 
gineered into the machines in which it is 
to serve. Department E, Rockford Clutch 
division, Borg-Warner Corp., 1301 18th 
Ave., Rockford, Ill. 

ae a 


| Kramer’s Ratchet Wrench 


Employs Steel Rollers 


Kramer Fabricating Co. has in- 
troduced a one-piece, open-end 
roller ratchet wrench which 
Kramer said will fit over badly 
burred or heavily painted nuts due 
to spring expansion allowed behind 
the rollers. 

The firm said the new wrench, 
called Cam-Loc, will not mar 
chrome-plated fittings and can be 
used with socket attachments for 
square drive sockets. A folder on 
the wrench has been issued and 


can be obtained by writing Kramer 
Fabricating Co., Fisher Bldg., De- 
troit 2, Mich. 





FOOTING MATERIAL — Development of 
a safe-footing material for unlimited ap- 
plication on transportation equipment has 
been announced. The material assures 
positive, safe footing and eliminates slip- 
pery conditions due to grease and ice 
coating, it is claimed. Bustin Firm Grip 
Corp., Dover, N. J. 

+ 2: S 





QUARTER-TON TRUCK — The Simplex 
Automatic is a pick-up and delivery serv- 
ice vehicle featuring a 500-pound payload 


|(10 cubic feet) capacity compartment. ‘it 
| is said to produce mileage up to 75 miles 


on a gallon of gas at a maximum speed 
of 35 m.p.h., and employs a completely 
speed centrifugal type 
clutch and transmission to eliminate shift- 
ing. It is powered by a 5-horsepower en- 
gine with twin ignition. Wilaco, Inc., 1421 


|S. Michigan Ave., Chicago, Ill. 











GRAMM TRAILER — Manufactured by 
Gramm Trailer Corp., Lima, O., this trailer 
was exhibited at the American Trucking 
Assn. convention in Washington. Made for 
Gro-Cord Rubber Co., Lima, O., an inno- 
vation on the unit is a Neon Products 
illuminated Platilux 500 sign in the nose 
of the trailer. 

a 


Air-Condition Booklet 


A four-page illustrated bulletin 
describes the new line of Ellis & 
Watts air conditioners, mobile units 
designed primarily for military 
trailers. The bulletin is available 


from Ellis & Watts Products, Inc., 
Post Office Box 33, Cincinnati 36, O. 


* * * 








STEP-DOWN TANK—Master is producing 
a step-down LPG truck tank which offers 
increased capacity at the same time it 
gives lowered center of gravity and de- 
creased wind resistance, it is claimed. 
Called Master Max No. 210, it is fabri- 
cated of lightweight alloy materials to 
obtain minimum dead weight and _ in- 
creased payload, and is built in various 
sizes and capacities. Master Tank & Weld- 
ing, Dallas, Tex. 

s hh ‘2 


Reprints Tell How to Fix 
Reinforced Plastic Fenders 


Free reprints of instructions on 
repairing reinforced plastic fenders 
are offered by Lunn Laminates, 
Inc., manufacturers of laminated 
plastic delivery truck bodies. 

For copies of the reprints write | 





to: Sales Department, Lunn Lam- | 
inates, Inc., Huntington Station, 


Long Island, N. Y. 


7~ * * 
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TRAILER DUMP—The model STM (SP) 
Transporter is a tandem-axle trailer dump 
for use with single-axle tractors, and is 
equipped with a self-powered hydraulic 
hoist. Designed for materials hauling use 
in mixed fleets, the trailer dump is fitted 
with @ complete hydraulic system including 
an auxiliary engine, hydraulic pump, 
spool-type control valve and hydraulic oil 
reservoir, as well as Duo-scopic hoist cylin- 
ders. Galion Allsteel Body Co., Galion, O. 

oe 


Tandem Conversion Offered 
For Studebaker Trucks 


A tandem rear axle conversion 
for Studebaker E38 trucks has been 
made available to dealers by F.A.B. 
Mfg. Co., 1249 Sixty-seventh St., 
Oakland 8, Calif. 

The axle increases GVW rating 
from 16,000 pounds to 29,000 pounds. | 
In addition to a direct drive, there! 





is an underdrive ratio of 2.23 to 1) 


NEW PRODUCTS 


that gives 10 speeds forward with 
a five-speed transmission. A power 
selector makes it possible to drive 
either or both of the rear axles. 

* * * 





HORN BUTTONS —A universal plastic 
horn button with an adjustable ‘‘wrap- 
around” bracket for mounting on any 
steering column with 14% to 3-inch diame- 
ter has been marketed. The unit is secured 
by a single bolt which does not project 
beyond the bracket, it is claimed. A nut 
is said to strengthen the grip by eliminat- 
ing stripped threads. They are available 
in ivory or maroon and are displayed on 
a yellow and brown, pilfer-proof display 
card. Joseph Pollak Corp., 75-79 Freeport 


St., Boston 22, Mass. 
se 


Mail-Order Diesel Repairs 


A mail-order operation in rebuild- 
ing diesel engine fuel injection sys- 
tems is offered by the Hancock 
Diesel Service Co., Findlay, O. The 
firm can repair GMC injectors and 
Bosch and International pumps. 


* * * 





ELECTRIC FLARE — The Flashing Flare 
Beacon, model 108-F, features a flashing 
bulb covered by a red Fresnel lens of 
molded plastic and a push-button switch. 


It is powered by one standard 6-volt lan- 


tern battery housed in a waterproof steel 
case. Lenses are also available in blue, 
green, amber and clear. U-C Lite Mfg. 


Co., 1050 W. Hubbard St., Chicago 22, lil. 


* * * 





DOOR PAN—A plastic door pan for re- 
frigerated doors, said to be moisture-proof 
and corrosion-free, has been marketed. 
Made of reinforced fiberglas called Lami- 
cor, it does not warp or swell when 
affected by extremes of temperatures, it is 
claimed. Said to be suitable for new doors 
as well as a replacement in existing doors 
that are warped or damaged, the pan 
comes in sizes up to 8814 inches high. 
Strick Plastic Corp., Box 5037, Philadel- 
phia 11, Pa. 


i 


ELECTRIC TAILGATE—The Electro-Gates 
are produced in eight different models for 
trucks ranging from ¥2-ton pickups to 1¥/- 
ton flatbeds. Smaller models have an 800- 


pound capacity; largest model, 1,200 

pounds. The unit is battery-operated with 

a direct connection to the truck battery. 

Pushbutton controls raise and lower the 

platform. Hi-Tender Co., Leavenworth, Wash. 
ae 


Truck Body Folder 


“The Herman Family of Bodies” 
is a free accordion-fold, color folder 
which presents pictorially a num- 
ber of models in the firm’s line of 
truck bodies. Herman Body Co., 


4400 Clayton Ave., St. Louis 10, Mo. 


* * * 





TRACK—Brown-Line has developed the 
lightweight 75S-T aluminum alloy track 
and component fittings capable of han- 
dling loads of over 5,000 pounds per 
fitting. The smaller section track is said to 
afford a 20 percent weight reduction over 
previous installations. Designed as an 
integral part of Brown-Line’s “Bonus 
Load” second deck installation, the track 
is now available for modefications or new 
construction. Brown-Line Corp., 241 N. 
Foothill Rd., Beverly Hills, Calif. 

o” * cd 


Welding Catalog 


A 16-page catalog featuring 
equipment for inert - gas - shielded 
metal arc welding is available from 
Air Reduction Sales Co., 60 E. 
Forty-second St., New York 17, 
N. Y. 





MARKER LIGHT—A two-bulb, single-wire 
truck-trailer marker light, said to be water- 
proof and dustproof, has been marketed 
by R. E. Dietz Co. Known as the model 59 
Clearance-Marker Light, the complete unit 
is only 15/16 of an inch in thickness. The 
light is said to exceed S. A. E. require- 
ments by producing a total of 13 candle- 
power with two 2-candle-power bulbs. If 
one bulb goes out, the other bulb is still 
lighted, it is claimed. Lucite lens are 
available in red, amber, green or white. 
R. E. Dietz Co., 225 Wilkinson St., Syra- 
cuse 1, N. Y. 





*x * + 


Refuse Collection Bodies 


Have Automatic Control 


A line of Load-Packer truck 
bodies which compacts refuse auto- 
matically has been announced by 
Gar Wood Industries, Inc. A single 
lever closes the body door, compacts 
the rubbish and refuse and reopens 
the door. 


The compacting door can be 
stopped and restarted at any point 
in its cycle. Gar Wood Industries, 
Inc., Wayne, Mich. 
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Auto Personnel 





Robert G. Magnuson has been| rics. John Wilson will continue 4S) ,.cicstant to the 


named manager of retail stores for| head of both merchandising and 


General Tire & Rubber Co. For-| 


sales for decorative fiber glass 


merly, assistant manager of retail! fabrics. 


stores, Magnuson succeeds F. A. 
Duffy, who resigned to join his 
brother Bernard as General Tire’s 
distributor in Atlanta. Magnuson 
also has directed sales in Denver 


and Tacoma, Wash. 
* * * 


Witting in New Post 
Chris J. Witting, formerly presi- 
dent of Westinghouse Broadcasting 
Co., has been appointed general 


manager of consumer products for 
Westinghouse Electric Corp. 
* + * 


DeSoto Appoints Brentz 


* * * 


Romer Joins Rayon Firm 


Marian Romer has joined the} chief engineer. 
* 


merchandising division of Indus- 
trial Rayon Corp., New York. He 
will work in market development 
and fabric creation for the firm’s 
new staple fiber. 

* * * 


New Chrysler Division 


Appoints Hardig, Swigert 
Arnold W. Hartig has been named 


| plant manager and Arthur W. Swi- 
gert works manager of Chrysler 


Y. M. Posthuma, DeSoto Los) Corp.’s newly acquired Detroit Uni- 
Angeles regional manager, has an-| versal Division. 


nounced the appointment of Ray D. 


Brentz as regional used-car man- P 


ager. 
* * + 


General Tire Appoints 


Bradley and Casterline 


General Tire & Rubber Co. has 
announced promotions of Albert 
S. Bradley as Houston manager 
and Don E. Casterline as Detroit 
manager. 

Bradley joined General two 
years ago and succeeds A. B. 
Nichols, who has resigned. Caster- 
line was assistant Detroit divi- 
sion manager and was upped to 
replace Morgan J. Morgan, now 


San Francisco manager. 
* * * 


McGowan Steps Up 


Allis-Chalmers Mfg. Co., Milwau- 
kee, has named William J. Mc-| 
Gowan to a newly created post as 
director of the industrial and com-| 
munity relations division. McGowan | 
had been an attorney in the legal| 
division. 

* * * 


Ford Appoints Two 


John Stirling has been named} 
industrial relations manager and 
John S. Callahan has been ap- 
pointed controller for the new Ford 
engine plant being constructed at 
Lima, O. 


* * * 


Dayton Rubber Names Koch 


Winton C. Koch has been named 
tire sales promotion manager for) 
Dayton Rubber Co., Dayton, O. He} 
formerly was associated with an 
Akron rubber firm in advertising, | 
sales promotion and merchandising | 
capacities. 

oz * 


Stuyvesant Elects Olson 


Maurice G. Olson has been elected | 
executive vice-president and direc- | 
tor of Stuyvesant Insurance Co., a 
subsidiary of General Acceptance 
Corp.. Allentown, Pa. He also was 
made vice-president and director of 


Stuyvesant Life Insurance Co. 
*« * = 





Coward Replaces Lancaster 


Thomas A. Coward, formerly 
coordinator in the Mercury dealer 
placement department, has been 
named assistant Cincinnati district 
sales manager for Lincoln and Mer- 
cury, succeeding J. W. Lancaster, 
who has been appointed Pittsburgh 
district L-M sales manager. 

7” * * 


Nelson Named to Huck Post 


Huck Mfg. Co., Detroit, has ap- 
pointed Donald R. Helson assistant 
sales manager. 

= +” 


ATC Appoints Grayson 


John D. Grayson has been named | 
vice-president and treasurer of 
American Tractor Corp., Churu- 
busco, Ind. He came to ATS directly 
from Ford where he was a divi- 
sional controller. 

*” * : 


Reo Promotes Hill 


J. D. Hill has been named man- 
ager of Reo Motor Co.’s factory 
branch at Buffalo. He succeeds 
George Wilkins, now southwestern 
regional manager for Reo. 

~ + * 


Schwebel, Gusman Named 


J. P. Stevens & Co., Inc., New 
York, has announced that J. P. 
Schwebel and Irwin J. Gusman have 
joined the company in charge, re- 
spectively, of merchandising and 
sales of industrial fiber glass fab- 





The division, formerly Universal 
roducts Co. and its subsidiary, 
Formetal Co., was purchased by 


facturing vice-president of Univer-| 


sal Products. 
* 


a +” 
Eaton Division Promotes 


Gamundi, Murphy, Fisher 


R. F. Gamundi has been named 
general manager, 
Cleveland Heater division, Eaton 
Mfg. Co. 

George W. Murphy succeeds 
Gamundi as division superintend- 
ent. In another promotion, Ferd 
W. Fisher was appointed assistant 


* + 
Pesco Products Names 


Spotz Sales Manager 


Donald R. Spotz has_ been 
named general sales manager of 
the Pesco Products division of 
Borg-Warner Corp., it has been 
announced by R. G. Allen, Pesco 
president. ° 

Spotz will direct sales of Pesco 
hydraulic pumps, fuel pumps, 
electric motors and axial flow 


blowers. 
+ * = 


Airco Picks Champion 
W. M. Champion has been ap- 


Chrysler on Nov. 1. Hartig was| pointed district manager of Air 
treasurer and Swigert was manu-| Reduction-Sales Co.’s Shreveport] pointed manager of the molding 





“That’s what it did!” 





(La.) sales office. Champion has 
been with Airco since 1946, serving 
in various sales capacities at the 
Oklahoma City office. Since July, 
1954, he held the position of assist- 
ant sales manager there. 

* * * 


Bakelite Appoints Bruce 
Richard H. Bruce has been ap- 


materials division of Bakelite Co., a 
division of Union Carbide & Carbon 
Corp. Bruce will be responsible for 
sale of the company’s plastic mold- 
ing materials for all purposes, in- 
cluding automotive applications., 
Formerly eastern zone manager, he 
succeeds D. A. Munns, who is join- 
ing the market development depart- 
ment. 
* * * 


Mercury Appoints Pair 


Thomas B. Faulkner has been 
named manager of Mercury’s man- 
ufacturing engineering department, 
and Edward C. Cavey has been 
appointed manager of the facilities 
planning department. Faulkner 
formerly was a section supervisor 
in manufacturing engineering, while 
Cavey served as assistant manager 
of facilities planning. 

* * * 


| Greenwood Heads Field Sales 
For F. J. Stokes Machine 


Samuel H. Greenwood has been 
promoted to field sales manager of 
| F. J. Stokes Machine Co., Philadel- 
|phia, and Fred Hillsley has been 
appointed to succeed Greenwood as 
Philadelphia district manager. Hills- 
ley formerly was a district sales 
engineer. 











WHEN YOU’RE THE MAN 


WHO STOCKS AND SELLS 


CARTER 





s FUEL PUMPS 


More and more CARTER Fuel Pumps are being 


installed as original equipment by leading 


automotive manufacturers. This means that a 


BIGGER replacement market is building up for 


you every day! 


Cash in on the growing popularity of nationally- 


advertised CARTER Power Center Fuel Pumps 


. . » For full details on this BIG business oppor- 


tunity, call your CARTER supplier. 


CARTER CARBURETOR 





CORPO 


St. Louis 7, Missouri 


RATION 
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$1,890, $1,850. '55 Corvette, $2,350*; Bel 
Air (8) 4-dr., $1,925*, $1,780*, 2 at §1,- 
760*, $1,720*; Delray coupe, $1,500*; %- 


Used-Car Auction Prices | 2.5% tt sits f. 





Average Used-Car Prices 


- -dr., $575. '52 SL Deluxe 2-dr., . 
we Prmeweere <e (Compiled by Automotive News) 
CHRYSLER—’56 we. 4-dr., 3,500" fp") ; hi Out sept 
Windsor Hardtop, $2,905* (ps). ’ nd- - -? +9 
Market Trend sor 4-dr., $2,145* (ps). ‘54 NY 4-dr., To Date 1955 1955 


$1,820* (ps), $1,555* (ps). '53 Windsor 
The overall average price of used cars sold at wholesale auction 4-dr., $910°. 


declined $6 last week, according to Automotive News’ index. ware awe peme ‘) Same. $1,- 
The model-by-model trend was downward, except for ’50s, which Powermaster 4-dr., $755, $640. '52 Cus- 
gained $1, and '52s, which held unchanged from the previous week’s i so. $585* (ps). '51 Custom Hard- 
op, Ps 
oe . 4 $1; 40s, 4 94; OA DODGE—'55 Sean Hardtop, $2,010", 
Declines included: ’53s, down $1; ’51s, down $1; own $4; ’54s, $1,860*; 4-dr., $1,855; Coronet (8) Hard- 
dow $8; "4s, down $14, snd 'S5e, down $18 te Ee 
New lows were established by the prices of ’55s, ’54s, 53s and ’51s. (8) 4-dr., $750, $645*, $640°. , 
Demand was virtually unchanged last week, with 73.3 percent of all a Be ee fa) Vistoria’ ga,see 
offerings being sold. In the previous week, the sales ratio had been (ps), 5 at $2,365*; Main (6) 2-dr., $1,- 


73.6 percent. A month earlier, it had been 69.2. Consignments, however, | 695. '55 Thunderbird, $2,820° (ps), $2,- 


‘ * 
$2,024 $2,027 
1,267 1,281 
862 899 
578 634 
412 432 
291 316 


203 216 
165 171 


Average... $ 943 $ 725 $ 747 
* Prices of 1956 models added to tabulation; prices of ’48s dropped. 


dan, $2,100; Fairlane (8) ‘ ; 
were lower, with an average of 139 units per auction. In the previous | 1°; Si"s73. 2 Me zi0° (ps), $L735°, || (The above figures are averages of used-car auction prices, all makes 
week, offerings had averaged 162. Custom (8) 4-dr., $1,700, $1,350, $1,330 and models, carried in Automotive News.) 


‘ : ; 1,325. °54 Crest (8) Victoria, $1,225°; 
Prices marked with an * indicate a unit equipped with an automatic Screen (8) 4-dr., 3 at $900; Main (8) 





transmission or overdrive and (ps) indicates power steering. 2-dr., $705. '53 Crest (8) Victoria, $1,-| Super 4-dr., $2,350*. '54 (88) Super 4- 
155, $1,100*. dr., $1,760* (ps), $1,455* (ps); (98) Holi- 
DENVER CADILLAC—'56 (62) coupe de Ville, $5,-| HUDSON—'55 Rambler 4-dr., $1,050. '50 day, $1,775* (ps). ’53 (88) Super 2-dr., 
300* (ps). °55 Eldorado conv., $4,520* Commodore (6) 2-dr., $165. $1,075*. 

(Colorado Auto Auction. Sale every Mon- (ps); (62) coupe de Ville, $4,420* (ps), | LINCOLN—’51 club coupe, $410*. PACKARD—’'53 Clipper Hardtop, $875*. 

day. Prices are for sale of Nov. 21.) $4,300* (ps), $4,100* (ps); coupe, $3,-| MERCURY—’56 Montclair Hardtop, §2,- ’51 Deluxe 4-dr., $230*. 
(Sold 225 cars out of 330 offerings.) 900* (ps), $3,820* (ps); (60) 4-dr., $4,- 650*. '55 Monterey Sport coupe, $2,180*;| PLYMOUTH — '55 Belvedere (8) Sport 
BUICK—’56 Super Riviera, $3,110* (ps). 070* (ps). ’54 (62) coupe de Ville, $3,- Custom 4-dr., $1,825. coupe, $1,795, $1,685*. °53 Cranbrook 
‘55 Century Riviera, $2,895* (ps), $2,- 460* (ps), $3,400* (ps). NASH—’55 Ambassador 4-dr., $1,825*. ’50 4-dr., $605. °52 Cambridge Suburban, 


500*, $2,410*, $2,280*, $2,210*, $2,200°; | CHEVROLET—’56 Bel Air (8) 4-dr., $2,- Ambassador 4-dr., $100. $730. °51 Cranbrook 4-dr., $290; Con- 
Special tnivieres $2,160 $2,040; 4-dr., 500°, $2,410*, 2 at $2,250*, $2,230, $2,-| OLDSMOBILE—’56 (88) Super 4-dr., $2,- cord Business coupe, $250. ‘50 4-dr., 
$2,010, $1,610; Super Riviera, $1,780*. 075; Sport coupe, 3 at $2,370*, $2,325; 800*; Deluxe Holiday, $2,690*. ’55 (98) $240. : 

f ‘63 Super Riviera, $1,190. '50 Special Two-ten (8) Handyman, 3 at $2,400*, Holiday, $2,880* (ps), $2,660* (ps); 4-| PONTIAC—’56 Star Chief (8) Catalina, 
2-dr., $210*. $2,375, $2,375*, $2,255*, $2,225; 2-dr., dr., 2 at $2,340* (ps), $2,300* (ps); (88) $2,750°; 4-dr., $2,525*%; Chieftain (8) 





... month after month 1st 


-~ CINCINNATI 
IN 


GENERAL DISPLAY 
ADVERTISING 





THE 


LEADERSHIP 


According to Media Records reports for the first eight 
months, 1955, the TIMES-STAR leads its nearest daily 
competitor by 214,302 lines of General Display 
advertising. 


| - CONTINUING GROWTH 


In 1955, the TIMES-STAR has continued to solidify 
° its position as Cincinnati's top daily newspaper in Gen- 
eral Display advertising . . . having gained 90,076 

lines during the first eight months of the year. 






Largest evening newspaper in Cincinnati's A. B. C. City Zone. | 
ui 
CINCINNATI TIMES-STAR— 





GENERAL ADVERTISING REPRESENTATIVES: O'MARA & ORMSBEE, NEW YORK, CHICAGO, DETROIT, SAN FRANCISCO, LOS ANGELES 
FLORIDA REPRESENTATIVE: HAL HERMAN, MIAMI BEACH 





Catalina, $2,470*, $2,415*, $2,390*, $2,- 
315*, $1,960*. °55 Star Chief (8) Cata- 
lina, $2,150*; Chieftain (8) 2-dr., $1,- 
670. 


STUDEBAKER — '54 Champion station 
wagon, $1,195; Commander station wag- 
on, $1,175. 


WILLYS—’56 %-ton pickup, $1,925. ’'55 
Jeepster, $1,400. '52 %-ton pickup, $455. 


MISCELLANEOUS—’56 GMC %-ton pick- 
up, $1,415. '54 GMC Suburban, $820. ’49 
GMC %-ton pickup, $240. 


EBENSBURG, PA. 


(Ebensburg Auto Auction Co. Sale every 
Wednesday. Prices are for sale of Nov. 
23.) 


(Late models moving very well, with 
clean autos in excellent demand. °50s 
to ’53s very firm. Sold 75 cars out of 91 
offerings.) 


BUICK—’53 Super 4-dr., $910*; Special 
4-dr., $780*. ‘50 Special 4-dr., $105*. 
‘49 Super 4-dr., $130°. 

CADILLAC—'55 (62) conv., $4,000* (ps). 
"51 (62) 4-dr., $1,050*. 50 (61) 4-dr., 
$705*. ; 

CHEVROLET—'55 Two-ten (8) 2-dr., $1,- 
400*. '52 SL Deluxe 2-dr., $515*, $500*, 
$485; SL Special 2-dr., $450. '51 SL De- 
luxe 4-dr., $390. '50 FL Deluxe 2-dr., 
$276, $265; SL Deluxe 4-dr., $210; 2-dr., 
$225*. '49 SL Deluxe 4-dr., $220. '48 2- 
ton wrecker, $200; FL Aerosedan, $160, 
$150. 

CHRYSLER—’49 Royal 4-dr., $170. 

DeSOTO—’49 Custom 4-dr., $145. 

DODGE—'52 Coronet 4-dr., $410. '51 Cor- 
onet Diplomat, $340. '50 Coronet 4-dr., 
$280, $240*; Meadowbrook 4-dr., $105*. 
49 Coronet 4-dr., $105*. 

FORD—’'55 Custom (8) 4-dr., $1,540*. °53 
Main (8) 4-dr.,’ $710; %-ton pickup, 
$575. '52 Custom (6) 2-dr., $525; Main 
(8) 2-dr., $500, $465, $440. '51 Custom 
(8) Victoria, $550*; 2-dr., $415*, $275°; 
conv., $300*; Deluxe (8) 2-dr., 2 at $405. 
‘50 Custom (8) 4-dr., $310*; Custom (6) 
2-dr., $380; 4-dr., $170; %-ton pickup, 
$300. '49 Custom (8) 2-dr., $170*; 4-dr., 
$155°. 

LINCOLN—’52 conv., $1,175*. 

MERCURY—’50 2-dr., $230. 

OLDSMOBILE—’52 (88) 4-dr., $520*. ‘51 
(88) 4-dr., $770*; (98) Holiday, $545*. 

PLYMOUTH—’'54 Plaza Suburban, $1,075. 
‘53 Cranbrook Belvedere, $830*, $760. 
‘51 Cranbrook conv., $225. '50 Deluxe 
4-dr., $250. °'49 Special Deluxe 4-dr., 
$200, $135. 

PONTIAC—’54 Chieftain (8) station wag- 
on, $1,360%. °52 Chieftain (8) 4-dr., 
$610*. ’51 Silver Streak (6) 2-dr., $475. 
‘49 Silver Streak (8) 4-dr., $155*, $150. 

STU DEBAKER—’54 Champion 2-dr., $685. 
‘52 Champion 4-dr., $300. '50 Champion 
4-dr., $200*. 

WILLYS—’52 wrecker, $875. 


ALBANY 


(Tim Anspach Auto Auction. Sale every 

Monday. Prices are for sale of Nov. 21.) 

(The first breath of winter chilled car 
offerings here today. One hundred fifty 
good buyers swarmed the auction, snap- 
ping up clean wholesome autos at good 
prices. Car quality ran above the average 
as we had many low-mileage, fresh, used- 
cars and not too many bums. New autos 
were again hard to sell at prices asked. 
Sold 123 cars out of 149 offerings.) 

BUICK—’55 Special Riviera, $2,180* (ps). 
’54 Century 4-dr., $1,460*. ‘53 Super 
Riviera, $1,150*; conv., $875*; Special 
Riviera, $1,010*; 4-dr., $850. ’51 Special 
4-dr., $460. '50 Super Riviera, $430; Spe- 
cial 4-dr., $210*. 

CADILLAC—’54 (60) Special 4-dr., $3,215* 
(ps). '52 (60) Special 4-dr., $1,575*; (62) 
4-dr., $1,560°*. 

CHEVROLET—’56 Bel Air (8) Sport coupe, 
$2,250°; 4-dr., $2,250*; 2-dr., $2,070°; 
Two-ten (6) station wagon, $2,020; 2-dr., 
$1,790*. '55 Two-ten (6) 2-dr., $1,320. 
’54 Bel Air 4-dr., $1,050; Two-ten 4-dr., 
$900, $890, $870; 2-dr., $890; One-fifty 
4-dr., $780; 2-dr., $750, $740. '53 Two- 
ten 2-dr., $710, $690, $640, $575*; 4-dr., 
$700; 1%-ton panel, $500. '52 SL Deluxe 
Bel Air, $585; 2-dr., $550, $400; 4-dr., 
$475*; SL Special 4-dr., $525. ’51 FL De- 
luxe 4-dr., $410*. '50 FL Deluxe 2-dr., 
$300*; SL Deluxe 2-dr., $280*; 4-dr., 
$175; SL Special 4-dr., $165; Delivery 
sedan, $150. "49 SL Deluxe conv., $165; 
2-dr., $140, $100. 

CHRYSLER — ’52 Saratoga 4-dr., $720*. 
*51 Windsor conv., $260*; NY club coupe, 
$230. 

DeSOTO—’52 Fire Dome (8) 4-dr., $385*; 
Custom 4-dr., $230*. ’51 Deluxe 4-dr., 
$310. 

DODGE — ’54 Coronet 4-dr., $1,000. ’52 
Wayfarer 2-dr., $400. 

FORD—’56 Main (8) 2-dr., $1,710. 55 Cus- 
tom (8) 4-dr., $1,400; Main (8) 4-dr., 
$1,220; Main (6) 4-dr., $1,200. '54 Main 
(8) Ranch Wagon, $1,190; Custom (6) 
4-dr., $985. '53 Custom (8) 2-dr., $750, 
$675. '52 Crest (8) Victoria, $670; Main 
(6) 4-dr., $470. ‘51 Custom (8) Vic- 
toria, $460*, $360; 4-dr., $390*, $315*; 
conv., $310; 2-dr., $230*. '50 Custom (6) 
2-dr., $220. '49 Custom (8) 2-dr., $205°*. 

HUDSON—’53 Wasp 2-dr., $570*. 

KAISER—’52 Deluxe 4-dr., $140. 

LINCOLN—’'54 Capri 4-dr., $1,750* (ps). 

MERCURY—’55 conv., $1,950*, ‘53 4-dr., 
$930, $875*. '52 4-dr., $740; conv., $720. 


(Continued on Page 43, Col. 1) 
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MERCURY—’53 Monterey 4-dr., $800*. '52| $695, $650; One-fifty 2-dr., $585, $535.| PACKARD—’55 Patrician 4-dr., $2,750* 
4-dr., a Sport coupe, $590. °49 se- ‘52 SL Deluxe Bel Air, $700°, $595°*; SL (ps). °54 Clipper 4-dr., $1,210*. 
e e dan, $110. Special 4-dr., $440*, $395*. *51 FL De- PLYMOUTH—’55 Savoy (8) 4-dr., $1,535*, 
U se — or uction rices NASH — ‘53 Statesman 4-dr., $455. '51| luxe 2-dr., $395. $1,375*; Savoy (6) 4-dr., $1,370. ‘54 
Statesman 4-dr., $270. =" ae ae ae ape. he We cons’ on a oe Savoy «Fhe "8 
-| (ps). '54 4-dr., $1,220*. °5 4-| $850*, $810, $795; Plaza 4-dr., ; 
ona30. "82 (88) Supe, ter. game ee &) dr., $850* (ps); Windsor 4-dr., $785*. Concord Suburban, $690; Cranbrook 4- 
Super 4-dr., $500*. "49 (88) 4-dr., $180.| DeSOTO—’55 Fire Dome (8) Sportsman,| 4F., $595*; Cambridge 2-dr., $490. 
(Continued from Page 42) "48 (66) club coupe, $150*. $1,900*. °53 Custom 4-dr., $895* (ps).| PONTIAC—'56 Star Chief (8) Catalina, 
PACKARD—’53 (200) 4-dr., $605*. 52 Custom 4-dr., $360*. $2,705* (ps). '55 Star oe (8) Cata- 
51 2-dr., $385*, $350. 50 conv., $250*; | °'50 Super 4-dr., $295*; Special 2-dr.,| PLYMOUTH—'54 Savoy club coupe, $790; | DODGE—’53 Coronet 4-dr., $795*; 2-dr.,| lima, $2,050*, $2,040* (ps); Chieftain (8) 
2-dr., $110. $285*, $255*, $195*, $175; 4-dr., $200, Plaza sedan, $775. '53 Cranbrook 4-dr., $735*, $645*; Meadowbrook 2-dr., $505*. 4-dr., $1,640. '54 Star Chief (8) Cata- 
NASH—’51 Rambler conv., $150. $165*, $120*. '49 Super conv., $110. $525*. '51 Cambridge 4-dr., $195. 52 station wagon, $585°. lina, $1,555*; 4-dr., $1,210* (ps). '53 
OLDSMOBILE—'56 (88) Holiday, $2,670*; | CHEVROLET—’55 Bel Air (8) club m oops. PONTIAC—’52 Chieftain (8) 2-dr., $490. | FORD—’55 Main (8) Ranch Wagon, $1,-| Chieftain (8) 4-dr., $1,040* (ps); 2-dr., 
4-dr., $2,430*. ’°55 (88) Super 4-dr., $2,- $1,680*; Two-ten (6) 2-dr., $1,305. '54| STUDEBAKER—'51 Champion 2-dr., $205; 730; Custom (8) 2-dr., $1,350; 4-dr., $915°. 
230°! °54 (98) conv., $1,775* (ps): (88)| Bel Air 4-dr., $975*; Two-ten 2-dr.,| Commander club coupe, $150*; 2-dr.,| $1,155. '54 Crest (8) Victoria, 2 at $1,-| STUDEBAKER — '54 Commander club 
Holiday, $1,640*; 4-dr., $1,600* (ps), $895; 4-dr., $865*; Delray, $775. ’53 Bel $120. 360*, $1,140*; Custom (8) 4-dr., $1,025*, coupe, $805. '53 ee club coupe, 
$1,600". °51.(98) 4-dr., $500*; (88) 4-dr.,| Air 2-dr., $860, $745*, $700*; Two-ten $1,005*, $970, $935. '53 Crest (8) Vic-| $760*; Champion 2-dr., $470 
$445*, $410*; Super 2-dr., $400*. '50 (98) club coupe, $700; 4-dr., $655; 2-dr., CHICAGO toria, $1,190, $1,105*, $1,010*, $960*, 
4-dr., $360*. $595*, $500. '52 SL Deluxe 2-dr., $500; $935, $885*; Custom (8) 4-dr., $755*; DANVILLE, VA. 
PLYMOUTH—'55 Savoy (6) 2-dr., $1,290. 4-dr., 2 at $475, $435, $400*. °51 SL (Arena Auto Auction. Sale every Tues- Custom (6) 2-dr., $525. '52 Custom (8) ? 
'54 Savoy station wagon, $1,040. °53 Deluxe 2-dr., $300, $275*; %-ton pickup, | day. Prices are for sale of Nov. 22.) 4-dr., $635*%; Main (8) Ranch Wagon, (Danville Auto Auction. Sale every Wed- 
Cranbrook 4-dr., $810; station wagon, $450. ’50 SL Deluxe conv., $280; 2-dr., (Sold 329 cars out of 494 offerings.) $625. nesday. Prices are for sale of Nov. 23.) 
750. °52 Cranbrook 4-dr., $440. ‘51 $120; FL Deluxe 2-dr., §200*. '49 SL| BUICK—’55 RM Riviera, $2,550* (ps), $2,-| HUDSON—’55 Rambler 4-dr., $1,165. °53 (Continued excellent sales. Sold 97 cars 
Cranbrook club coupe, $335; 4-dr., $300; Deluxe station wagon, $215. '47 SM 4-dr., 540* (ps); Special Riviera, $2,375* (ps); Hornet 4-dr., $685*. °52 Hornet Holly-| out of 122 offerings.) ; 
Cambridge 4-dr., $130. $120. 4-dr., $2,320*; Super Riviera 2-dr., $2,- wood, $490. BUICK—’53 Special conv., $760. '51 Special 
PONTIAC—’56 Chieftain (8) Catalina, $2,- | CHRYSLER—’49 conv., $125. 250° (ps); Century Riviera, $2,250* (ps). | KAISER—’53 4-dr., $730, $703. 4-dr., $430; 2-dr., $400. ’°50 Super 4-dr., 
560* (ps); 4-dr., $2,420*. '55 Chieftain | DeSOTO—’51 Custom club coupe, $125. ‘54 Super Riviera, $1,630* (ps); Special | LINCOLN—’54 Capri coupe, $1,830* (ps); $505, $460, $375; 2-dr., $415; Special 
(8) 4-dr., $1,600", $1,420; 2-dr., $1,565. | DODGE—'51 Coronet club coupe, $300. '50| Riviera, $1,450*, $1,235*. ’53 Special 2-| 4-dr., $1,500*. 4-dr., $455, $310. '49 Super 2-dr., $255. 
’53 Chieftain (8) station wagon, $880. Meadowbrook 2-dr., $155. r., $1,235*; RM station wagon, $1,185*| MERCURY—’55 Montclair coupe, $2,225*, 47 Super 2-dr., $125. : “ 
52 Chieftain (8) Catalina, $530°*. FORD —’56 Fairlane (8) 4-dr., $2,125*| (ps). $1,920*; Monterey 4-dr., $2,005* (ps). | CADILLAC—'49 (62) 4-dr., $615*, $465. 
STUDEBAKER—’55 Champion Sport coupe, (ps). °55 Fairlane (8) conv., $1,730*| CADILLAC—’56 (62) 4-dr., $4,615* (ps). ’54 Monterey coupe, $1,475*; 4-dr., $1,- 48 (62) 4-dr., $330. 
$1,420*. ’51 Commander 4-dr., $170*. (ps), $1,600*. '54 Main (6) 2-dr., $735;; '55 (62) coupe de Ville, $3,970* (ps),| 125%; 2-dr., $1,085*. '53 station wagon, | CHEVROLET—'5S One-fifty (6) 2-dr., $1,- 
MISCELLANEOUS—’49 International 2-ton| 4-dr., $690. ’53 Crest (8) Victoria, $855;| $3,925* (ps), $3,890* (ps), $3,830* (ps);| $1,125; Sport coupe, $1,095. 100. ’53 Bel Air 2-dr., $975*, $870°; Two- 
Vanette, $160. Custom (8) 4-dr., $800, $765; station| coupe, 2 at $3,700* (ps), $3,625* (ps),| NASH—’54 Statesman 4-dr., $1,195*, $1,-| tem 2-dr., $855, $550; 4-dr., $720. ’52 SL 
. wagon, $750; %-ton panel, $445. '52| $3,575* (ps); (60) Special 4-dr., $3,755*| 120*; Rambler 4-dr., $960*. ‘53 States-| Deluxe 2-dr., $460. "51 SL. Deluxe 2-dr., 
FT. WAYNE. IND Crest (8) Victoria, $560; Custom (8)| (ps). '54 (62) coupe de Ville, $3,365*| man 4-dr., $975*, '$745*, $715*; club| $455. '50 SL Deluxe Bel Air, $475; 4-dr., 
= ’ . 2-dr., 2 at $510°; 4-dr., $495°; Custom| (ps); (60) Special 4-dr., $3,120* (ps).| coupe, $915*. ’52 Statesman 4-dr., '$490*.| $370; station wagon, $365; 2-dr., $350; 
(Carl Marker’s Auto Auction. Sale every (6) 2-dr., $440*. °51 Custom (6) 4-dr.,| CHEVROLET—’55 Bel Air (8) Sport coupe, | OLDSMOBILE—’55 (98) Holiday, $2,735* club coupe, $335. 49 SL Deluxe 2-dr., 
Tuesday. Prices are for sale of Nov. 22.)| $295*; Custom (8) club coupe, $210. '50| $1,775*, $1,655, $1,550; Two-ten (8)| (ps), $2,700* (ps), $2,535* (ps); (88)| $250; 4-dr., $235. '48 FM club coupe, 
(Consignments are still low. Bidding Deluxe (8) 4-dr., $180. '49 Custom (8) 2-| 4-dr., $1,455*, $1,400*. '54 Bel Air 4-dr.,| Holiday, $2,300* (ps), $2,245* (ps). '54| $105; 2-dr., $100. 
very active. Sold 88 cars out of 101 offer- r., $205; conv., $100. '47 %-ton pickup, $1,075*; Two-ten 4-dr., $1,005*, $985*, (98) Holiday, $2,150* (ps); conv., $1,- | DeSOTO—’51 Custom club coupe, 370. 
ings.) $103. $930; 2-dr., $850, $795; One-fifty 4-dr.,| 965* (ps); 4-dr., $1,785* (ps), $1,730*| DODGE—'53 Coronet 4-dr., $695°. 52 %- 
BUICK—’55 Century 2-dr., $2,375* (ps); | HUDSON—’51 Hornet 4-dr., $115*. $725. '53 Bel Air Sport coupe, $930*,| (ps); (88) Holiday, $1,925* (ps); 4-dr.,| ton Pickup, $530. '47 4-dr., $155. 
Super 2-dr., $2,295* (ps). ’52 Super 2-dr., | KAISER—’53 4-dr., -$280. $910; 2-dr., $785, $745*; Two-ten 2-dr., $1,700". (Continued on Page 44, Col. 1) 
$650*; Special 2-dr., $700, $550. ’51 Su- : 
per 2-dr., $625*; Special 2-dr., $565; 
Riviera, $530. ‘50 Special 4-dr., $315, 
$285, $100. ’49 Super 2-dr., $195, $135, y 
$105. 
i i ee Saal ait Why all your ’S56 GM demonstrators 
CHEVROLET—’'55 Two-ten (6) 2-dr., $1,- 
325. 54 Bel Air 4-dr., $970. ’53 Bel Air 
oth Sg gg Bag should be equipped with 


"51 SL Deluxe 2-dr., $425, $395, $320. 
’50 SL Deluxe 2-dr., $285, $230. 
CHRYSLER—’51 Custom 2-dr., $510*. ’50 
Imperial 2-dr., $175. °49 Royal 2-dr., 
$280. 
DeSOTO—’50 Deluxe 4-dr., $230. 
DODGE—’56 Meadowbrook 2-dr., 
‘55 Meadowbrook 2-dr., 
Coronet 2-dr., $300. 
FORD—’56 Country sedan, 
tom (6) 2-dr., $1,790. ’55 Fairlane (8) 
Victoria, $1,875*; Custom (8) 2-dr., $1,- 
340. '54 Main (8) Ranch Wagon, $925; 
4-dr., $765; Crest (8) Victoria, $990*, 
$790*, $655. 53 Crest (8) 2-dr., $850*; 
conv., $790; Custom (8) 2-dr., $720, 
$675. ’51 Custom (8) 2-dr., $295, $275, 
$200. °50 Deluxe (8) 2-dr., $255, $220. 
’°49 Custom (8) 2-dr., $155, $120; Deluxe 
(8) 2-dr., $150. ’47 2-dr., $100. '46 2-dr., 
$155. 
HUDSON—’49 Wasp 2-dr., $140. 
KAISER—’49 Manhattan 4-dr., $115. 
LINCOLN—’53 Capri 2-dr., $1,305*. 
MERCURY—’54 Monterey 4-dr., 
"52 Monterey 4-dr., $625, $560. 
NASH—’54 Rambler station wagon, $840; 
Statesman 2-dr., $805. ’53 Rambler 2-dr., 


$2,490°. 
$1,300*. °52 


$2,300; Cus- 


$1,180. 


$675; Statesman 2-dr., $495. ’52 Ambas- 
sador 4-dr., $350. 
OLDSMOBILE—’56 (88) Holiday, $2,650* 


(ps). '55 (88) Holiday, $2,345* (ps). 
(88) Holiday, $1,805* (ps). 
dr., $1,245*. '52 (98) 4-dr., 
(98) conv., $500*. '49 (88) 4-dr., $150. 

PACKARD—'51 4-dr., $425*. 

PLYMOUTH—’55 Savoy (8) station wagon, 
$1,705. '54 Savoy 4-dr., $820. ’53 Cam- 
bridge 4-dr., $600, $535; Cranbrook 4- 
r., $260. 

PONTIAC—’56 Chieftain (8) 2-dr., §2,- 
335*. '53 Chieftain (8) 4-dr., $805*. ’52 
Chieftain (8) 2-dr., $500, $475. 

$875. 
"52 


"54 
"53 (98) 4- 
$785*. ’51 


STUDEBAKER—’54 Champion 2-dr., 
’53 Champion 2-dr., $625, $390. 
Champion 4-dr., $330. 


N. PLAINFIELD, N. J. 


(Lebanon Auto Auction. Sale every Wed- 

nesday. Prices are for sale of Nov. 23.) 

(Brisk sale today with prices steady to 
slightly off. Sold 66 cars out of 97 offer- 
ings.) 

BUICK—’53 Special sedan, $900. ’51 Super 
sedan, $465*, $440*. "50 RM sedan, $240. 
’49 Super sedan, $220, $185. 

CADILLAC—’55 (62) 4-dr., $3,460* 
’49 (62) sedan, $590*. 

CHEVROLET—’55 Bel Air (6) 4-dr., $1,- 
400*. °54 Two-ten sedan, $800. '53 Bel 
Air 4-dr., §775*; Two-ten sedan, $720, 
$700; One-fifty sedan, $640, $590. ’°52 SL 
Deluxe sedan, $555, $550. ’51 SL Deluxe 
sedan, $470, $425. '49 SL Deluxe sedan, 
$230. 

CHRYSLER—’54 Windsor sedan, $1,100*. 
’52 Windsor sedan, $560*. 

DeSOTO—’53 Powermaster sedan, $860. 
Custom sedan, $300. 

DODGE—’52 Coronet sedan, $550. 
onet sedan, $340. 

FORD—'53 Custom (8) sedan, $790, $745; 
Custom (6) sedan, $680. '52 Custom (8) 


(ps). 


"51 


"50 Cor- 


sedan, $590, $540. '51 Custom (8) sedan, 
$300; conv., $185. "49 Custom (8) sedan, 
$120. 


MERCURY — ’56 Montclair Sport coupe, 
$2,600*. °53 Monterey Sport coupe, $1,- 
125*. '51 sedan, $375. ’49 sedan, $200. 

NASH—’53 Statesman sedan, $625. 


OLDSMOBILE—’54 (98) sedan, $1,625*. 
"52 (88) Super Holiday, $825*. '49 (98) 
sedan, $210. 

PACKARD — '52 sedan, $575. "51 sedan, 
$500, $350. 


PLYMOUTH—’53 Cranbrook sedan, $685, 
$650; conv., $500. ‘52 Cambridge sedan, 
$390. '51 Cranbrook sedan, $350, $300; 
Cambridge sedan, $300. 

PONTIAC—’54 Star Chief (8) Catalina, 
$1,625*. °52 Chieftain (8) sedan, $620*. 
’50 Silver Streak (8) sedan, $370, $295. 

STUDEBAKER—’53 Champion sedan, $400. 
'52 Commander sedan, $240, $145. 

WILLYS—’53 sedan, $460. ‘52 Jeepster, 


$400. 
MISCELLANEOUS — ’'52 Henry J sedan, 


$175. 
FLINT 


(Flint Auto Auction, Inc. Sale every 
Wednesday. Prices are for sale of Nov. 23.) 

(Prices on ’55s were slightly lower, 
but the prices on medium and older 
models remained steady. Sold 93 cars 
out of 141 offerings.) 

BUICK—’54 RM 4-dr., $1,435* (ps). °53 
Super Riviera, $1,030*, $1,025*, $900*; 
Special 4-dr., $650. ‘52 Special 4-dr., 
$540*; 2-dr., $405. °51 RM -4-dr., 








~ BE SURE your demonstrators are 
equipped with Safety Power Steering 
this year. And in tune with the times, 
don’t forget to emphasize the added 
security of P.S.; buyers will be more 
safety-conscious this year than 
ever before. Having Safety Power 
Steering on your demonstrators 
may frequently make the difference 
between a “looker” and a buyer! 


P.S. We're planning special maga- 
zine and TV advertising on Safety 
Power Steering to help pre-sell 


prospects for you, too! 





STEERING 


Experience shows that the more power equipment a demonstrator has, the 


more favorable impression it makes on prospects. That means more sales 
for you. Likewise, the more power options you sell a customer, the happier 
he (and especially she) will be with the car. That means more REPEAT 
sales for you. (A “stripped” model, on the other hand, may often mean 
a dissatisfied customer who'll try another make next time.) 


DEMONSTRATE 


GS afets WER steeninc 
aqucaw 


STEERING GEAR DIVISION OF GENERAL 


by 





MOTORS, 


Among all the power options offered on’ the 1956 GM cars, Power Steering 
makes the most dramatic and impressive contribution to driving ease 
and pleasure—every moment the prospect is behind the wheel! 


REMEMBER ... More customers will be completely 
sold on your great new ’S6 models when you... 


SAGINAW, MICHIGAN 





AUTOMOTIVE NEWS, DECEMBER 5, 1955 








Used-Car Auction Prices 





(Continued from Page 43) 


FORD—’'55 Custom (8) 2-dr., $1,690*, $1,- 
310; 4-dr., $1,500*; Fairlane (8) 4-dr., 
$1,655*. '54 Custom (8) 4-dr., $1,080°; 
Main (8) 2-dr., $830; Custom (6) 2-dr., 
$750. '53 Custom (8) conv., $975*; 4-dr., 
$805; %-ton pickup, $740. '52 Crest (8) 
Victoria, $755*, $725*; Custom (8) 4-dr., 
$685. ’°51 Custom (8) 2-dr., $605, $435; 
4-dr., $490, $480, $240; club coupe, $440; 
station wagon, $460; Deluxe (6) 2-dr., 
$300. °50 Custom (8). 4-dr., $365; 2-dr., 
$350, $310; Deluxe (8) 4-dr., $340; %- 
ton pickup, $355. '49 Custom (8) 2-dr., 
$330, $280, $135; conv., $200. '47 Deluxe 
(8) 4-dr., $215. 


MERCURY—'54 2-dr., $1,210°*. 


OLDSMOBILE—’52 (88) Holiday, $985°*; 
4-dr., $955*, $865, $700. '51 (88) 4-dr., 
$800*. °50 (88) Holiday, $660*; 4-dr., 
$480*; conv., $355°*. 

PACKARD — '52 4-dr., $610. '50 4-dr., 
$260. 

PLYMOUTH—’'54 Plaza 4-dr., $540, $530. 
'53 Cambridge station wagon, $800; 


Cranbrook 2-dr., $750. '52 Cambridge 
2-dr., $435; Cranbrook 4-dr., $350. 

PONTIAC—'52 Chieftain (8) 4-dr., $655°. 
‘51 Silver Streak (8) 4-dr., $500*, $355. 
"50 Silver Streak (8) 2-dr., $305. 


STUDEBAKER — '54 Champion station 
wagon, $955. "52 Champion club coupe, 
$430; conv., $325; 4-dr., $350; Com- 


mander 4-dr., $325. '51 Commander 4-dr., 





$255. '50 Commander 4-dr., $175; Cham- 
pion 2-dr., $105, 


OMAHA 


(Richard Abel Auto Auction. Sale every 
Thursday. Prices are for sale of Nov. 23.) 
BUICK — ‘55 Super 4-dr., $2,335* (ps); 

Century Riviera, $2,070*, $2,020*. ’'53 

Super conv., $1,050*. ‘49 Super 4-dr., 

$250. 

CADILLAC—'53 (62) 4-dr., $1,700°. ’'52 
(62) 4-dr., $1,550*. '51 (62) coupe, $1,- 
400°. 

CHEVROLET—’55 Bel Air (8) 4-dr., $1,- 
760* (ps); Bel Air (6) 4-dr., $1,600*; 
One-fifty (8) 4-dr., $1,295; One-fifty (6) 
2-dr., $1,340. '54 Bel Air Sport coupe, 
$1,220; Two-ten 4-dr., $950, $900. ‘53 
Two-ten 2-dr., $765. '52 SL Deluxe Bel 
Air, $605; FL Deluxe 2-dr., $350*. ’51 
SL Deluxe conv., $445. 

CHRYSLER — '55 NY St. $2,495° 
(ps). 

DeSOTO—’52 Custom (6) 4-dr., $445°*. 

DODGE—’53 \%-ton express, $520. '52 Way- 
farer 4-dr., $455*. 

FORD—'55 Fairlane (8) Crown Victoria, 
$2,050°; Victoria, $1,860*; Country sedan, 
$1,965*; Main (8) Ranch Wagon, $1,- 
675, $1,650°, $1,645*. '54 Crest (8) Vic- 
toria, $1,195*; Main (6) Ranch Wagon, 
$1,160; Main (8) 2-dr., $995*; Custom 
(8) 4-dr., $925; 2-dr., $905. '53 Crest (8) 
Victoria, $1,065*; 4-dr., $880*; Custom 
(8) 2-dr., $810*, $690. "52 Main (6) 2- 


Regis, 


dr., $550*. °'51 Custom (8) Victoria, 
$465*; 2-dr., $430°, $425; conv., $420; 
4-dr., $350*; Deluxe (8) conv., $430. ’50 
Custom (6) 2-dr., $290, $245*; Custom 
(8) 4-dr., $275. 

HUDSON—’53 2-dr., $700°*. 

KAISER—’51 4-dr., $190*. 
LINCOLN—’55 Cosmopolitan 4-dr., $2,415* 
(ps). '53 Cosmopolitan coupe, $1,360*. 
MERCURY—’56 Monterey Hardtop, $2,- 
465°. '54 Monterey 4-dr., $1,570* (ps), 
$1,355*; Sport coupe, $1,455*. °53 Mon- 
terey 4-dr., $1,050°. °49 Sport coupe, 

$135*. 
NASH—’53 station wagon, $730. 
OLDSMOBILE—’55 (98) Holiday, $2,610* 
(ps), $2,425* (ps); 4-dr., $2,535* (ps). 
PLYMOUTH—’54 Savoy 4-dr., $795. °53 
Cranbrook 4-dr., $635°*. 
PONTIAC—’53 Chieftain (8) station wag- 


on, $1,100*%; 2-dr., $710. °'52 Chieftain 
(6) 2-dr., $415. °51 Silver Streak (8) 
Catalina, $590°; 4-dr., $460°. '49 Silver 


Streak (8) 2-dr., $105. 


NEW YORK CITY 


(Skyline Auto Auction, Sale every Tues- 
day. Prices are for sale of Nov, 22.) 
(Market continued firm on clean and 
sharp late model units. Others were off 
slightly with rough cars looking for tak- 
ers. The buyers were here and we could 
have sold 50 more sharp autos. Sold 79 
cars out of 106 offerings.) 
CADILLAC—’55 (75) 4-dr., $4,000* (ps). 
"53 (60) Special 4-dr., $2,040* (ps). ’50 
(62) 4-dr., $795*. '49 (62) 2-dr., $440. 
CHEVROLET—’'55 Two-ten (8) 2-dr., $1,- 
640; 4-dr., $1,495, $1,455, $905, $870, 
$850; Bel Air (8) conv., $1,725*, $1,360; 
4-dr., $1.585*; One-fifty (8) station wag- 
on, $1,510. '54 Two-ten 2-dr., $930, $905, 
$865, $825, $760, $755, $745, $705; Bel 
Air Hardtop, $900; One-fifty 4-dr., $805. 
°53 Two-ten station wagon, $805; 4-dr., 


$740. '52 SL Deluxe Bel Air, $565; conv., 
$530, $505, $385; 2-dr., $460, $435, $390. 
’51 SL Deluxe 4-dr., ’50 SL Spe- 
cial 4-dr., $270. °49 SL Deluxe conv., 
$175. 

CHRYSLER—’52 NY 4-dr., $450. 

DeSOTO—’51 conv., $270. 

DODGE—’53 Meadowbrook station wagon, 
$740; Coronet coupe, $630. '50 Coronet 
4-dr., $145. 

FORD—’55 Custom (8) 4-dr., "54 
Crest (8) Skyliner, $1,140*; 4-dr., $1,- 
010*. '53 Custom (8) 4-dr., $560. ’5: 
Crest (8) Victoria, $680*, $670*; Custom 
(8) 2-dr., $605, $530. °'51 Deluxe (6) 
2-dr., $305; station wagon, $175. 

MERCURY—’55 Custom 2-dr., $1,685. 
2-dr., $1,170, $1,150. '51 sedan, $240. 

NASH—’51 Rambler conv., $270; States- 
man 4-dr., $225. 

OLDSMOBILE—’51 (98) 4-dr., $390. 
PLYMOUTH—’53 Cranbrook 4-dr., $705; 
conv., $590. '51 Cambridge 4-dr., $230. 
PONTIAC—’55 Star Chief (8) conv., $2,- 
125*; station wagon, $1,790. '54 Chief- 
tain (8) 4-dr., $1,175. '53 Chieftain (8) 
Catalina, $1,040*. °51 Silver Streak (8) 
station wagon, $580. °50 Silver Streak 

(8) Catalina, $410*; conv., $270. 

STUDEBAKER—’55 Commander 4-dr., $1,- 
090; Champion 4-dr., $1,060; 2-dr., $1,- 
050 (flood cars). 

MISCELLANEOUS—’51 Austin 4-dr., $170. 


MASON CITY, IA. 


(Central States Auto Auction. Sale every 
Wednesday. Prices are for sale of Nov. 23.) 

Good activity with West Coast buyers 
in attendance. Sold 82 percent of con- 
signments.) 

BUICK—’55 Century Riviera, $2,260* (ps); 
Special Riviera, $1,975*. '54 Special 2-dr., 
$1,290*. '53 Super Riviera, $1,025*. °'52 
RM Riviera, $695*. 

CADILLAC—’55 (62) coupe de Ville, $4,- 


$1,430. 


"54 
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020* (ps); coupe, $3,645* (ps). °54 (62) 
coupe, $3,000* (ps); 4-dr., $2,955*° (ps), 
$2,920* (ps). °53 (62) coupe, $2,150* 
(ps), $2,110*° (ps), $2,000* (ps); 4-dr., 
$1,995* (ps). 

CHEVROLET—’56 Bel Air (8) 
$2,320*; 2-dr., $2,290. '55 Two-ten 
4-dr., $1,330. '54 Two-ten 4-dr., 
$915. ’53 Bel Air 4-dr., $860*; Two-ten 
2-dr., $760. '52 SL Deluxe 4-dr., $550; 
2-dr., $495, $420. ’50 2-ton truck, $380; 
SL Deluxe 2-dr., $255. 


DeSOTO—’53 Fire Dome (8) 4-dr., 
(ps). "52 Custom 4-dr., $495*. 


DODGE—’ 54 Royal 4-dr., $1,145*. °52 Cor- 
onet 4-dr., $515*, $485°. 


FORD—’'56 Country Squire, $2,525*; Coun- 
try sedan, $2,495*; Fairlane (8) Victoria, 
$2,315*, $2,205*. '55 Fairlane (8) Vic- 
toria, $1,865* (ps); Country sedan, $1,- 
745; Custom (8) 4-dr., $1,605*; Main 
(6) 4-dr., $1,290. ’54 Crest (8) Country 
sedan, $1,515*; conv., $1,355*. °53 Cus- 
tom (8) 2-dr., $895*, $785*, $750*. °52 
Main (8) 4-dr., $585*, $535*. '50 Custom 
(8) 2-dr., $235, $160°. 

LINCOLN—’56 Capri coupe, $3,900* (ps). 
"51 Cosmopolitan 4-dr., $285*. '49 Cos- 
mopolitan 4-dr., $105*. 


MERCURY—’56 Montclair 
685*. 54 Custom 4-dr., $1,295. 
$505*. '49 4-dr., $155. 

NASH—’51 station wagon, $345. 


OLDSMOBILE — ’55 (88) Super Holiday, 
$2,385* (ps), $2,250* (ps). '54 (98) 4-dr., 
2 at $1,855* (ps); (88) 4-dr., $1,575*, 
$1,520*. °'53 (88) 2-dr., $1,175* (ps), 
$1,155* (ps). °52 (98) Holiday, $995*; 
(88) Super 2-dr., $815*, $810*. '51 (98) 
4-dr., $600*, $575*. '50 (98) 4-dr., $320*. 
*48 (98) conv., $200*. 


PACKARD—’53 Clipper 4-dr., $810*, $805°*. 
"51 4-dr., $310*. 

PLYMOUTH—’55 Belvedere (8) 4-dr., $1,- 
585°. °53 Cranbrook 4-dr., $585*. 


PONTIAC—’55 Star Chief (8) Catalina, 
$1,930* (ps). °54 Chieftain (6) 2-dr., 
$1,160. °52 Chieftain (8) station wagon, 
$795. °49 Silver Streak (8) 2-dr., $265*. 


STUDEBAKER—’52 Champion 4-dr., $395. 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction. Sale every 

Friday. Prices are for sale of Nov. 25.) 
(We had a good sale considering the 
holiday weekend. Christmas season seems 
to be bringing on a large demand for 

autos around this section, Clean units 
are still bringing top prices. Sold 96 cars 
out of 159 offerings.) 

BUICK—’54 Century coupe, $1,635*; 4-dr., 
$1,490*; Super 4-dr., $1,600*. ’51 Super 
2-dr., $455. ’50 Super 2-dr., $300*. 

CADILLAC—’51 (62) 4-dr., $750*. '49 (62) 
4-dr., $690. 

CHEVROLET—’56 Bel Air (8) conv., $2,- 
225*, $2,160; Sport coupe, $2,125; 4-dr., 
$2,100*; Two-ten (8) 4-dr., $1,818. '55 
Bel Air (8) 4-dr., $1,630*, $1,450; Sport 
coupe, $1,500; Two-ten Sport coupe, $1,- 
465*; One-fifty 4-dr., $1,170; %-ton pick- 
up, $1,050. '54 "Two-ten 2-dr., $875. '53 
Two-ten 4-dr., $950, $800; 2-dr., $780. 
52 SL Deluxe 2-dr., $510; SL Special 
club coupe, $425; %-ton pickup, $480. 
"51 %-ton pickup, $300; SL Deluxe 4-dr., 
$280. '50 SL Deluxe 2-dr., $195, $170; 
4-dr., $175. °49 SL Deluxe 4-dr., $275; 
coupe, $225. '47 FL Aerosedan, $160. 

FORD—’56 Custom (8) 4-dr., $2,000. ’55 
Fairlane (8) 2-dr., $1,550; Custom (8) 
4-dr., $1,450; 2-dr., $1,325, $1,160. ‘54 
Custom (8) 4-dr., $1,025; %-ton pickup, 
$700. '53 Crest (8) Country sedan, $1,- 
150; Victoria, $955; Custom (8) 4-dr., 
$710; Main (8) 4-dr., $705. '51 Custom 
(8) 2-dr., $485, $460; 4-dr., $330. ‘50 
Custom (8) 4-dr., $280; 2-dr., $230, $210. 

HUDSON—’54 Hornet Hollywood, $1,050*. 

LINCOLN—’50 Cosmopolitan 4-dr., $400*. 

MERCURY—’53 4-dr., $800. '50 4-dr., $100. 

NASH—’51 Rambler sedan, $325. 


Hardtop, 
(6) 
$920, 


$895°* 


Hardtop, §2,- 
’51 4-dr., 


OLDSMOBILE—’55 (88) Holiday, $2,300*. 
’54 (88) 4-dr., $1,500*. '51 (88) coupe, 
$505*. °50 (88) 4-dr., $480*. 

PLYMOUTH—’56 Plaza (6) 2-dr., $1,750. 


‘55 Belvedere (6) 4-dr., $1,125. '54 Savoy 


4-dr., $600. °53 Cranbrook Suburban, 
$760, $725. '52 Cranbrook 4-dr., $400, 
$250. 
PONTIAC — ’51 Silver Streak (8) 4-dr., 


$465; Silver Streak (6) 4-dr., $175. 
STU DEBAKER—’52 sedan, $270. '51 4-dr., 
$200°*. 


FARGO, N. D. 


(Tri-State Auction Co. Sale every Tues- 
day. Prices are for sale of Nov. 22.) 
(Market good on sharp autos. Sold 69 
cars out of 97 offerings.) 
BUICK—’55 Century coupe, $2,225*. ’54 
Super Riviera, 2 at $1,600*. °53 Super 
(Continued on Page 45, Col. 1) 


Suburbanites Seen 
Using Most of 65 


Fuel Production 


ABSECON, N. J.—By 1965, the 
largest share of the expected de- 
mand for 4,850,000 barrels of motor 
fuel a day will come from suburb- 
anites, in the opinion of J. G. 
Jordan, vice-president, Shell Oil Co. 

Jordan, addressing the Gasoline 
Pump Manufacturers Assn., pointed 
to the population shift to the sub- 
urbs and declared that “suburban 
living generates the multiple-car 
family. “Other population trends, he 
said, are the trek from the farm to 
the city and the steady westward 
movement. 

Population trends are vital to the 
oil industry and the pump manu- 
facturers, he said, because so much 
of the demand for their products is 
derived from the demand for auto- 
mobiles and the mass ownership of 
automobiles. 

He predicted that by 1965, the pop- 
ulation of the U. S. will be about 
190 million and that there will be 
56 million households, an increase 
of eight million. Income, he said, 
will be about $6,700 per household. 
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Used-Car Auction Prices 





(Continued from Page 44) 


4-dr., $925*; Special 4-dr., $830", $785. | 
’52 Super Riviera, $725*, $715*; 4-dr., | 
$645. °51 Super 4-dr., $530*. 

CADILLAC—’55 (62) conv., $3,800* (ps). | 
"52 (62) 4-dr., $1,545*, $1,540* (ps), | 
$1,505* (ps), $1,475*. '49 (62) 4-dr., | 
$725*. 

CHEVROLET—’55 Bel Air (8) 2-dr., $1,- | 


605; Two-ten (8) Handyman, $1,600. ’54 | 
Bel Air coupe, $1,095; Two-ten 4-dr., | 
$1,050, $1,035; One-fifty 2-dr., $815. "53 | 
Two-ten Handyman, $915*; 4-dr., $780*; | 


Bel Air 4-dr., $875. ’52 %-ton pickup, | 


$605; SL Deluxe 4-dr., $550*, $530, $500*. 
51 SL Deluxe 4-dr., $430. '50 SL Deluxe | 
2-dr., $355*; coupe, $310. 


CHRYSLER—’53 Windsor 4-dr., 
Windsor 4-dr., $675*. 


DeSOTO — '53 Powermaster 4-dr., 
(ps). ’52 Custom 4-dr., $525*. 


DODGE—'55 Royal 4-dr., $1,550* (ps). | 


FORD—’'56 Fairlane (8) Victoria, $2,275*. | 
’55 Country sedan, $1,945. '54 Custom | 
(8) 2-dr., $1,065; Crest (6) 4-dr., $1,- 
050. ’°53 Crest (8) Victoria, $950; Custom 
(8) 4-dr., $815; Main (8) 4-dr., $750. 
’52 Custom (8) 4-dr., $615*; 2-dr., $575. 
"51 Custom (8) Victoria, $655; 2-dr., 
$465, $420; 4-dr., $425. 


MERCURY—’55 station wagon, $2,150. '53 
Custom 4-dr., $940. ’51 4-dr., $505. 


NASH—’54 Ambassador 4-dr., $1,225. 
Statesman coupe, $850*. 


OLDSMOBILE — ’55 (98) 
(ps), $2,400* (ps); (88) 
$2,200* (ps). ’53 (88) Super 
$1,320*. '52 (88) Super 4-dr., $795*. 
(88) 4-dr., $390*. 

PLYMOUTH — ’'54 Belvedere 4-dr., 


100 Buyers Called 
In Tax Trial 
Of N.Y. Dealer 


HAMBURG, N. Y. — The first of 
more than 100 auto buyers took the 
stand in Federal Court in the in- 
come tax evasion trial of a Sche- 
nectady (N. Y.) auto dealer and his 
two aides. 


On trial are William C. Whitbeck, 
president of Dorp Motors; William 
H. Whitbeck, his son and vice- 
president, and David L. Reynolds, 
the firm’s accountants. 


George D. Leeds, one of the many 
individuals who bought cars from 
Dorp between 1947 to 1949, testified 
that he bought a new car in 1947 
for $1,000 cash and a seven-year- 
old auto. Leeds was unable to iden- 
tify the salesman and a lengthy 
argument followed. 


U. S. Assistant Attorney Andrew 
Culick accused the Whitbecks of 
keeping false sales records, of alter- 
ing duplicate invoices, of inserting 
fictitious prices and of not entering 
several invoices as sales although 
they represented sales. 


He also accused the Whitbecks 
of charging off personal expenses 
—home alterations, antiques, furni- 
ture, livestock feed, clothing and 
domestic help—as corporation ex- 
penses. 


$845*. ’52 | 


$795* | 


"53 


4-dr., $2,500* 

Super 4-dr., 
Holiday, 
"50 


$900. 





Dodge Promotes 


Patterson, Deacon 


DETROIT. — William C. New- 
berg, Dodge president, announced 
two executive promotions last week 





2 


M. C. P. 


A 


atterson 





K. C. Deacon 


and said the consolidation and re- 
organization of Dodge car and 
truck activities have been com- 
pleted. 


M. C. Patterson was named car 
operations manager with direction 
of all car manufacturing opera- 
tions, and K. C. Deacon was ap- 
pointed to similar duties for Dodge 
trucks. Both have been Dodge vice- 
presidents since February. 

Patterson joined Dodge in 1921 
and Deacon has been with the com- 
Pany since 1926. 


Shuler to Expand 


LOUISVILLE. — A building per- 
mit for a $40,000 warehouse addi- 
tion has been granted to Shuler 
Axle Co., producer cf heavy axles 
for trucks and tractors. 


’53 Cambridge 4-dr., $625. 51 Cranbrook 
4-dr., $390. 

PONTIAC—’55 Chieftain (8) 4-dr., $1,645*. 
"53 Chieftain (8) 4-dr., $930*. ’52 Chief- 
tain (8) 4-dr., $600; 2-dr., $550*. 


MINNEAPOLIS 


(Minneapolis Auto Auction, Sale every 
Wednesday. Prices are for sale of Nov. 23.) 

Market really good on cheapies 
through ’53s; weak on .’55s. Consignment 
down today. Sold 74 cars out of 137 
offerings.) 


onet 4-dr., $335*. 


FORD — ’55 Fairlane (8) 4-dr., $1,610*; 
Custom (8) 4-dr., $1,560*, $1,500, °54 
Custom (8) 4-dr., $1,125*. °53 Custom 
(8) 4-dr., $720*, $710*; Main (8) 4-dr., 
$695*, $640; Custom (6) 2-dr., $585*. 
‘52 Custom (8) 4-dr., $510*, $500. °51 
Custom (8) Country sedan, $600*; 4-dr., 
$400*, 2 at $340*. ’50 Custom (8) 2-dr., 
$250*, $240*. '49 Custom (8) 4-dr., $165*, 
$150*, $115. 

HUDSON—’50 Super 4-dr., $130*, 

KAISER—’51 Deluxe 4-dr., $110*. 


MERCURY—’53 Custom 4-dr., $890*, ’51 
Custom 4-dr., $410*. 

| NASH—’49 Custom 2-dr., $160*. 

OLDSMOBILE—’55 (88) Super 4-dr., $2,- 


390* (ps). '54 (88) Super 4-dr., $1,580*. 
PACKARD—’51 Super 4-dr., $365*. 


| PLYMOUTH—’53 Cambridge 4-dr., $540. 
‘51 Cranbrook 4-dr., $365. ‘50 Deluxe 
station wagon, $385; 4-dr., $300, $270, 


$200. ’49 Special Deluxe 4-dr., $170, $150. 





PONTIAC—’54 Chieftain (8) 4-dr., $1,- 
| 160*, '53 Chieftain (8) 4-dr., $890*, ’51 
Silver Streak (8) 4-dr., $350*. 


BUICK—’ 54 Super 4-dr., $1,290*. '53 Super) STUDEBAKER—’51 Champion 2-dr., $340*. 


2-dr., $1,005*. ’52 Super 4-dr., $610*. ’51 
Special 4-dr., $460*. °49 Super 4-dr., 
$175". 

CADILLAC—’56 (62) coupe de Ville, $5,- 
310* (ps). ’55 (62) coupe, $3,640* (ps). 
’54 (62) coupe, $3,145* (ps). 

CHEVROLET—’55 Bel Air (8) Sport coupe, 
$1,610*, $1,600*, $1,575*; Two-ten (8) 
4-dr., $1,405, $1,400, $1,390. '54 Two-ten 


4-dr., $1,040, $1,025; One-fifty 4-dr., 
$750. ’53 Two-ten 2-dr., $720, $685. ’52 
Su Deluxe 4-dr., $545. ’°51 SL Deluxe 
2-dr., $430*, 2 at $400. ’50 SL Deluxe 
2-dr., $275, $260. ’'49 SL Deluxe 2-dr., 


$175, 2 at $120. 
DeSOTO—’49 Custom 4-dr., $170*. 
DODGE—’ 52 Coronet 4-dr., $500*. ’51 Cor- 


"50 Champion 2-dr., $200*. 
| 


| —= Auctions in Brief — 


MANHEIM, PA. 

Manheim Auto Auction, Sale every Fri- 
day (Nov. 25). The volume today was off 
considerably due to Thanksgiving. We had 
a total of 180 cars listed with sales at a 
good percentage. Good, clean cars are al- 
ways in demand and always bring top dol- 
lar volume. 


ACTON, MASS. 

Concord Auto Auction, Inc. Sale every 
Friday and Monday (Nov. 18-21). Sold 366 
units out of 514 offerings for a percentage 
of 71.2. 
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Greenlease-O'Neill Utilizes Outdoor Ad— 


The Cut-Out Rotary Plan of General Outdoor Advertising Co.'s Kansas City branch 
has been utilized by Greenlease-O'Neill Co. (Oldsmobile), Kansas City. This outdoor 
ad, featuring a 7%2-foot man, woman and child watching “another Greenlease-O'Neill 
Oldsmobile going by,” is said to have brought a lot of favorable comment from 
prospective customers, as well as the area's auto trade. 


Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story every week throughout the year. 


e many 


other leading engine manufacturers 


selects 


and distributes...for 


authorized replacement service... 


<3 


2 in 1 chrome piston rings...the 








standard of comparison! 








AUTOMOTIVE NEWS, DECEMBER 5, 1955 





of the cars in the showroom. 


On Hand to Greet '56 Buick— 


Phil Hall, Phil Hall Buick, Hollywood, Calif., combined ‘high 
with the 1956 Buick in the premiere showing of the new cars. 
with klieg lights, fashion show and refreshments, drew a record 
ship. The models introduced new gowns that complemented the 





style’ fashion models 
The affair, complete 
crowd to the dealer- 
varied color schemes 


Veteran Dealer Reminisces .. . 


Leather License Plates 





ATCHISON, Kans.—Probably the 
only complete set of Kansas license 
plates in existence is owned by 
Dave Condon, owner of the Dave 
Condon Motor Co. (Cadillac-Olds) 
here. Eventually they will be made 
into a display to attract interest in 
his place of business. 


When autos first were licensed 
in Kansas, the State registration 
bureau issued a number and the 
owner made his own license tag. 
Many of the early tags were 
metal numbers riveted to a piece 
of sole leather. 


Condon has such a tag from the 
year the first numbers were issued 
in the state and a representative 
tag for every year since. 


Condon opened an auto dealer- 
ship and service shop in Atchison 
in 1920. He came from Macon, Ga., 
— he started repairing cars in 


Among the cars he worked on 
from 1907 to 1915 were such old- 
timers as the EMF, Flanders 20 
and Brush, which had a wooden 
frame which the makers claimed 
made the car ride easier since it 
had more spring than steel. Others 
were’ the Buick, Cadillac, Maxwell, 
Oldsmobile and the original Chev- 
rolet as made by the Chevrolet 
brothers. 


In those days the Cadillac 
boasted one cylinder, was cranked 
on the side and steered with a 
tiller. The Maxwell, which came 
along a little later, had a small 
two-cylinder engine under a short 
hood, with opposed cylinders. The 
gearshift lever was a short lever 
beside the seat cushion. 

Condon said tires that would run 
2,500 miles were exceptional and 
there were no parts as they are 
known today. When a part broke it 
generally was made by the me- 
ehanic and considerable ingenuity 





was needed to keep the vehicles 
running on nice days. 

He remembers taking a two-cyl- 
inder car on a short trip in 1907. 
A connecting rod bearing burned 
out. These were poured of babbit 
metal and bored for the crankshaft 
size since inserts were not to be 
available for more than 25 years. 


It was the practice in those days 
to dismantle the engine on the spot 
and make the repair. 


This repair job seemed hope- 
less until he remembered that a 
piece of harness leather was just 
about the right thickness to re- 
place the babbit bearing. 


A farmer gave him a length of 
leather strap and Condon fitted it 
into the connecting rod. It lasted 
throughout the trip home and for 
some little time after. 


Condon had almost forgotten the 
incident until 1942 when he bought 
a car at an auction and started for 
Atchison. About 200 miles from 
home he burned out a connecting 
rod bearing. 


The car was taken to the near- 
est shop and when the pan was 
dropped it was found that some- 
one had replaced the insert with 
a piece of leather, which was 
well worn after several hundred 
miles. 


Condon says if he ever goes back 
to Macon, he is going to see if an- 
other piece has been cut from the 
strap in the farmer’s barn. 


Triumph Outlet Named 


Auto Center Inc., 65 Main, Lewis- 
ton, Me., has been named a dealer 
and subdistributor for Triumph 
sports cars. The appointment was 
announced by South Eastern Mo- | 
tors, Hollywood, Fla., distributor 
for the Eastern U. S. 








Dana Plans Expansion 
Of Toledo Facilities 


addition to its Bennett Rd. manu- 
facturing facilities which will add 
about 400 to 600 more jobs here, 


TOLEDO.— Dana Corp. has an-| according to John E. Martin, pres- 


nounced its first post-war expansion| ident. A major factor in Dana's 
of the Toledo plant—a $2 million| decision to add to the Toledo plant, 


The following advertised-delivered prices 
include the suggested base factory list 
prices, Federal excise tax amounts and 
suggested dealer delivery-and-handling 
charges, Not included are variable items 
passed on to the retail buyer, such as 
State and local taxes, transportation 
charges and optional equipment. 
BUICK—Special—4-dr. sed., $2,372; 2- 
dr. sed., $2,313; 4-dr. hardtop, $2,484; 2-dr. 
hardtop, $2,413; conv., $2,696; 4-dr. stat. 
wag., $2,731. Century—4-dr. hardtop, $2,- 
980; 2-dr. hardtop, $2,918; conv., $3,261; 
4-dr. stat. wag., $3,211. Super—4-dr. sed., 


$3,205; 4-dr. hardtop, $3,395; 2-dr. hard- 
top, $3,159; conv., $3,499. Roadmaster— 
4-dr. sed., $3,458; 4-dr. hardtop, $3,647; 


2-dr. hardtop, $3,546; conv., $3,659. (Dyna- 
flow standard on Century, Super and Road- 
master. ) 

CADILLAC—Series 62—4-dr. sed., $4,- 
241; cl. cpe., $4,146; 4-dr. hardtop, $4,698; 
2-dr. hardtop, $4,569; conv., $4,711; Eldo- 
rado 2-dr. hardtop and conv., $6,501. 
Series 60 Special—4-dr. sed., $4,992. Series 
75—8-pass. sed., $6,558; limousine, $6,773. 
(Hydra-Matic and power steering stand- 
ard.) 

CHEVROLET — (Prices are for 6-cyl. 
models; for V-8s, add $99)—One-Fifty— 
4-dr. sed., $1,835; 2-dr. sed., $1,792; bus. 
cpe., $1,700; 2-dr. stat. wag., $2,137. Two- 
Ten—4-dr. sed., $1,921; 2-dr. sed., 
878; 4-dr. hardtop, $2,083; 2-dr. hardtop, 
$2,029; cl. cpe., $1,937; 2-dr. stat. wag., 
$2,181; 4-dr. 2-seat stat. wag., 
4-dr. 3-seat stat. wag., $2,314. Bel Air— 
4-dr. sed., $2,034; 2-dr. sed., $1,991; 4-dr. 
hardtop, $2,196; 2-dr. hardtop, $2,142; 
conv., $2,310; 4-dr. 3-seat stat. wag., 
$2,448; 2-dr. Nomad stat. wag., $2,574. 


CHRYSLER—Windsor—4-dr. sed., $2,- 
824.75; 2-dr. hardtop, $2,859.25; 4-dr. New- 


port hardtop, $3,082.75; 2-dr., Newport 
hardtop, $2,995.75; conv., $3,290.25; 4-dr. 
stat. wag., $3,552.50. New Yorker—4-dr. 


sed., $3,727.50; 4-dr. hardtop, $4,050; 2-dr. 
Newport hardtop, $3,899.50; 2-dr. St. Regis 
hardtop, $3,943.50; conv., $4,190.75; 4-dr. 
stat. wag., $4,471.50. (PowerFlite stand- 
ard on New Yorker.) 


CLIPPER—Deluxe — 4-dr. sed., $2,731. 
Super—4-dr. sed., $2,866; 2-dr. hardtop, 
$2,916. Custom—4-dr. sed., $3,069; 2-dr. 


hardtop, $3,164. 

CONTINENTAL MARK II — 2-dr. sed., 
$9,507. (Turbo-Drive and power steering 
standard.) 

$2,- 


SOTO — Firedome — 4-dr. sed., 


$1,-, 


$2,229; | 


Current Prices on New Cars 


632.25; 2-dr. Seville hardtop, $2,688.25; 
4-dr. Seville hardtop, $2,787.25; 2-dr.| 
Sportsman hardtop, $2,808.75; 4-dr. Sports- | 
man hardtop, $2,907.75; conv., $3,035.75; 
4-dr. stat. wag., $3,325.25. Fireflite—4-dr. 
sed. $3,073.50; 2-dr. hardtop, $3,300.50; 
4-dr. hardtop, $3,385.59; conv., $3,498.50. 
(PowerFlite standard on Fireflite.) 
DODGE — Coronet 6—4-dr. sed., $2,- 
228.50; 2-dr. sed., $2,155.40. Coronet V-8 
—4-dr. sed., $2,336.25; 2-dr. sed., $2,-) 
263; 4-dr. hardtop, $2,512.50; 2-dr. hard- 
top, $2,398.50; conv., $2638.50. Royal— 
4-dr. sed., $2,473.75; 4-dr. hardtop, $2,- 
657.75; 2-dr. hardtop, $2,543.75. Custom) 
Royal—4-dr. sed., $2,583.75; 4-dr. hard- 
top, $2,767.75; 2-dr. hardtop, $2,653.50; 
conv., $2,873. Station Wagon—2-dr. 2-seat 
six, $2,452.25; 2-dr. 2-seat V-8, $2,560; 2- 


dr. 3-seat V-8, $2,689; 4-dr. 2-seat six, 
$2,677.25; 4-dr. 2-seat V-8, $2,829; 4-dr. 
3-seat six, $2,782.75; 4-dr. 3-seat V-8, 
$2,934.50. 


FORD—(Prices are for 6-cyl. models; for 





V-8s, add $99.98)—Mainline—4-dr. sed., 
| $1,835.38; 2-dr. sed., $1,800.20; business 
2-dr., $1,698.12. Customline—4-dr.  sed., | 





$1,950.75; 2-dr. sed., $1,905.57. Fairlane— 
4-dr. sed., $2,043.54; 2-dr. sed., $1,998.36; 
4-dr. hardtop, $2,215.95; 2-dr. hardtop, 
$2,143.88; Crown Victoria cl. cpe., $2,287.65; 
conv., $2,309.97. Station Wagon—(2-dr. 2- 
seat)—Ranch Wagon, $2,134.95; Custom 
Ranch Wagon, $2,199.50; Parklane, $2,- 
378.95; (4-dr. 2-seat)—Country Sedan, $2,- 
246.77; (4-dr. 3-seat) — Country Sedan, 
$2,378.95; Country Squire, $2,482.50. 
Thunderbird—2-dr. hardtop, $3,101.50. 


IMPERIAL — 4-dr. sed., $4,780; 2-dr. | 
hardtop, $5,042.25; 4-dr. hardtop, $5,173.50. 
Crown Imperial—4-dr. 8-pass. sed., $7,- 
550.50; 8-pass. limousine, $7,684.50. (Pow- 
erFlite and power steering standard.) 


KAISER—Manhattan—4-dr. sed., $2,670. 
Darrin 161—Conv., $3,688. 

LINCOLN — Capri — 4-dr. sed., $4,157; 
2-dr. hardtop, $4,064.50. Premiere—4-dr. 
sed. and 2-dr. hardtop, $4,546; conv., $4,- 
691. (Turbo-Drive and power steering 
standard.) 

MERCURY—Custom—4-dr. sed., $2,370; 
2-dr. sed., $2,310.50; Medalist 2-dr. sed., 
$2,214; 2-dr. hardtop, $2,445; 6-pass. stat. 
wag., $2,682. Monterey—4-dr. sed., $2,- 
515; 4-dr. spt. sed., $2,611.50; 2-dr. hard- 
top, $2,590; 8-pass. stat. wag., $2,937. 
Montclair—4-dr. spt. sed., $2,746; 2-dr. 
hardtop, $2,724.50; conv., $2,859.50. 


METROPOLITAN Hardtop, $1,445; 





Martin said, was the favorable 
labor relations it has enjoyed with 
the UAW-CIO in Toledo. Work will 
start at once and is expected to 
be completed in six to eight months. 





conv., $1,469 (both prices at coastal ports 


of entry). 

NASH—Statesman Super 6—4-dr. 
$2,345. Ambassador Super 6—4-dr. sed., 
$2,644. Ambassador Super V-8—4-dr. sed., 
$2,956. Ambassador Custom V-8 — 4-dr. 
sed., $3,195; 2-dr. hardtop, $3,338. 

OLDSMOBILE — Series 88 — 4-dr. sed., 
$2,443; 2-dr. sed., $2,378; 4-dr. hardtop, 
$2,627; 2-dr. hardtop, $2,555. Super 88— 
4-dr. sed., £2,595; 2-dr. sed., $2,529; 4-dr. 
hardtop, $2,836; 2-dr. hardtop, $2,763; 
conv., $2,986. Series 98—4-dr. sed., $3,253; 
4-dr. hardtop, $3,506; 2-dr. hardtop, $3,- 
435; conv., $3,695. (Hydra-Matic and 
power steering standard on Series 98.) 


PACKARD—Patrician — 4-dr. sed., $4,- 
160. 400—2-dr. hardtop, $4,190. Caribbean 


sed., 


— 2-dr. hardtop, $5,495; conv., $5,995. 
(Ultramatic standard.) 

PLYMOUTH — (Prices are for 6-cyl. 
models; for V-8s, add $103.25)—Plaza— 


4-dr. sed., $1,892.50; 2-dr. sed., $1,849.50; 
bus. cpe., $1,750.50. Savoy —4-dr. sed., 
$1,991.50; 2-dr. sed., $1,948.50; 2-dr. hard- 
top, $2,095.75. Belvedere — 4-dr. sed., $2,- 
075.50; 2-dr. .sed., $2,032.50; 4-dr. hardtop, 
$2,247.50; 2-dr. hardtop, $2,179.75; conv., 
(V-8 only), $2,443.50. Suburban — Deluxe 
2-dr., $2,162.50; Custom 2-dr., $2,232.50; 
Custom 4-dr., $2,279.75; Sport 4-dr., $2,- 
449 75. 

PONTIAC — Chieftain 860 — 4-dr. sed., 


$2,259; 2-dr. sed., $2,201; 4-dr. hardtop, 
$2,404; 2-dr. hardtop, $2,331; 2-dr. stat. 
wag., $2,529; 4-dr. stat. wag., $2,612. 
Chieftain 870—4-dr. sed., $2,374; 4-dr. 


hardtop, $2,491; 2-dr. hardtop, $2,441; 4-dr. 
stat. wag., $2,709. Star Chief—4-dr. sed., 
$2.488: 4-dr. hardtop, $2,696; 2-dr. hard- 
top, $2626; conv., $2,818; 2-dr. Safari 
stat. wag., $3,089. 

STUDEBAKER — Champion 6 — 4-dr. 
sedan, $1,993; 2-dr. sedanet, $1,841; 2-dr. 
sedan, $1,943. Hawk 6—Flight Hawk 5- 
pass. cpe., $1,982. Commander V-8—4-dr. 
sedan, $2,121; 2-dr. sedanet, $1,970; 2-dr. 
sedan, $2,072. President V-8—4-dr. sedan, 
$2,231; 2-dr. sedan, $2,184. President Clas- 
sie—4-dr. sedan, $2,485. Hawk V-8—Power 
Hawk 5-pass. cpe., $2,097; Sky Hawk 
2-dr. hardtop, $2,473; Golden Hawk 2-dr. 
hardtop, $3,057. Station Wagons—Pelham 
6-cyl. 2-dr., $2,229; Parkview V-S 2-dr., 
$2,350; Pinehurst V-8 2-dr., $2,525. (Over- 
drive standard on Golden Hawk.) 

WILLYS—Custom—2-dr. sed., $1,663.11; 
4-dr. sed., $1,725. Bermuda—Hardtop, $1,- 
boy a Wagon — 2-wheel-drive, $1,- 
997.32. 











New Commercial Car Registrations, 
36 States for October, 1955-1954 


Truck registrations by states 
are released heré weekly, as 


compiled by R. L. Polk repre- 
sentatives in state capitals. 

































































29 States Previously ‘55;  20| «13001 +—«157| 2085 9433/3479 «3273, 471| =—s'133| 344) = 633) «1278; += 247| | 34554 
Reported for October ‘54 24| 9413; 74) ~—-2050| ~—«8650| 2289) ~— 34751 ~—205 71; _195|_——4it|~—981| 22128059 
Alabama "55 | T1110 5; 113) 596) 248) 116 15 4 15 23 12 4, 2261 
54) 1066 4| 164) —-801]_—219) 351 10 3 iD 33 7 2669 

Arkansas 55) | 901 4) 131; 650, = 286) S197 6 21 9 e 1} 2214 
‘54| 708) 3 97| _ 660 _~_—*185|_——«300 3 23 29 12 2020 

lowa ‘55 390 18 68; 344)—si«B)s227 3 1 7 13 10 8) «1187 
‘54| 443 2} 109) — 464) 69] 2867 3 1 9 8 17 2| 1394 

Maryland ‘55 1) 3tt| 4 vi) 255 éi; 105) 24 5 8 31/26} 6) 949 
‘54| 2| 230 58| ‘173 | 79 2 8 4 22 7 6] 616 

Massachusetts ‘55 | 8) 390 8 107 393) 130) 135} 23 30 9 39 57 18| 1347 
‘54! 7| 315 9 90} 405 67; __-157|_—S 43 22 9| 44 46 14) 1228 

Nebraska °55) 277|—i«*W 4 «227 8; «4 1 6 5} 2i| 9, 8I7 
‘54 227 10 64| 266 87; _‘16! 1 2 ae 31 7|__ 878 

Ohio *55 | 1160/21, ~—«237| = s«873| = 345] 426 56; 23 35 96| +100) = 42| 3414 
‘54) _ 897 8| 250] ~—-03|_~—s157| ~—_—i322 16; 10 25 £6) 84} _—2i|_—-2758 

36 States Reported ‘55 29| 17540| «231 —«2897|-«*12771| +4736) +««4593| ~=—«599| ~=—«196| += 445] = 59| 512) ~—«335) + 46743 
_To Date for October _ ‘54| ——«33)_—«*13299| ~—s«110}__—«-2882|—*12322) += 3098) ~—5112} ~—-283|_~—st17|_—— 285} ~—626|_—«*t'185| ~—271| 39623 
Year "55| 805| 250839) 2911| 53273| 235444; 63345) 62585/ 8360) 2424! 8995| 11302| 20613| —6313| 747209 
To Date 54] 1002} 236998] 2121] 47813] 219225] 54391| 66535) 4854) 1851| 8145/ -9139| 12494] +3914) 668482 








‘“*The information contained in this report has been compiled from official state documents. Every reasonable precaution has been 


| exercised to insure accuracy of this report to the extent of the registrations received and tabulated at the time the report is published. 


R. L. Polk & Co. cannot assume any liability by reason of inaccuracies or omissions.’’—R. L: Polk & Co. 





New Passenger Car Registrations, 34 States for October, 1955-1954 






















































Zz 
Car registrations by states ° - © 
al w = 
are released here weekly, as ou = 2 
compiled by Re L. Polk rep- =< 2x E ; 
resentatives in state capitals. s2 FO 3 s 
< Oo ° oO 
27 States Previously *55| (1327| +2671 3998| 3915} 2769! 9510; 15254) 31448) 51806 1299) 11727| 64883| 22800 2138| 54837) 17801| 14761| 112337) 8| 74) 82! 1663! 2608 4271 1448| 218416 
Reported for October ‘54; 1251 2537 3788; 2261; 1959; 3946, 6143) 14309; 43888 1026 7401; 52315) 15989 2917| 33664) 13863 7508; 73941) 286 | 460} 746| 1146| 2223; 3369) 652| 149120 
Arkansas ° *55| 22 13 | 55 44 187 413 699 1347 24 294 1666 416| 4| 1509 412 393|, 2777 2) 2 16 48 64 3 5280 
54) 21 13 34 24 27 73 126 250 1179 13 i 1303 256| 44 91 239 162! 1616) | 4| | ‘| 51 60 4 3272 
lowa ‘55! 3| 110 158 164 al asl 545 1204 1925 32 471 2431 840; 65 2323 635 nal 4385 | 4) 5 63 109 172 30 8382 
54) 38 77 115 73 66 206 236 581 2079 22 353) 2454 662| 92 1751 501 268 3274 17 8| 25 27 105 132} 10 6591 
Massachusetts ‘S5| 109 319 428 241 232 604 1043 2120 3112 62] 630 3807 919) 103 3109 1016 933| 6080 7 7 71 177 348 197| 12984 
54! 109 377 486 184 210 398 646 1438 2900 93) 573 3566 1226| 206 2527 Hig 751; 5829 24 38) 62 93 198 291 112| 11784 
Nebraska 55) ‘| 32 a 51) 4! | i 229 518 965 17 248; = 1232 368) 53 9} 226| 259; = 1817) | ' | I 39) 50 89 4 3700 
5 54) 4 5! 55 51 SB 89 110 275 1031 32 168; 1231 375) 61 692) 244| 116] = 1688} 4 10; 14) 19] 49 68 2 3333 
Ohio 55| 121 4 491 3101 519 1942 2374 5344 7784 170 1646 9607| 3591! 232| = 6627 2346 2221| 15017) I 15} 16} 279| 351 630) 151| 31249 
¢ 54/ 181 330 511 310 349 723 865 2247 6542 189; 1204 7935| 2668) 371; 4284 2012 1318} 10653} 88) 64} 152} 206} 286 | 492 56| 22046 
Washington ‘55| él 207 268 158 179 4 634 1382 1457 62) 365 1887 | 799 | 7| 1466! 590) 625 3522 | 3 3! 86 157 243) 228 7530 
wr 54) 88 167 255 74 69 19 274 536 1243 30| 189 1462| 405! 76 1027| 344| 163 2015 12 18 30} 34 95 129! 44 4471 
isconsin ‘55! 129 416 545 153! 154 565 701; = 1573 2472 63/ 567| 3103 1677 100 2866| 133! 661 6635 | 4} 4 81 117} 198) 35| 12092 
we i 54! 76 267 343 101| it 236 277) 725 2635! 48) 275) 58 1033 128 1703} 924 370! 4158} 31 44) 75 39| 88) 127 ial 8402 
ates Reported ‘55! 1826| 4173 5999| 5246) 4035) 13814) 21:93| 44288) 70868! 1729) 15948| 88616! 31410| 2780) 73648| 24357] 20375| 152570 10 110 120! 2398| 3617 6015 2096| 299633 
To Date for October ‘S4| 1768| 3819 5587| 3078 2816| 5790) 8677) 20361) 61497) 1453; 10274! 73224| 22614| 3895| 46763) 19246] 10656| 103174 463 646| 1109] 1573] 3095) stéa| 896| 209019 
vet Adjustment ‘55! +8) —8| | —280| —142| +6] —I1| —427| —144| +4| —41| —i81| —570| —II| —215| —309 —t| —I —6| —1é| —22] —2| —1756 
ear "55! 37077| 78492| 115569! 128279) 96026) 231635| 536751| 992691/1239574| 25817| 297193/1562655| 616490| 111340|1293527| 479021| 428314/2928692 899| 5701 6600| 42477| 80286| 122763| 38106|5767005 
To Date ‘54! 28713| 68599| 97312] 78497) 59960| 118342| 309204| 566003/1095224| 30106! 226600/ 1351930! 416460! 86847/1080588| 326592| 271105|2181592 7607| 14975 27587| Ml 737121 1oaabel oes 14948271 
‘*The information contained in this report has been compiled from official state documents. Every reason- received and tabulated at the time the report is published. R. L. Polk & C it iabilit 
able precaution has been exercised to insure accuracy of this report to the extent of the registrations by reason of inaccuracies or omissions.’’—R. L. Polk & Co. 0 ee ee eee 
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How They're Pushing Sales .. . 


Dealer Ad Ideas 


LLIOTT Lincoln-Mercury, Provi- 

dence, has a promotional tie-in 

with a television show that selects 
a “Good Neighbor of the Day.” 

The chosen person is picked up 
and driven to the show in a new 
car labeled: “Today’s Good Neigh- 
bor Rides to the Breakfast Show, 
WJAR-TV, 9 to 10 a.m. in a Mer- 
cury by Elliott.” 

* + * 
40 Sales in 4 Days 
RTLEY Pontiac Inc., Williams- 
port, Pa., closed its out-of-city 
lot for the season, advertised a 
“removal sale” at its central lot and 
sold 40 of 72 units in four days. 

Newspaper ads mentioned five 
price groups from $55 to $395 and 
listed the models available at each 
price. Mel Evans, sales manager, 
reported as many sales in the 
higher-price brackets as in the ad- 
vertised levels. 

+ * * 
Return of a Salesman 


FTER six months in the hospi- 

tal, C. O. (Buddy) Cox, Twin 
Falls, Id., car salesman, was wel- 
comed back to work with a full- 
page newspaper ad. 

Cox’s return coincided with the 
first Twin Falls showing of the 
1956 Chevrolet. 

In the ad, Cox thanked his friends 
and his firm for standing by him 
in his illness, and he thanked the 
community and civic clubs for mak- 
ing his hospital stay as pleasant as 
possible. ‘ 

* * 


Salesmen Featured 


A GROUP picture of “Our Cour- 

teous Salesmen” was the focal 

point of a newspaper ad by French 

Ford, Valparaiso, Ind. 
* z= 


7 
‘Solid as an Oak’ 


A SKETCH of a giant oak tree 
was used by Carl F. Weissen- 
berger Inc. (Chevrolet), Toledo, to 
call attention to its 31 years in busi- 
ness. 

Roots of the tree were labeled 
“truth in advertising,” “ethical sales 
practices,” “customer satisfaction” 
and “honest business methods.” 

Captioned “There'll always be a 
Weissenberger Chevrolet — Toledo’s 
oldest Chevrolet dealer,” the ad de- 
clared, “As the oak tree grows in 
stature to tower above the sur- 
rounding terrain, so the Weissen- 
berger organization stands out for 
character and integrity in the local 
automotive sphere.” 


” * of 
Free Items Draw Crowd 


[_ OxDGREN Mercury Co., Rex- 


burg, Id., drew several hundred | 


persons to its showroom and garage 
by offering a free brake inspection 


and a free front-wheel pack to} 


every visitor. 


Handbills, distributed throughout | 
the area, could be exchanged at the | 


garage for the front-wheel pack. 
* * * 
Low-Pressure Approach 
AEGER Olds, Milwaukee, 


ad headed “Used-Car 


Analysis.” 


Jaeger cited factors which, it said, | 


indicate that used-car prices in the 
coming year will be firm to slightly 
higher and advised, “If you have 
planned to ‘step up’ to a later model, 
we see no advantage to you in wait- 
ing. Our sales prove that the buy- 
ing public thinks as we do.” 
ca x * 


Youngsters’ Ads Amuse 


ILWAUKEE dealers are chuck- 

ling over free Kids to Kids ads 
in a local paper. Here are some 
gems of enterprising young copy- 
writers: 

“Please have you a motorized ve- 
hicle, gas or battery? My dad will 
help me pay you.” 

“Birdsitter. I like Animals.” 

“Boy’s clothing and a few girls, 
cheap.” 

* * * 


‘At Your Service’ 


AMILTON Motor Products, Ltd., 

Hamilton, Ont., stressed the im- 
portance of “knowing your dealer” 
in an institutional newspaper ad- 
vertisement that featured photos of 
staff members. 


Said the copy: “We believe that 


used | 


the low-pressure approach in an | 
Market! 





|to obtain your business, we must 
deserve it. To deserve your busi- 
| ness, we must render you a valuable 
| service when you purchase your 
car. We have good men, with 
worthwhile experience and training, 
| who desire to be of service in assist- 
| ing you in considering the problems 
|of a car purchase. 

“We sell over 3,000 cars a year, so 
|we must be competitive.” 

| * * + 


| A Golden Guarantee 


GUARANTEE based on the 
“Golden Rule” and “éustom- 
|made to your needs” has been of- 
|fered by Al Shallock, Inc. (Ford), 
Jackson and East Wells, Milwau- 
kee. 

In a color ad—gold, of course— 
Shallock introduced his idea with 
a facsimile of the guarantee. It 
said: “Al Shallock, Inc., guaran- 
tees to give you the allowance 
and type of payment plan that 
will make it possible for you to 


& 





cylinder head. 


stroke. 











Yes, it is smart to insist on a 
Midland Compressor, for Midland 
gives you these big advantages: 

Greatest Efficiency—Due to patented 
automatic inlet valves built into 


Minimum Oil Consumption—Due to 
lack of high vacuum on suction 


Cooler Operation—Because inlet 
valves let atmospheric air circulate 
through compressor when idling, 
practically eliminating carbon. 


be proud of whatever Ford model 
you are able to buy.” 

Shallock said that “this is the 
only true guarantee any automobile 
dealer can give you.” 

* * a 


Salesman to Win Car 


“{)PERATION St. Nick” will 
bring a Milwaukee auto sales- 
man a new Ford for Christmas. It’s 
the top prize in a truck sales con- 
test being conducted by Al Shal- 
lock, Inc. (Ford). . 
Fourteen other prizes also will 
be distributed in a drawing to be 
held Dec. 22. After meeting pre- 
liminary requirements, Shallock’s 
20 salesmen can drop a ticket in 
the contest barrel for every new 


truck or two used trucks they sell. 
ad * * 


Be Prepared 
OU BAUER, INC. (Ford), Cin- 
cinnati, hopes his used-car cus- 
tomers don’t have any trouble, but 
he’s seeing to it that they’re pre- 
pared if they do. 

With every purchase Bauer is 
giving, each for one year, travel 
routing service, a $1,000 bail bond 
certificate and road and wrecker 
service within the city limits. 

Elsewhere in Cincinnati, Sky 
Pontiac, Inc., is offering its used- 





car buyers a chance to trade for a 
1956 Pontiac within 12 months. 


They can deduct the full purchase | ' 


price of the used car from the price 
of the 1956 model. Also deductibles 
are lubrications, tuneups and other 
ordinary maintenance. 

* * * 


The AAA Way 


— A. Schott, Inc., and Schott 
Auction Co., Cincinnati, have 
offered a free membership in the 
American Automobile Assn. with 
each car (1952-1956) purchased. 

* * + 


‘Ages Not Known’ 


“A GES Not Known” headlines a 

Deising Pontiac, Milwaukee, 
classified display ad. It continues: 
“We did not sell these cars new so 
we do not know their exact age... 
we do know they are very fine cars 
traded in on ’56 Pontiacs.” 

* x * 


Meet the Stars 


ARK Circle Motor Co. (Chevro- 

let), Baltimore, advertised 
“Hollywood Night” and _ invited 
movie fans to a television program 
at which they met motion picture 
personalities Cleo Moore and John 
Agar. 








Sweepstake Drawing— 

Picking the winners in the nation-wide 
Peak and Nor'way antifreeze dealer 
sweepstakes are, from left: W. A. Joplin, 
representative, R. H. Donnelley Corp.; 
Carole Gallo; John C. Rafferty, representa- 
tive, W. J. Burns detective agency; Paul 
R. Smith, general manager, automotive 
specialties department, Commercial Sol- 
vents Corp., and George R. Lyon, repre- 
sentative, Fuller & Smith & Ross, CSC's 
advertising agency. Wayne Edmonson, 
Lloyds Motor Sales, received a 1955 Ram- 
bler as first prize winner. 
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“| ALWAYS HAVE AIR TO SPARE... 


installation. 
less 


oe se 
For complete 


factory direct. 


MIDLAND 


Integral Governor — Governor 
mounted on compressor simplifies 


Weight—A very important 
factor for today’s operators. 

Reduced Maintenance—Lack of com- 
pressor oil pumping greatly reduces 
maintenance due to elimination of 
oil and varnish deposits throughout 
the entire air brake system. 


details, see your 
nearest Midland dealer—or write 


* 


've Gta MIDLAND Compressor!” 


“A long grade like that’s a cinch with a Midland compressor working 
for you .. . Shucks—!I always have plenty of air for any kind of emer- 
gency—long hills or the steady stop and go of city traffic jams. My 
Midland compressor keeps my air tanks full all the time . . . That’s why 
| my boss has standardized on Midland air brakes and compressors all 
the way through his fleet. He’s smart!’ 























Those Who Know 
Power Brakes 







CHOOSE MIDLAND ! 








— than 300 years ago a man 
dressed in flowing Mandarin 
robes stepped from. his canoe onto 
the shore of what is now known as 
Michigan. Jean Nicolet, the French 
explorer, had passed through the 
Straits of Mackinac and thought he 
had found a new gateway to China. 
The Mandarin robes were a public 
relations gesture toward the Orien- 
tals he expected to find. 

Today, the westward path of 
empire seems to have struck a 
snag, at least as far as explorers 
and pioneers are concerned. The 
intrepid have turned their foot- 
steps toward the north . .. Cana- 
da is booming and Alaska had 
the biggest population rise of any 
U. S. state or territory. 

Now all eyes are on the Antarctic 
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—on the United States Operation 
Deepfreeze and the British Antarc- 
tic expedition. According to polar 
explorer, Rear Adm. Richard E. 
Byrd, who has been put in charge 
of all U. S. Antarctic activity ... 
the Government plans to make this 
a@ permanent unit the South 
Polar regions are becoming more 
and more important to world stra- 
tegy. 


* * * 


A Most Forbidding Land 


HE Soviet Union claims a lot of 
Antarctic territory. The U. S. 
has never made any claims and has 
not recognized those of any other 


permanent program. Adm. Byrd is 
advocating the establishment of 
| settlements. Something which has 
never before been considered possi- 
| ble. 

| Airplanes have for some time 
| been making the “great circle” over 





arations they also could circle the 
South Pole. 

First sighted by whalers the 
Antarctics was then explored by 
19th Century voyagers Palmer, 
Biscoe, Weddell and Ross. But it 
wasn’t until 1911 that Amundsen 





country, though future U. S. claims | 
seem a logical outgrowth of any| 


the North Pole. With proper prep-| 








Nine-Passenger Station Wagon— 


Joining the Chevrolet line for 1956 are nine-passenger station wagons in the Two- 
Ten and Bel Air series. For maximum cargo space, the third seat can be removed | 
while the middle seats can be folded flush into the floor. Four other station wagons | 

| 


also are included among Chevrolet's 19 models. 


and Scott discovered the South | of ice pack ending in sheer cliffs up | 
| to 120 feet high . . . only plant life— | 
|moss, lichén and algae—no year-| 


Pole. 
This most forbidding of lands has 


the highest average altitude of any| round animal-life, 
continent — giant mountain ranges | wingless 


except small 


insects, microscopic or- 


with peaks of about 15,000 feet. It| ganisms and penguins. 


is surrounded by hundreds of miles 





In the summer there are whales, 


The signal that can’t be missed 





@ 


DIRECTIONAL SIGNALS - SWITCHES 


+ FLASHERS 








seals and birds. Once temperate 
and tropical, the antarctic may be 
habitable again in millions of years, 
according to the scientists. 

* x + 


2 Expeditions Planned 


i yom British expedition is made 
up of two parts... Dr. V. E. 
Fuchs, London, heads one group 
and Sir Edmund Hillary, New Zea- 
land, the other. Their joint purpose 
is to cross the 2,000-mile stretch 
between the Ross Sea and the Wed- 
dell Sea. 


From bases on the shores of the 
two seas they hope to work toward 
a meeting somewhere near the 
South Pole. Except for the pole, 
only 100 miles of the route has been 
seen before. 


During Operation Deepfreeze, a 
four-year program in support of 
United States participation in the 
International Geophysical Year, 
1957-58, the U. S. plans to build 
seven outposts. Eleven other 
countries, including the Soviet 
Union are also constructing scien- 
tific stations. About 120 Seabees 
will spend this winter completing 
the construction of four of the 
stations. 


Both expeditions include experts 
and scientific equipment for me- 
teorlogical readings and geographi- 
cal soundings. 

What lies below the ice? Several 
archipelagos or just two major divi- 
sions of land. 

For physiological experiments, 
how does man react to prolonged 
cold? Both parties have planes for 
air reconnaisance and “Sno-cats” 
and amphibious Weasels. The Brit- 
ish have dogs for the sleds to be 
used in crossing the continent. 

* *~ * 


Navy to Test Equipment 


A the things the Navy will 
test are lenseless goggles and 
cold weather clothing. 


The goggles are transparent plas- 


|tic kidney-shaped cylinders on a 


foam-rubber frame, a secret bor- 
rowed from the Eskimos’ whale- 
bone goggles with star-shaped slits. 
There are no lenses to fog up. 


The cold-weather clothing is de- 
signed to keep a man afloat—and 
dry—indefinitely. It has a water- 
proof outer shell lined with per- 
forated plastic foam that will not 
absorb water. 


One of the great advantages of 
today’s explorers is that, unlike the 
early explorers who were shut off 
from the world for months—some- 
times years, they can be in constant 
communication with the outside. 

Nevertheless the conquest of the 
Antarctic is still no Sunday after- 
noon in the country. It will be 
tough even for the men who don’t 
volunteer for the acclimatization 
tests. For instance, the specially 
constructed hut in which the Brit- 
ish scientists will spend the winter, 
will disappear beneath the snow, 
temperatures will go as low as 80 
or 90 degrees below zero. 

P.S. Brrrrrrrrrrrr! Glad I’m an 
armchair explorer! 


Pa. House Votes 
314 Pct. Excise 


Tax on New Cars 


HARRISBURG, Pa. — New-car 
sales would be subject to the 3% 
percent manufacturer’s excise tax 
approved last week by the House, 
109 to 88. 

However, sales of used cars 
would be exempt since the pro- 
posed levy is not intended to apply 
in cases where the tax has previ- 
ously been paid, according to an 
interpretation of the bill by Claude 
S. Klugh, general manager of the 
Pennsylvania Automotive Assn. 

Klugh said the tax apparently 
would not apply to accommodation 
sales between dealers, which in- 
volve swapping of new cars upon 
which the tax has already been 
paid once by the dealer originally 
handling the car. 

Pennsylvania’s dealers, Klugh 
said, would be protected from the 
public’s going out of state to pur- 
chase a new car in order to save 
the tax, since the measure specifi- 
cally states that the tax would ap- 
ply on the sale price of goods used 
within Pennsylvania. 

“We will ask that the purchasers 
of such vehicles be required to pay 
the tax at the time of. application 
for Pennsylvania title,” Klugh said. 





—t—— 
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On the Financial Front 


B. F. Goodrich Co. has announced 
that net sales for the first nine 
months of 1955 were 20.5 percent 
above the same period a year ago 
and that earnings rose 18 percent. 

Sales were $561,924,350 against 
$466,499,115 and earnings were $32,- 
395,212 against $27,371,729. The nine- 
month report included operations 
of the company’s new Sponge 
Products division, acquired in Au- 
gust, 1954. 

* * * 


Northern Star Completes 


Ist Step of Growth Plan 

Northern Star Industries, Inc., 
Brooklyn, N. Y., manufacturer of 
automobile wheel covers, has 
announced the completion of the 
first phase of a two-part expansion 
program. 

The firm has instituted an addi- 
tional system of electronic quality 
control along with expanded pro-| 
duction facilities in a five-story 
building where all manufacturing 
activities are concentrated. 

* * * 


Fruehauf 


Fruehauf Trailer Co. has called | 
its 4% percent subordinated deben- 
tures for redemption on Dec. 19, at 
104 and accrued interest, Roy Frue- 
hauf, president, has announced. 

* * * 


$5 Million, 18-Month Note 


Placed by Associates 

A $5 million senior term note} 
maturing in 18 months at 3 percent | 
was placed privately Oct. 11 by 
Associates Investment Co., South 
Bend, it has been announced by 


Fruehauf Buys 
Hobbs Trailer 


Firm in Texas 


FORT WORTH, Tex. — Fruehauf 
Trailer Co. and Hobbs Mfg. Co. of | 
Texas announced last week that 
the truck-trailer manufacturing fa- 








cilities of the Hobbs company have 
been acquired by Fruehauf. Acqui- 
sition price was not disclosed. 

The acquired assets, according to 
Roy Fruehauf, president of Frue- 
hauf Trailer, and M. J. Neeley, 
president and principal stockholder 
of Hobbs since 1932, include the 
following: 

Machinery and equipment, leased 
manufacturing and office space, 
totaling 265,000 square feet, in Fort 
Worth, and five service branches 
located in Fort Worth, Houston, 
Dallas, Lubbock and San Antonio. 

Fruehauf revealed that the Frue- 
hauf company will “within the near 
future” announce the location of a 
new 200,000-square-foot manufac- 
turing plant to be constructed to 
complement the newly acquired 
Texas facilities. 

The acquired manufacturing fa- | 
cilities will be operated as Frue- 
hauf-Hobbs of Texas, a division of 
Fruehauf Trailer. Fruehauf trailers 
built in Texas will carry the name- 
plates “Fruehauf-Hobbs.” 

William E. Grace, who for 21 
years has been vice-president and 
general manager of Hobbs, will 
continue in charge of the Fruehauf 
Texas operations as vice-president 
and general manager of the Frue- 
hauf-Hobbs division. 

The joint statement also revealed 
that although Hobbs has discon- 
tinued its truck-trailer manufac- 
turing operations, it will continue 
in business in other fields. 


| 


Fisher Occupies 


Tech Center HQ 


WARREN, Mich. — Occupation 
of Fisher Body’s new administra- 
tion and engineering facilities at 
the General Motors Technical Cen- 
ter here is now complete, according 
to James E. Goodman, vice-presi- 
dent of the division. 

Occupying a 192-acre site at 30001 
Van Dyke, Warren, the Fisher Body 
facilities consist of an administra- 
tion building containing 127,800 
Square feet, an engineering build- 
ing of 837,440 square feet and a| 
shop building containing 348,804 | 
Square feet. More than 5,600 are| 


employed here by Fisher Body. 








Robert L. Oare, board chairman. 

Oare said proceeds were used to 
meet maturing term note obliga- 
tions. 


* x * 


Hastings Mfg. Co. 
Hastings Mfg. Co, Hastings, 
Mich., nine-month report, 1955 vs. 
1954: Earnings, $303,914 vs. $406,- 


377; sales not given. 
+ * * 


Bullard 


Bullard Co., Bridgeport, Conn., 
first nine months report, 1955 vs. 
1954: Earnings, $1,311,618 (loss) and 
$4,710,394; sales, $20,148,210 and 
$41,384,309. 


* * * 


Goodyear Sales Exceed 
$1 Billion for 9 Months 


For the first time, sales of Good- 
year Tire & Rubber Co. passed the 
billion-dollar mark for the first 
nine months of the year, the com- 
pany announced. 

Sales totaled $1,025,447,000, an in- 







Another in a series 
of reports to AC 
wholesalers and 
dealers 


un 
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crease of 30 percent over the $789,- 
177,842 figure for the first nine 
months of 1954. Earnings were 
estimated at $43,659,000 against $31,- 
798,688 last year. 

* * * 


Leece-Neville Co. 


Leece-Neville Co., Cleveland, an- 
nual report 1955 vs. 1954 (fiscal 
year ended July 31): sales, $11,686,- 
904 vs. $11,425,567; earnings, $451,- 
367 vs. $344,659. 

* * * 


Douglas Oil 


Douglas Oil Co. of California, Los 
Angeles, first half fiscal report 
(ended Sept. 30, 1955), 1955 vs. 
1954: Net income, $131,823 and 
$159,375; sales, $11,959,146 and $11,- 
200,102. 

+ * +” 


Reichhold Chemicals 

Total U. S. sales of Reichhold 
Chemicals for the first nine months 
of 1955 amounted to $40,275,309, a 
gain of 11.5 percent above the $35,- 
767,715 sales in the same 1954 
period. 

* * * 


General Acceptance Issue 


General Acceptance Corp. has 
announced private placement of a 


5, 1955 


$10 million, 4 percent, 10-year senior 
note issue at par with a group of 
institutional investors. Proceeds 
will be added to working capital, 
General Acceptance said. 


* * * 


Seiberling Income Bounces 
To $834,149 for 9 Months 


Seiberling Rubber Co. reported 
net income of $834,149 on sales of 
$34,193,324 for the first nine months 
of 1955. 

This compared with earnings of 
$231,253 on sales of $27,180,252 in 
the like period last year. 


* * * 


Houdaille-Hershey Nets 
$1,769,422 for 1955 


Houdaille-Hershey Corp. has re- 
ported net profits of $1,769,422 for 
the nine months ending Sept. 30, 
1955, on sales of $64,482,836. 

This compared with a profit of 
$1,191,670 for the entire year of 1954, 
| but the company said that due to 
| the purchase of Frontier Industries, 
|Inc., June 30, 1955, that curent re- 
sults are not comparable to those 








\ ...gnother AC 
sales story that cant 


be fopped/ 


AC OIL FILTERS fop all makes 
as New Car Equipment 


| 
Green Gets Sales Award— 

William T. Green, left, president, Green- 
Gifford Motor Corp. (Chrysler-Plymouth), 
Norfolk, Va., receives the “Executive of 
the Year'’ award from Edward F. Power, 
Norfolk office manager, National Cash 
| Register Co. Green was honored by the 
Hampton Roads Sales Executive Club for 
“best exemplifying the spirit of aggres- 
sive and creative selling.” 





— great engineering triumph 


for engine parts! 


SLU DGE-TRAPPING 


POCKETS 


from heavy-duty oils! 


of driving between filter changes. 





and important extra protection 










The unusual “inside story” of AC Oil Filter construction pictured at 
the left is one reason why AC OIL FILTERS today are standard or 
optional factory equipment on more new cars than any other brand. 


New paper engineering pioneered in 1946 
makes density-type filter obsolete! J 
Oil filters came into their own when engineers found a way to filter 
oil through paper. How AC treats its own custom-engineered paper is 
a carefully guarded trade secret. But, this specially processed paper 
filters out damaging dust, dirt, grit or specks of metal as small 
as 1/100,000th of an inch . . . traps as much as 1% pounds of 
harmful material in 5,000 miles of driving. Will not remove detergents 


Exclusive AC “accordion fold’’ increases filter area— 
prolongs filter life! 


Ten times the filtering area! More than 90 sludge-trapping pockets! 
Those are two of the benefits of AC’s “‘accordion fold.” This exclusive 
AC feature provides better filtering action through the full 5,000 miles 





AC SPARK PLUG DIVISION 
GENERAL MOTORS CORPORATION 
FLINT, MICHIGAN 


AC ENGINEERING WITH GM RESOURCES CAN ALWAYS BE LOOKED TO FOR LEADERSHIP 
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Indiana has called a special ses- 
sion of its State Legislative Advi- 
sory Commission for Dec. 6 to 
authorize creation of a sub-com- 
mittee to investigate credit insur- 
ance activities in the state. 

According to Rep. George S. Die- 
ner, speaker of the House, the need 
for an investigation was brought to 
light in a series of articles in the 
Indianapolis Star on tiein deals be- 
tween some insurance and smal 
loan companies. 


Handley said the subcommittee’s in- 
vestigation would include: 


Legislative News 





qualifications to write insurance. 

4. Effect on the small loan busi- 
ness of individuals acting as officers 
of both loan companies and credit 
insurance firms. 

cd + cad 


Insurance Surcharge Law 


Due for Review in Mass. 

Gov. Christian A. Herter plans to 
name a committee to survey Mas- 
| Sachusetts’ auto demerit system 
under which violators pay insur- 
ance surcharges. The system has 





pensive for motorists. 
Under the plan a motorist found 





Solving a Dimensional Problem— 


When N. W. Ayer & Son, Philadelphia, decided to put on an exhibit showing all 
the types of advertising used in the 1956 Plymouth announcement campaign, a real 
Plymouth was needed. How do you get a 75-inch-wide Plymouth through the 65-inch- 
wide door of the Ayer Building? Like This. 


1. Extent of involuntary and coer-| at fault in an accident can be 
cive practices in the sale of tiein| assessed three or more demerits. He 
credit insurance with the making of | then must pay a $6-per-demerit in- 
small loans. | Surance surcharge for four years. 

2. Extent of the practice of “kick- Massachusetts has a compulsory 


ing back” insurance commissions to | auto insurance law. 


< - | ik * * 
ao — company in defiance of N. Y. Voters Reject Bonds 
3. Extent of recruiting insurance | To Be Financed by Levy 


agents among loan company per- New York voters have rejected— 


sonnel without regard for their | 1,389,904 to 1,042,243—a proposed | 


Here’s the machine 


that simplifies dealer accounting 
without any change in 


factory-recommended procedures 





When you use this accounting machine, the Burroughs Sensimatic, 
there’s no need to change your system in order to mechanize it. 
Following your present factory-recommended procedures, the 
Burroughs Sensimatic will handle all accounting records quickly and 
easily, and prepare your Distribution Journals three times faster! What’s 
more, this machine is easy to operate (even beginners quickly do expert 
work), and it’s not outmoded by changes in your system or growth 

of your business. For a demonstration—of how you can 
mechanize without upsetting your accounting cart— 
call our nearby branch office today. Or write to 
Burroughs Corporation, Detroit 32, Michigan. 









Ask for a free copy 
of this booklet on 
Automobile Dealer 
Accounting Systems. 
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$750 million highway bond issue 
which would have been financed by 
fuel tax boosts from four to six 
cents on gasoline and from six to 
nine on diesel. 

According to the American Pe- 
troleum Industries Committee, it 
was the first time since 1945 that 
constitutional change failed to re- 
ceive approval. Of ten questions, 
five were turned down. 

* * * 


Missourians Vote ‘No 
Springfield -(Mo.) voters refused 


by a four to one vote to permit a 
| proposed % cent increase in a city 


3 


|levy of %4 cent per gallon on gaso- 
|line, according to the American 


Diener and Lt. Gov. Harold W.| been attacked as being unduly ex- | Petroleum Industries Committee. 


| * * # 
| 


Arizona Loan Law Urged 


In Finance Convention 

William T. Christian, Chicago, 
president, National Consumer 
Finance Assn., has recommended 
|}enactment of a new Arizona small 
loan law which would lower the top 
interest rate but increase the ceiling 
|/and allow lenders to sell insurance 
|to borrowers. 

He was speaking to the Phoenix 
convention of the Arizona Assn. of 
Small Loan Companies which now 
has changed its name to the Ari- 
zona Consumers Finance and Loan 
| Assn. The proposed law would drop 
ithe interest top from 3% percent 
|to 3 percent for the first $300, then 
fix the rate at 2 percent on the un- 
paid balance up to another $300. 
The loan ceiling would be lifted 
from $300 to $600. 


4 Postwar Plants 
Boost Cleveland to 


2nd in Ford Ranks 


| CLEVELAND.—Riding the crest 
lof Ford Motor Co.’s huge postwar 
expansion program, Cleveland has 
become the company’s largest base 
of operations outside the home 
offices and Rouge plant in Dear- 
born. 

The company employs more than 
15,000 persons in Greater Cleveland 
and its annual payroll exceeds $75 
million, making Ford one of the 
area’s biggest employers. 

In addition to its auto district 
sales offices, Ford’s Cleveland facili- 
ties consist of a foundry, two en- 
gine plants, a stamping plant and 
a parts depot. 

All have been constructed since 
1950 as part of Ford’s company- 
wide expansion and modernization 
program which has reached $3,750,- 
000 in projects completed and 


planned. 
Ford's four Cleveland plants and 
parts depot consist of 4,278,000 


square feet of working space. Addi- 
tions totaling 585,000 square feet 
are under construction. 


L. A. Young Boosts 


Three Executives 


DETROIT. — Three top-level ap- 
pointments were announced last 
week by N. D. Ely, president of 
L. A. Young Spring & Wire Corp. 
Thomas Couper has been elevated 











P. J. Gallette 


Thomas Couper 


from vice-president to general vice- 
president; Peter J. Gallette from 
| general sales manager to vice-presi- 
| dent, automotive sales, and Russell 
B. Robins from director of market- 
ing to vice-president, marketing. 
| All members of the board of di- 
| rectors were reelected. Board mem- 
| bers are Ely, Couper, A. W. Acker- 
| man, Ola Young, E. F. Roberts, 
| L. H. Diehl and A. H. Wrock. 
Couper, a veteran of 29 years 
with L. A. Young, has served since 
1947 as vice-president. He directs 
| Sales and advertising. Gallette, who 
|joined L. A. Young in 1927, has 
| been general sales manager since 
| 1951. 
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Lawsuits Affecting Dealers... 


Court Decisions 


By Leo T. Parker 
Attorney at Law 

DEALER writes: “I have been 

reading in Automotive News 
some of the items you wrote about 
insurance companies not having to 
pay insurance to policy holders. 
This was interesting news to me. 
What reasons can you give why an 
insurance policy is not valid?” 

There are many reasons why an 
insurance policy is void. An im- 
portant reason is where the policy 
holder increases the insurance 
company’s risk. Another reason is 
where the insured incorrectly an- 
swers a question when he files an 
application for insurance. Still 
another reason is where the insured 
tries to defraud the insurance com- 
pany. 

For example, in Bockser v. Dor- 
chester Fire Insurance Company, 
99 N. E. (2d) 640, the testimony 
showed these facts: 

A fire destroyed all of one 
Bockser’s office furniture and fix- 
tures and some materials. When 
an insurance adjuster visited 
Bockser, an employe of Bockser 
presented a receipted bill for ma- 
terials for $17,519.90 which had 
been fraudulently increased from 
$5,200, the actual value of the de- | 
stroyed materials and merchan- | 
dise. 

The higher court held, in view 
of this testimony, that the insurance 
company need not pay Bockser any 
insurance loss, and said: | 

“There were detailed misrepre-| 
sentations based upon a false bill| 
prepared upon a genuine billhead. | 
The fraud of an agent acting in 
the course of his employment is} 
binding upon his principal. 

* * * 


Fraud Voids Policy 


"= comparison, see Gechijian v.| 
Richmond Insurance Co. 298 





Mass. 487. Here the holder of an} 
insurance policy “knowingly” ex-| 
aggerated the value of his destroyed | 
property in order to be in a more! 
advantageous position to be paid} 
for the real loss suffered. The court) 
held that the insured had made an} 
“attempt” to defraud the insurance | 
company, and said: 

“The law is settled that the fur-| 
nishing to the insurers by the in-| 
sured of a statement of values that) 
he knows to be false, for the pur- 
pose of securing an advantageous | 
position in the settlement of the | 
loss, is a fraudulent design which) 
constitutes an attempt to defraud) 
within the provisions of the stand-| 
ard policies and vitiates the insur-| 
ance policy even though the insured | 
may not have intended to secure! 
more than his actual loss.” | 

A higher court held recently, 
that an insurance policy auto- 
matically becomes void when an 
automobile dealer delays notifying 
the insurance company of a loss 
or claim. 

For instance, in Shallock,. v. 
Zurich General Accident & Liability 
Insurance Co., 63 N. W. (2d) 89, the 
testimony showed facts, as follows: 

An automobile dealer named Shal- 
lock held an automobile liability 
insurance policy. He sold a used 
automobile. Within half an hour 
after the purchaser accepted de- 
livery of the automobile, the right 
front tire and tube blew out, over- 
turning the automobile and caus- 
ing severe personal injuries to the 


purchaser. 
* * * 


Delay Cancels Protection 


Te purchaser’s lawyer immedi- 
ately wrote to Shallock, saying: 
“It is my opinion that this auto- 
mobile should not have been per- 
mitted to leave your used-car lot 
in the state of repair which existed. 
The right front tire was manifestly 
defective and the car constituted 
a traffic hazard. , 

“By permitting the car to be 
driven upon the highway, you com- 
mitted an act of negligence which 
will make you liable for my client’s 
damages.” 

No notice of this letter nor of 
any kind was given by Shallock 
to the insurance company until 
23 months later when the pur- 
chaser sued Shallock for damages. 

The insurance company refused 
to defend Shallock in the suit on 
the grounds that Shallock’s delay 


in notifying the company about the 
accident invalidated the policy. The 
higher court held the policy void, 
saying: 

“There would seem to be no ques- 
tion but what appellant’s (Shal- 
lock’s) failure to forward immedi- 
ately attorney Scholl’s letter to the 
insurance company prevents appel- 
lant (Shallock) from asserting any 
liability on the policy against the 
insurance company with respect to 
any damage Cesar (purchaser) will 
be entitled to recover growing out 
of the accident.” 

* * + 


Promises Aren’t Binding 


A REVIEW of late and leading 
higher court decisions discloses 
that a great many insurance law 
suits result from misunderstanding 


with insurance agents. There are 


two kinds of insurance agents. 

A “special” agent calls on you 
and solicits your insurance busi- 
ness. A “general” agent manages a 


branch office of the insurance com- 
pany. 

The higher courts consistently 
hold that an ordinary or “special” 
insurance agent is your representa- 
tive and not an agent of the insur- 
ance company. Hence, the courts 
hold that the insurance company is 
not in any sense liable for promises 
made by a special insurance agent. 

Irrespective of what your spe- 
cial insurance agent promises, 
and no matter what protection 
you believe your insurance policy 
includes, you must rely exclu- 
sively upon the protection defined 
by the policy. 

For illustration, in Ferla v. Com- 
mercial Insurance Company, 59 Atl. 
(2d) 714, it was shown that an in- 
surance policy had a typewritten 
endorsement which limited the in- 


| surance coverage. Subsequently the 


insurance company refused to pay 


|a loss and the insured filed suit. 


The insured testified that when 
he applied for the policy he told 
the company’s insurance agent to 
issue a policy that would cover his 
losses. Nevertheless, the higher 


court refused to hold the insurance} 
| company liable. 


This court held that if a special 
insurance agent is authorized mere- 
ly to solicit applications for in- 





surance, he cannot bind the insur- 

ance company by promises of pro- 

tection not included in the policy. 
* * * 


Minnesota Court Rejects 


New Wage Minimums 

The Minnesota Supreme Court 
has nullified an order of the State 
Industrial Commission that would 
have set up new wage minimums 
for women and minors in retail 
trade. 

The order had changed wage 
minimums for adult women as fol- 
lows: In Minneapolis, St. Paul and 
Duluth, up from 55 to 75 cents an 
hour; in cities from 20,000 to 50,000 
population, from 55 to 70 cents; 
10,000 to 20,000, from 50 to 65 cents, 
and in cities under 10,000, from 45 
to 55 cents. 

For minors under 18, the order 
set these minimums: Minneapolis, 
St. Paul and Duluth, 60 cents; cities 
from 10,000 to 50,000 population, 50 
cents, and cities under 10,000 popu- 


lation, 45 cents. 
* & * 


N. H. Rules Against Hikes 


In Auto Fees for Extras 


CONCORD, N. H. — (UTPS) —A 
few “extras” on cars does not au- 
thorize New Hampshire town and 


city clerks to charge auto owners 
higher permit fees, according to 
Asst. Atty. Gen. George F. Nelson. 

The far-reaching decision re- 
sulted from a protest made by 
Elliot W. Burbank jr., who said 
the Pittsfield town clerk had as- 
sessed him an additional fee for 
automatic transmission and power 
steering on his 1956 car. 

In a letter to Tax Commission 
secretary Lawton B. Chandler, Bur- 
bank said, “Fees for a permit are 
in the nature of a tax for the city 
or town. Accordingly, they are re- 
quired to be levied with uniformity. 
If levied on the basic automobile 
it appears that such uniformity is 
preserved.” 





‘Defensive Driving’ Urged 


During Bad Weather 

L. D. Rahilly, president of the 
Michigan Trucking Assn., has 
urged a campaign of “defensive 
driving” during bad weather. 

“Bad weather may excuse a de- 
lay, but never an accident,” he 
said. 

Rahilly said the average driver 
who has had an accident seldom 
stops to think of what he might 
have done to avoid the accident, 
he blames the conditions. 
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TWO-POST 





SHOP 


LIFT...FOR PASSENGER 
CARS AND LIGHT TRUCKS 


Lower installation cost—no long, deep pit re- 
quired... 60” wheel base range, 72” rise pro- 
vides ample head room. Deep front yoke for 
greater front-end accessibility. Also Roll-On and 
Free-Wheel Type Lifts. 





TANK- 
AIR COMPRESSORS 


Y% to 15 


From 1 to 78 cubic feet displacement (also simple 
and base-mounted units up to 300 cu. ft.). Single 
and two stage ... Timken bearings . . . self-oiling. 
ASME National Board 200 Ib. tank. Positive un- 
loader protects motor. 






MOUNTED 


H. P. Inclusive 


HIGH-PRESSURE 
HYDRAULIC 
CAR WASHER 


built. 


1976 KIENLEN AVENUE 





FULL AND SEMI-HYDRAULIC 
FRAME LIFTS 


Wheels hang free, for faster wheel, tire and 
brake work. Springs are relaxed and bearings 
free for faster and more thorough lubrication, ad- 
justment and repairs. Full under-car accessibility. 


Chl as 
jobs...QUICKER 


with modern 


SERVICE 
eR a ay 





OTHER 
CURTIS 


PRODUCTS... 


For faster, better, more prof- 
itable wash jobs... 300 Ibs. 
pressure. Long-lasting, self- 
oiling pump with brass-lined 
cylinders. Full accessibility ... 
quiet running . . . precision 


INDUSTRIAL AIR COMPRESSORS AND AIR HOISTS, 


COMMERCIAL AND HOME AIR CONDITIONING 





PNEUMATIC MACHINERY DIVISION 


of Curtis Manufacturing Company 
ST. LOUIS 20, MISSOURI 
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SOME DEALERS HAVE 1007 ABSORPTION FIGURES! 


(National Average is 65°) 


We guarantee to increase your service absorption figures and fill your shop with customer- 
paid labor . . . eliminate non-productive and unapplied time .. . and increase 
your profits. 


For as little as $70.00 up per month, we can install a compléte service production 
program that will do this—or it costs you nothing. We will analyze your problems and 
tell you how to correct them .. . train the entire service personnel . . . free your 
service manager of details, so that he can think . . . free service salesmen of donig 
follow-up, so that they can have 8 hours a day to sell .. . orminate duplicate handling 
of cars .. . and get away from single-item repair orders. 







Ullman 


(Continued from Page 9) 


with it, he could not have any of 
the other GM parts.” 

But while GM sells package deals 
to jobbers, Schrank said, it also 
gives rebates to their dealers on 
resale of parts, which in effect 
makes them jobbers, too. 

“GM does not seem to be able 
to make up its mind as to which 





If your monthly service volume is $7,000 or more, and you do not have a service desk 
or tower control, write us and hear our story .. . we promise some new slants—without 
obligation, of course. 


Flash-A-Call Service Sasiies 







1112 S. Wabash Ave., Dept. 
AN-113, Chicago 5, Illinois 


Stebeo 


GIVES YOU 3 TOP QUALITY LINES 






LUT 3 
BUT 


*Prices Include Federal 
Excise Tax 





© and...No one But SBEWCO cives you powerrut 
|) 4-WAY ADVERTISING AND MERCHANDISING SUPPORT! 


® Powerhouse Promotion in SATURDAY EVENING POST 
m™ ° Eye-Catching, Self-Selling DISPLAY PACKAGING 


be © Hard-Hitting, Nationwide PUBLICITY IN MAGAZINES and NEWSPAPERS 
hag @ Advertising Support with FREE Window Banners and Ad Mats 


', STEBCO Seat Belts are truly the class of the field! The only 
belts you can install yourself in minutes from inside the car, 
they fit every make and model, front seat or back. Also for use 
in trucks, boats and airplanes. Adjustable in seconds to fit any 
_ person, comfortably. Made of 100% genuine DuPont Nylon 
_ webbing and equipped with metal-to-metal Saf-T-Lock buckles, 
' STEBCO Belts EXCEED U. S. GOVERNMENT AERONAU- 
- TICAL STANDARDS for strength and safety! 


Sensational Introductory Offer! 


Prove it to yourself, without obligation, the Stebco Belts are the 
finest you can offer. Send today for a sample of each belt. Com- 
pare their design, their packaging, their superior saleability. If 
you don’t agree that these are the Seat Belts for you to sell hard 
and profit with, return them within 30 days _ ck, Sf 
and you won’t owe us a cent. But we're con- &y $5 ray wath Soo . 
fident that once you see them you'll want to oie ‘ 
stock and display STEBCO ... the only line *): post 33 i 
| of top quality Seat Safety Belts that covers “ts a Fai 

. the price market completely! gee 


Ne a 


Stelco Manufacturing Co., Chicago 7, Ill. 
(Established 1918) (Safety Equipment Div. Stein Bros. Mfg. Co.) 
SALES REPRESENTATIVES: Inquiries Invited On Territories Still Available. 


foregone tsar era 


TEBCO, Dept. 302 
| 1401 West Jackson Boulevard, Chicago 7, Illinois | 























Please send me on memo invoice one (1) sample each of the | 
three STEBCO Seat Sofety Belts. i 
Nome...... eocrcccccccncscccccccces FA cnivewenccracess 


ited adds éhee au dp tadano tastiba baw cake kd wats i 
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the parts 
-|“from the cradle to the grave,” 
| Schrank protested that an 


segment of the aftermarket in- 
dustry shall become their job- 


| bers,” he said. 


Accusing GM of trying to get all 
business for its cars 


inde- 
pendent competing with GM’s re- 
sources had as much chance “as a 
man with $50 against a millionaire 
in a game of poker at table stakes.” 

But spokesmen for three parts 
manufacturers which do a multi- 
million-dollar business with GM 
every year, said they had found 
the giant firm to be “a fair and | 
ethical competitor.” 

L. L. Dodge, of Dana Corp., testi- | 
fied that GM did everything on a 
strict business basis and that his 
firm had no reason to complain. | 
Although Dana often uses GM tools 
to make special parts, this is the 
only exclusive business it does with 
the company, he said. 

* * * 


Borg Denies Pressure 


econ W. MURPHY, general 
counsel of Borg-Warner Corp., 
told the senators that GM never 
had put any pressure on his com-| 
pany to force it to quit selling to 
independent dealers, but he testi- 
fied that GM probably was most} 
influential in setting the retail price 
of parts sold for GM cars through 
independent distributors. 

Murphy said the replacement 
parts made by his firm were iden- 
tical with those made for GM 
cars, but he pointed out that 
some parts makers might produce 
replacements which were differ- 
ent from so-called GM “genuine” 
parts. He said Borg-Warner had 
no complaints at all about any 
GM practice. 

Also supporting the status quo 
was David Clarke, attorney for 
Thompson Products, Inc. 

It is true, Clarke testified, that | 
his firm sold valves to GM for 25) 
cents and charged 41 cents when | 
it sold similar valves to independ- 
ents. But sales aids, packaging and 
handling costs account for this dif- 
ference, he added, and he saw 
nothing about the practice which 
couldn’t be justified. 

Nevertheless, Senator O’Mahoney 





has said, the issue is whether a 
car customer is to be a captive of 
the factory from which he bought 
his vehicle as far as replacement 
parts and accessories are concerned. 


Truck Group Chief 
Sees No 756 Action 
On Weeks Report 


BUFFALO. — There is little 
chance of Congress acting on the 
recommendations of the Weeks 
Cabinet Committee on Transporta- 
tion in 1956, according to James 
Mann, managing director, Private 
Truck Council of America, Inc. 

Mann told the Niagara Frontier 
Industrial Traffic League that he 
believes Senate and House commit- 
tees will hold hearings on bills to 
implement the transportation rec- 
ommendations but that no action 
will be taken until another Con- 
gress. 

Since 1956 is an election year, it 
will be extremely difficult to keep 
Congress in session once the ap- 
propriations bills are out of the 
way, he said. 

Mann also said that repeal of 
automotive excise taxes is unlikely 
at this time. He predicted an in- 
come tax cut in 1956, but said they 
may go up again in 1957 unless the 
foreign situation improves. 





Appointment for Stewart 


Robert W. Stewart has been ap- 
pointed general manager of con- 
sumer products for Westinghouse 
Electric Supply Co., Pittsburgh. 
The former holder of that office, 
Clyde S. Gishel, was named to the 
staff of President Victor D. Kniss 
for special assignments, and Louis 
G. Berger was appointed assistant 
to the president. 


NEW BUMPA-TEL SIGN 





“Mount or Dismount Your Sign in Seconds Without 
Tools, Absolutely No Damage to Car." 


® Mounted or Dismounted in Seconds* 
® Polished Aluminum Frames * Sheet Steel Face 


® Sign Legs Telescope Into Non-Visible Brackets Mounted 
Behind Bumper Guards 


© Does Not Interfere with Operation of Trunk Lid 
* After original Installation. State Make and Model When Ordering. 


Now Offered in Four (4) Options, Unlettered at $12.50, 
Lettered at $16.50, Lettered and Reflectorized at $21.50, 
Lettered on Full Scotchlite Background, the Top Sign for 
Night Use at $26.50. 
F.O.B., MOUNDS, ILLINOIS 
Signs Are Shipped 1 to 5 in Bundle via Parcel Post. Postage to Be Added. 


Available Now for 1956 Ford, Chevrolet, Plymouth, Buick, 
Dodge, DeSoto, Chrysler, Pontiac, Mercury and Oldsmobile. 


We will accept telephone calls collect on orders 
for five or more signs. 


WARREN HASTINGS MOTOR COMPANY, INC. 


103 NORTH BLANCHE MOUNDS, ILLINOIS 
DEPT. 102 Phone 461 


© ouR RATES ARE $0 LOW 


we are not permitted to advertise them 


NO CHARGE 
FOR CHILDREN 
IN SAME ROOM 


MODIFIED 

Per, AMERICAN OR 
EUROPEAN PLANS 
AVAILABLE 


Swimming pool 

200 feet of private beach 

Cabana Club + Water shows 

Dancing and All-star shows 

Free cocktail party 

Free movies Shuffleboard 

Free Honeymooners’ Portrait 
TONY SWEET, Maneger 


a ba) tat) 


SULTS a) arte 


ON THE OCEAN 35th TO 36th ST., MIAMI BEACH 











STATION 
WAGON 


TYPE 
MAHOGANY 
Type "O" 
MAHOGANY 
Type "wm" 
MAPLE 
Type “— 
MAHOGANY 
Type “R" Chev. — Pont. 1949-54 
ASH Olds. 1949- 
Type “H" s 50 
Application Sufficient for 
Solution About 2 Rolls 
Bonding Coat “ 1 Pt. 


“Clear Sealer " 1 P#. 2.85 


WE PAY POSTAGE IF CHECK ACCOMPANIES ORDER Add 35c if Special Delivery Desired 
Full Satisfaction Guaranteed 
The Co. 


Largest Manufacturer of Wood Station 
618 Communipaw Ave. Jersey City, N. J. Wagon Parts and Luggage Carriers 


Original Decal— 
Shipped within Hours After you Order 


DECALS 


YEAR — MAKE 
Ford 1952-54 
Merc, 1952-55 
Ford 1955 
(with 5 stripes) 
Ford — Merc. 1952-55 
Upper Body and Fibreglas 


x 45" 12.10 


4 oz. Jar 
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Affecting Factories and Dealers . . . 
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Auto Advertising 


By Martin Whitmyer 
Staff Writer 

Chrysler Division and Chrysler 
Dealers, sponsors of “It’s A Great 
Life” for the second year, teed-off 
a television station publicity direc- 
tors contest with a closed circuit 
audiocast to 142 NBC-TV stations. 

Six prizes, adding up to approxi- 
mately $8,000 will include two 
Chrysler Power-Style Windsors and 
$3,000 in cash. 


The contest was introduced by 
Michael O’Shea, James Dunn, 
William Bishop and _ Frances 
Bavier, stars of “It’s A Great 
Life,” by special tape made in 
Hollywood. Following the warm- 
up by the cast, Burton Durkee, 
assistant sales manager of Chrys- 
ler division, explained the contest 
in detail, emphasizing the im- 
portance of the local station pub- 
licity-promotion operation to the 
continuing success of network TV 
programs. 

The Chrysler contest, one of the 
most ambitious ever undertaken by 
a sponsor, began officially on Nov. 

14 and ends Jan. 30, covering ap- 
proximately 10 weeks of the “It’s A 
Great Life” series. Entrants must 
originate and execute a publicity- 
promotion-exploitation plan for the 
program, submitting their entries 
by midnight of Feb. 13. 

Special contest publicity kits, with 
full contest details plus working 
publicity materials and pictures, 
have been sent to all NBC-TV sta- 
tions carrying the “It’s A Great 
Life” program. Contest is being 
handled in New York by the public 
relations division of McCann-Erick- 


son, Inc. 
* * * 


Continental Birth Filmed 


“Continental,” a 17-minute sound 
film showing the development of 
Ford Motor Co.’s_ Continental 
Mark II automobile from drawing 
board to production, has been re- 
leased for general distribution. 

The motion picture, in color, 
follows the history of the Conti- 
nental from the time the idea was 
first conceived by William Clay 
Ford, through the various stages 
of engineering, overall design, 
styling and then actual produc- 
tion. 

As with all Ford documentary 
movies, “Continental” is made 
available through Ford film li- 
braries for showing by schools 
and organized groups. Film li- 
braries are located at 16 East 
Fifty-second St., New York 22; 
4303 Telegraph Ave., Oakland 2, 
Calif., and 16400 Michigan Ave., 
Dearborn. 


* * * 


Renault Retains Rep 


Renault Automobiles of France 
has retained Zachary and Liss, New 
York, as its U. S. public relations 


representative. 
ok * ok 


Journal-American Annual 


The New York Journal-Ameri- 
can will publish its 19th consecu- 
tive “Business and Financial. An- 
nual” on Jan. 10. 

The Annual, while looking 
back at past accomplishments, 
will look ahead to the challenge 
of 1956 for continuing the pros- 
perity, not only at home but 


around the world. 
oe eg * 


Hudson Appoints McAra 


J. B. McAra, formerly account 
executive with advertising agencies 
in both western and eastern Canada 
has been appointed advertising 
manager of Hudson Motors of 
Canada, Ltd. 


* * * 


Direct Mail Pays Off 


Motorists read and remember di- 
rect mail material sent them by 
auto manufacturers, according to 
results of a survey completed by 
Reuben H. Donnelley Corp., Chi- 
cago. 

“Not only do they remember 
the manufacturer, but they are 
able to identify the make of car 
with the local dealer whose name 
appears on the mailing pieces,” 
according to A. M. Andersen, 
executive vice-president of the 
company. 

At the conclusion of a 12-month 








campaign for an auto company, the 
campaign consisting of six folders 
mailed at two-month intervals, An- 
dersen explained, “We mailed a 
questionnaire to a random sample 
of 4416 names. A total of 1,307 
persons replied.” 

Andersen emphasized that 
neither the cover letter nor the 
questionnaire contained the name 
of the car manufacturer conduct- 
ing the campaign. “Despite the 
fact that an unaided recall tech- 
nique was used, 60 percent of the 
respondents remembered receiv- 
ing mailing pieces from the 
manufacturer sponsoring the 
campaign—and 52.1 percent re- 
membered the name of the dealer 
whose name appeared on the 
mailing piece.” 

The people surveyed also were 
asked how much of the automotive 
mail advertising they receive they 
actually read. Of the 788 people 
who correctly identified the brand 
name of the manufacturer spon- 
soring the mail campaign, one-third 
said they read “all of it,” another 
third said “most of it,” and about 
30 percent said “some of it.” Only 
about 4 percent said that they 
never read automotive mail adver- 
tising. 

+ * * 


Hearst Appoints 3 

Herbert W. Beyea, general man- 
ager of Hearst Advertising Service, 
has announced the appointment 
of Paul Titus to the newly-created 





Paul Titus 


post of director of plans, research 
and promotion, and Wallace Hughes 
as eastern regional manager. 

Titus, who has been in the Hearst 
organization for 28 years, formerly 
was New York manager, while 
Hughes formerly was head of auto- 
motive advertising department. 

Beyea also announced the ap- 
pointment of Carl W. Francis as 
manager of the Los Angeles office, 
a@ post made vacant by the promo- 
tion of Franklin S. Payne to pub- 
lisher of the Los Angeles Examiner. 
Francis has been with the Hearst 
organization for 15 years. 

* * * 


Safe Driving Promotion 

A safe driving television cam- 
paign will be launched by the Pan- 
American Coffee Bureau in time 
for the Christmas and New Year 
holidays. The campaign is geared 


Ah, the Adman— 


“Shock Absorbers Make the Spring Be- 
have” is the theme Arlene Kent portrays 
in her role as oriental “snake charmer.” 
Arlene is “Miss Tuneup the Ride” in the 
film ‘“‘How About You," released by Mon- 
roe Auto Equipment Co., Monroe, Mich. 
The film points up the profit opportunities 
that exist for garages, service stations 
and dealers who promote the idea of 
keeping the ride as well tuned as the 
motor. 


to the theme: “For holiday safety, 
if you take one for the road, make 
it coffee.” 

Transfilm made a 20-second ani- 
mated television spot which is be- 
ing sent to every television station 
in the country for airing on public 
service time. The Automobile Club 
of America and the Fraternal Or- 
der of Police are supporting the 
campaign. 

* + 


Chicago Show Promotion 


The Chicago Daily News will 
publish a special automotive sec- 
tion in the Jan. 7 issue of the 
paper in commemoration of the 
48th annual Chicago Automobile 
Show scheduled for Jan. 7-15 at 
the Chicago Amphitheatre. 

* x * 


‘Gold Mine on Wheels’ 


“Gold Mine on Wheels” is the 
title of a new click film prepared 
for dealers and automotive parts 
salesman by Champion Spark Plug 
Co., Toledo. 

It emphasizes the importance to 
the service station operator and 
others of “getting under the hood,” 
not only to service and sell spark 
plugs, but related items such as the 
fan belt, battery and cables, oil 
filter, air cleaner and radiator hose. 
Running time is 14% minutes. It is 
available through Champion repre- 
sentatives. 

* * * 
Firestone Names F. C. & B. 

Firestone Tire & Rubber Co. has 
announced the appointment of 
Foote, Cone & Belding, New York, 
to handle an announcement cam- 
paign on a new product. 

od * * 


Crowell-Collier Picks Rep 


Crowell- Collier Publishing Co., 
New York, has named Grey Adver- 














Southwell Motor in New Home— 


A shop building of prefabricated steel construction is one of the features in the new 
home built by Southwell Motor Co. (Buick), Valdosta, Ga. The shop has 17 service 
stalls and a work-bench line down the center of the building. The dealership is 


operated by Gordon and Frank Southwell. 


tising Agency, Inc., to handle ad- 
vertising for Collier’s magazine, 
effective Jan. 1, it has been an- 
nounced by Paul C. Smith, presi- 
dent. 


* * * 


Artist Luce Dies 

Harvey G. Luce, 55, executive 
vice-president of MacManus, John 
& Adams advertising agency in 
Bloomfield Hills, Mich., died Nov. 
25. 

An artist and ad executive in 
Detroit for 30 years, Mr. Luce ex- 
hibited a number of his paintings 
in one-man shows in Washington, 
Detroit and New York. He joined 
MacManus, John & Adams in 1923. 

x 


* * 


Hendrickson in Radio Tieup 
Hendrickson’s Motor Sales (Chrys- 


He sells at Every Opportunity . . . 


No Profit? Bolton Blames Dealers 


you’re ripe you’re dead.” Another | said Bolton to his salesman, “your 
one reads, “We have too many/not being able to close a deal was 


By L. H. Houck 
Staff Correspondent 
LOUISVILLE. — Mostt dealers 
report plenty of sales but no profit 
and Luke Bolton, president, Down- 
town Mercury, Inc., here, says that 
the trouble is with the dealer and 
his inability to cope with the pub- 
lic when he lets the customer walk 
out with the profit. 


Bolton said you can take almost 
any 100 deals and up the gross of 
each by $50, which adds up to 
$5,000 on the profit side. To make 
profitable deals, he said, a dealer 
has to train men to cope with 
present conditions and get back 
to demonstrating, door-bell push- 
ing and selling the product on its 
own basis of quality. 

Bolton also said that newspaper 
ads, particularly with gimmicks, 
and distress ads no longer are pull- 
ing in the customers and often do 
more harm than good to the dealer. 

Bolton said today’s automobile 
selling is entirely different from 
that of the past and the sooner a 
dealer realizes it the better off he 
will be. 

“You have to weed out the scrub 
side,” Bolton told Automotive News, 
“you can’t hang on to old salesmen 
because of past loyalty because to- 

morrow is a promissory note. You 
have to train young, new salesmen 
to sell your way.” 

Downtown Mercury, Inc., has a 
fresh crew of 20 young salesmen 
and sales meetings are held twice 
each day. Any salesman who re- 
ports sick and unable to attend 
such meetings may be surprised to 
look out the window of his home 
and see an ambulance drive up for 
him. 

When salesmen lay off sick, Bol- 
ton sends a doctor to their home, 
or an ambulance. Since this extra 
serviee beyond the call of duty— 
as far as management is con- 
cerned — was inaugurated, the 
health of his sales crew has im- 
proved most wonderfully. 

Wives now won't let their sales- 
men husbands stay home for fear 
that ambulance will park at the 
door. Once they have been ques- 
tioned by neighbors, they want no 
more of it. 

Salesmen here are inoculated for 
their job with a wide variety of 
slogans and placards, most of them 
the work of Bolton. 

For instance, one reads: “When 
you’re green, you’re growing, when 


Indian chiefs. We need more In- 
dians.” 

“The guess-how’s are out. They 
didn’t count anyway. The know- 
how’s are in,” is another, and “No 
be backs. We want greenbacks.” 


One from the Bible is appro- 
priate: “Seek and ye*shall find, 
knock and the door will be opened 
to you, ask and ye shall receive.” 
This text is used to put over the 
idea of cold canvass and doorbell 
ringing. 

Bolton has but little patience with 
the way some salesmen are thrown 
off the track. For instance, the old 
answer, “I can’t deal until I see my 
wife.” Bolton tells his salesmen to 
tell the customer: “Give me a prop- 
osition to take back to my boss.” 

Bolton tells them not to listen to 
anybody who says business is bad 
but if a competitor cries about 
business to agree with him, other- 
wise your own optimism may pep 
up the competing dealer. 

Everyone who owns a car is a 
prospect, Bolton tells his salesmen, 
“so don’t tell me there are no pros- 
pects.” Each salesman has to make 
so many cold calls at residences, so 
many telephone calls each day, has 
to mail out so much literature each 
day, and a number of other “must” 
chores. 

Bolton says: “Sell yourself, sell 
your product, sell your company, 
sell the U. S. A. It’s a good place 
to live.” 

Bolton does not -permit any 
gloom preaching. He said that re- 
cently a salesman, who had had a 
bad week, was crying to the other 
salesmen. 

He called the salesman into his 
office and said: “Look, if you’ve 
got to cry, for heavens sake come 
to me.” Bolton added, “The reason 
you've lost sales is because you’re 
not as good as you think you are. 
If you had the ability, you’d have 
closed the deals.” 

Bolton then reminded the sales- 
man that it wasn’t the fault of the 
product or the company. There was 
only one other one left to blame, 
said Bolton, and “that’s you.” The 
dealer said that talking gloom to 
other salesmen would cause them 
to lose some sales. 

The salesman’s record was used 
to convince him that he had made 
more sales in other weeks that 
really were harder to close. “So,” 


ler - DeSoto- Plymouth) is one of 
three Logansport (Ind.) firms, who 
will sponsor the radio broadcast of 
all the Logansport high school bas- 
ketball games for the 1955-56 sched- 


ule. eo 
ad * * 


Names 

Robert A. Lentz has been named 
editor of the Louisville Ford News, 
succeeding Earl Miller, who has 
been transferred to the Ford public 
relations staff in Dearborn. 


Arthur Vigeland has been ap- 
pointed advertising manager of 
American magazine, succeeding 
Fred W. Johnson, who is remaining 
with the organization but is inac- 
tive due to illness. Vigeland form- 
erly was assistant ad chief. 


just a state of mind and a form of 
defeatism.” : 

The salesman was told by Bolton 
that if he was in the right frame 
of mind, he could have turned the 
tide. “If you go along with the idea 
that you can’t make the sale, then 
you haven’t a chance to complete 
the deal,” said Bolton. 

The salesman left the office and 
closed three of the deals he 
though he had iost, said Bolton. 

Bolton practices what he 
preaches, sells all the time. His 
wife recently was in the hospital 
and he paid for some flowers by 
check. 

The young lady clerk asked for 
identification. He told her he was 
president of Downtown Mercury 
Co., Inc., and would like to sell her 
a@ new car. 

She admitted her husband just 
happened to be looking for a new 
auto. Bolton told her he had the 
best deal and was anxious to sell. 
He talked to her husband the 
next day and made a sale. 

In explanation and by way of 
laying it on the line for the sales 
crew, Bolton said: “I’m in the auto- 
mobile business all the time—24 
hours a day—not eight, 10 or 12 
hours. So what is more reasonable 
in these fast moving modern times 
than to sell a new car at every 
opportunity.” 


Canada Car Output 
Seen Reaching 


Peaks in °55, °56 


MONTREAL. — Speaking at the 
introduction of the Continental 
Mark II to Canadian dealers, Rhys 
M. Sale, president of the Ford 
Motor Co. of Canada, said that 
Canadian auto production would 
set a record this year and reach 
another peak next year. 

Sale predicted that Ford of 
Canada’s production would hit 169,- 
000 this year and that '56 output 
would exceed this figure by 5 per- 
cent. 

He said that truck sales were at 
the beginning of a cyclical surge 
and that an increase of 14 percent 
is expected next year. 

Commenting that only a limited 
number of Continentals would be 
availabe in Canada, Sale said the 
retail price would be about $12,500. 
































EXHAUST REMOVAL 


S: fi F with these New 


DUAL EXHAUST ADAPTERS 


for all Cars with Dual Exhaust 


No. 5639 
UNIVERSAL 
STEEL ADAPTER 


, @ Steel Hammerloid Finish 


© Fits all cars with exhausts in 
bumpers including 1956 models. 


© Fits all size bumper and 
exhaust extensions. 











SRSUASTEPEERASCERERE, 
34 '®, 





. ‘®, 
STURDY" TF” =, "eg, With SAFETY SPRING and HOOK 9% 
nore $8.75e0. 
MET “ee, 
*%e, 
*e 
'®, o 
$ », Pd 
3.15 ea. ad No. 5640 
“ Heavy Duty 
a fe Stainless Steel 
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@ Has 2-2” inlet openings 


with 242” outlet 
@ Made to last a life-time 
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AIR- @, 
A EXHAUST HOSE ee, 
Made of aaa long-wearing Neo- “ee, 
WATER- prene. No wire frame or insert to ®, 
TIGHT! cause fracture or any breakage, as- % 
sures safe . . . dependable service. em, 
EASY TO ‘% 
HANDLE! SIZE-LENGTH YOUR PRICE ®, 
cde sssstsces $43.50 “ee, 
Be” BED Bika ccocises 57.50 freight allowed %, 
SO te GO Gh decosvccess 70.00 on orders of 


$100.00 or more 





RICHARDS & STEPHENS 


1565 HOLLYWOOD AVE. e CHICAGO 26, 


COMPANY 
ILLINOIS 
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Bi MILK 
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e co MC-8, 10, 12 
PRODUCTION Models 


for EVERY Business 


Vv ENGINEERED for Efficiency 
Vv CUSTOMIZED for Versatility 
v MASS-PRODUCED for Economy 


For Hard-Hitting, Fact-Filled Sales Aids—Write to 


CUS 


k WN PENN 














News to Note... 
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Auto World in Brief 


NEW CASTLE, Ind.—A monthly 
newsletter has been added to the 





secured by bolts through railroad 
tie shims to regular road-bed ties. 


“Get It From Your Jobber” pro-|The slabs are designed to make a 


gram for independent automotive 
jobbers. 

The newsletter will contain infor- 
mation on markets, selling, mer- 
chandising and advertising. Con- 
tributors will be members of the 
Automotive Advertisers Council’s 
industrywide program committee. 

x * * 


Firestone Ex-Dealer 


Files Countersuit 


SPRINGFIELD, Ill.—E. D. 
Olinger, defendant in a $12,094 ac- 
tion brought by Firestone Tire & 
Rubber Co., has filed a $100,000 
countersuit. 

Firestone alleged that Olinger 
owed them for tires and tubes pur- 
chased in 1931 when he operated 
Capitol “24” Tire Co. here. Olinger 
denied he owed the money and 
charged Firestone with fraud, 
breach of contract, destroying his 
profitable business and using an 
idea of his. without his consent and 
without paying him. 

* * * 
Winners Are Announced 


In Firestone Contest 


AKRON.— The results of Fire- 
stone Tire & Rubber Co.’s $100,000 
prize contest have been announced. 
Firestone said it attracted several 
million customers into service sta- 
tions and stores of Firestone deal- 
ers. 

Top prize of $25,000 was won by 
W. P. Royer, DeQuincy, La., whose 
local dealer was Clarance E. Glas- 
gow. Other winners received cash 
and prizes. 

ca * * 


Rubber Railway Crossing 


Ends Year of Ohio Tests 


AKRON. — What was called the 
world’s first commercial application 
of a rubber highway - railroad 
crossing has undergone a year of 
tests. Officials expect the crossing 
to materially reduce maintenance 
and provide a cushioned crossing) 
for motorists. 

It consists of slabs of rubber with 
a@ seven-guage steel supporting 
member embedded into the rubber 





BOYERTOWN BUILDS 
the Most Complete Line of 
DELIVERY BODIES 

_ “Better Built" Since 1872 
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watertight seal with the rails, 
according to Goodyear Tire & Rub- 
ber Co., the manufacturer. 


* * * 
Dealers Reelect Heil 
CINCINNATI. — William Heil, 


president of Heil Motors, Inc. 
(Dodge-Plymouth), has been re- 
elected secretary of the Dodge 
Dealers Advisory Council for the 
Cincinnati region. It will be his 
fifth term. More than 220 dealers 
are represented by the council. 
* * * 

Auto Ruled a Luxury 
By Relief Officials 

CLEVELAND. — Relief officials’ 
here said that funds will be cut off 
to anyone owning an auto. 


An investigation disclosed that} 
one person in every 10 on relief! 


owned a car and several persons 
owned two. One recipient of relief 
had three cars. 

ie * 
Earl Sheavieen Designed 


To Spotlight Client’s Line 


DETROIT.— William O. Earl, 
automotive sales representative, has 
moved to new offices at 28800 


Mound in suburban Warren Town- | 


ship. 


The building’s showroom was de- 


signed specifically to display uphol- 
stery and carpet fabrics manufac- 


tured by Collins & Aikman Corp..,| 
one of the firms represented by | 


Earl. 
* * * 


Burglars and Lawsuit 
Plague Spot Motors 


AUGUSTA, Ga. — An attempted | 


burglary and a lawsuit have com- 
bined to plague Spot Motors Inc. 








PRESTO SPRAY ENAMEL 


11 Popular Colors § 


Use this economical, XQ 
fast way to touch up — 
hard-to-get-at, unslightly spots. With no mess 
or fuss that “‘new" look is sprayed on in just 
a few seconds. Attractive 12 can display rack 
holds a variety of popular colors. 

» Available pa 12 Oz. cans. 


ZACO ieee te SPRAY 
ZACO SHORTSTOP IGNITION SPRAY 


ZACO LABS Div 


360 West 9th St 





| 
| 


No Pit—No Holes—No Anchor Bolts. As- 
semble it yourself in 30 minutes, Plug in 
and run—anywhere. All steel turntable, 
scientifically balanced to take all cars. 
For indoor or outdoor display. Write for 
free literature. 


Also 
avail 
able 
vOSTS 
and 
VELVET 
ROPE 
RAILINGS 
Write 
for 
| prices. 


AMERICAN STAGE EQUIPMENT 
805 East 134 St., Bronx 54, N. Y. 











The burglars were frightened away| 


while attempting to rifle the safe, | 


but the lawsuit is pending. 
Repass E. Powell jr. seeks $5,250 


}on charges that an automobile he | 
purchased from Spot was “fraudu- | 


| lently ere a 


Calender 


(Continued from Page 12) 


General 


Dec. 6—Automotive Affiliated Representa- 
tives. Board of Directors Meeting, Sher- 
aton Hotel, Chicago, Ill. 

Jan. 1-10—Mexican International Automo- 
bile Show, National Auditorium, Mexico 
City, Mex, 

Jan. 9-13—Society of Automotive Engi- 
neers Annual Meeting, Sheraton-Cadil- 
lac and Statler Hotels, Detroit, Mich. 

Jan. |1-l4—American Road Builders Assns. 
54th Annual Convention, Municipal Audi- 
torium, Miami Beach, Fla. 

Jan. 15-17—Second Annual Auto Trim Show, 
Hotel Statler, New York, N. Y. 

Jan. 16-21— Grand Rapids Auto Show, 
Civic Auditorium, Grand Rapids, Mich. 

Jan. 19-24— General Motors Motorama, 
Waldorf-Astoria, New York, N. Y,. 

Jan. 20-2I—Sports Car Club of America 
Business Meeting, Sheraton-Cadillac 
Hotel, Detroit, Mich. 

Jan. 23-25 — 5th Annual Meeting, Truck- 
Trailer Manufacturers Assn.. Edgewater 
Gulf Hotel, Edgewater Park, Miss. 

Feb. 4-12— General Motors Motorama, 
Dinner Key Auditorium, Miami, Fla. 

Feb. 6-9 — Automotive Accessories Manu- 
facturers of America Exposition, Navy 
Pier, Chicago, Ill. 

Feb. 21-22—MEMA, NSPA and MEWA 
National Conventions, San _ Francisco, 
Calif. 

March 3-l!i—General Motors Motorama, 
Pan Pacific Auditorium, Los Angeles, 
Calif. 

March 6-8—Society of Automotive Engi- 
neers, Passenger Car, Body, and Mate- 
rials Meeting, Hotel Statler, Detroit. 
Mich, } 

March 19-21—Society of Automotive Engi- 
neers, Production Meeting and Forum, 
Hotel Statler, Cleveland, O. 

March 24-April |—General Motors Motor- 
ama, Civic Auditorium, San Francisco, 
Cali 

April 16-20 — New York's annual Safety 


Convention and Spetien, Hotel Stat- 
ler, New York, N 
Apr. 19- 29—General ‘Rioters Motorama, 


National Guard Armory, Boston, Mass. 











& 





April 21 - May 2—38th International Motor 
Show, Turin, Italy. 


April 28-May 6—International Automobile 
Show, eqpeiien Hall, Coliseum, New 
York, N. Y 

June 3-8 — Society of Automotive Engi- 
neers Summer Meeting, Chalfonte-Had- 
don Hall, Atlantic City, N. J. 


June 11-15—National Plastics Exposition, 
New Coliseum, New York, N. Y 


THE BENMATT Write for name 
of your nearest 
ORGANIZATION, Inc. representative. 


3447 E. 15th St:, Los Angeles 23, Calif. 
NATIONAL SALES OFFICE:- 


| .962.Milwovkee Ave., Chicago 22, Ul. coi iat 


AUTO 
TURNTABLES 


Sesateatered by 
Macton Co. 


DYKE LANE 
Stamford 2, 
Conn. 
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100 Feet of 48-12" x 18"’ Pennants 
All-Weather Durafilm Only $4.50 
Money refunded if not satisfied. 


MYRLO COMPANY 
2168 W. 25th, Cleveland 13, Ohio, dept. N 


OUR BEST 
BUSINESS BUILDER 


Proved way to keep old custom- 
s...getnew! Complete details 
on request. 


m STEMAC 


1281 SO. CHEROKEE 
DENVER 23, COLO. 
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; Bi Horsepower Hiked to 220... 


.| Hudson Has V-Line Styling 


What's New: a super and custom four-door sedan| burnished and perforated trim in- 
i and Hollywood hardtop coupe, and|sert runs the width of the panel 
New V-8, 220-horsepower en- |the Hornet V-8 line has a custom|on custom models. 
: . oro as ins tall four-door sedan and Hollywood * * * 
styled grille, parking lights, hardtop. . 
lights ... ee aoee The Hornet Six is powered by g pty ee at 
nee... a ee a 165-horsepower engine while the | cither end of the instrument panel. 


pene! with therme r-tyt Hornet V-8 features a new 220- | Seventeen interior patterns and 35 
Fs speedometer . . . 12-volt electrical | horsepower, 352-cubic-inch plant | cxteriors are a The ex- 
= - - + larger brakes. with a 9.55-to-1 compression ratio. | toriors consist of 14 solids, 15 two- 

* * a ’ 


; The styling advance referred to| tones and six three-tones. 
HE 1956 Hudson, which the|py VanDerzee is called “V-Line” All models have a new 12-volt 
company calls “a look into future | styling. It begins with the new V-| ¢jectrical system. Airliner reclin- 
automobile design,” now is on dis-| shaped grille and continues with ing seats and convertible twin- 
See Cree. : body moldings which form a “V” 4| bed combination are standard 
Pointing to the car’s design | few inches beyond the front door. equipment on custom models. 
changes and mechanical improve- | A new gold color body panel high- Anoth ti 1 feat ft th 
ments, N. K. VanDerzee, sales | lights all custom models. 1986. Hi a st: All. aan = ee 
Sent that Hledsen Meters ‘wil aise conditioning system wh leh com- 
double ry Pye — UDSON’S die-cast grille is in- bines heating, ventilating and re- 
Hudson’s 1955 registrations are tegrated with chrome headlight| frigerating into one unit, operated 


rings and new combined parking-| py a single temperature-control "s V-Line Stylin 
enpocted to total about 48,000. -|light and turn-signal indicators. A aS g P Hudson's V-Line Styling— . 
he firm’s 1956 line consists Of| tr igcon medallion is set in the , s. AS | This view of the 1956 Hudson Hornet shows the car's new V-line styling treatment. 


six models in three series. “yyy ‘ | Beainni ith the V-shaped grille, the th : Haued ta the body moldings 
ee V” break of the upper portion of ue Weather-Eye heating and Beginning wi e V-shaped grille, the theme is continued in Y 9 


i ; 1. | Which f “Vv" just beyond th door of four-door models. 
[HE Wasp lists a four-door sedan a ventilating system also is avail- |“ "°°" © tae resto atch td ur 


ith ix-cylind 120-h - New tail lights blend into modi- | able as are such power assists aS} wondering how new-car and truck production and sales are making out? AUTOMO- 
wi a six-cylinder, orse 

ewer eutine: the Bernet Six hes fied chrome fins and the deck (Continued on Page 56, Col. 3) TIVE NEWS gives you the entire story every week throughout the year. 

P gine, ornament and handle also have 

been restyled. 


ee ‘aman a8 “| a ae its instru-| Fe ee ne ne NS SEES 
Solve Your Christmas Gift Problem .... Right Now ! ! ! 


horizontal thermometer-type speed- 
Give AUTOMOTIVE NEWS To Your Friends In The Industry 


DISTRIBUTORS ometer. The panel is padded and a 
$ 8.00 ..... One Year 


Chevrolet Garners 
$14.00 ..... Two Years 


Year’s Business 
This letter will be sent in your name: 
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East of Mississippi River 


for In Ore. Fleet Deal 


SALEM, Ore.—The State of Ore- 


e gon is buying a year’s supply of 
i j ul m cars and light trucks in a single 
deal with the Chevrolet division. 


The 300-unit, $400,000 transaction 


















marks the first time that the State 

; has awarded a whole year’s busi- 

orts ars ness as one plum. In the past, bids 

. were requested for a few cars at a 
time. 

The State Department of Finance 
and Administration disclosed last 
week that its factory-direct pur- 
chase agreement included an option 
for an additional 150 vehicles if the 
State needs them. | 

The prices the State will pay 
range from $1,105 for utility sedans 
OUR DEALER POLICY IS — | to $1,612 for four-door station wag- 
ons. Four-door sedans will cost 
$1,205. 

1. No objection to representing} The Chevrolet bid beat out bids 
received from Valley Motor .Co. 


oe 
ouscot 6U 
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December 20, 





NMS OE Bile OR | | 
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any other lines of cars. (Ford), Salem; Oregon City Motor | 
Co. (Ford), Oregon City; Stan 
2. No package deals. Baker Motor Co. (Dodge-Plymouth), 


eros 


Salem; Francis Motor Car Co. 
(Ford), and International Harves- 
ter Co., Portland. i 


4. No excessive new car inven- Back to Tiller? 


Jones 
 wichige® 


Detroit, 


Jones 


3. No excessive parts inventory. 













for ® happy and 


tory. December yr good wishes 
Safety Expert Sees End ve wound 1840 12 #88 ° 
° osperous ; ordiallys 
Adequate wholesale parts Of Steering Wheel = Sk one 
: BUFFALO.—Steering wheels and} = 
service. | posts may be replaced by less dang- Hp 
erous steering devices in 10 or 12) L, wititaneon oe 
years, according to Dr. Edward R.} circulation 





Full, adequate and prompt Dye, Cornell Aeronautical Labora-| 


warranty procedure. tory. ; 
Dye, head of the laboratory’s in-| 

dustrial division, said manufactur- 

We have an excellent product | ers gradually will change or replace 
and we stand behind it 100%. ee a er 
He said about 40 percent of injur- 


. _|ies to drivers have been caused by) 
Supported by outstanding na the steering wheel or column. He 





Please send your gift subscription list to us with the following information 
for each person you wish to receive Automotive News: 








Mr amen 
30 » ™ > w 


tional advertising programs. | said 38 percent of pasconger a Name. - - —— — seamen ee 
ies have been cause y striking . 
sun visors and dash board panels. Street Address____ ind ea : 
We don’t try to run your bus-| For this reason, he said, some Ci Stat 
‘. b d f manufacturers are padding these I icici — ——___——__—__— ‘are__ 
iness but regard you as a free | parts and using special rear view Trade Affiliation 





. . mirrors. 
and independent business Dr. Dye spoke at a luncheon here 


man. for public officials and press repre- 
sentatives sponsored by the Com- 
munity Relations Committee of 
A few territories open for Ford Motor Co. 


Dealerships — 


nn oS ot = CORA ToS ee a ee 


ONE YEAR [ | TWO YEARS [ | 


NOTE: If the person receiving the gift is already a subscriber, Automotive 


Irv Butzbach Injured News will extend the expiration date for the period of your gift 


2 Write in strict confidence to: In Mountain Crash 
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see : subscription. 
OAKLAND, Calif.—Irv Butzbach, 
SOUTH EASTERN a og memes of = Dal- 
as avis Forwarding Co., was > 
ER MOTORS, INC. seriously injured recently in an Automotiue Neus 
1937 Harrison St auto collision on a mountain curve 
me f just west of Truckee, Calif. on ae e faa _ 
ails Hollywood, Florida He suffered fractures of the hips, Penobscot Building Detroit 26, Michigan 
Telephone 2-3007 knees and legs. He is expected to 


be in Peralta Hospital, Oakland, 








.. es | for the next three months. rita taembeantasr teen ban baa baa tae baa bee baa tae be be te bed 
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20,000 
NEW CAR 
DEALERS 


WT 


Hitches and Couplers 
are 


MONEY - MAKERS / 
Specially Built For BOAT AND UTILITY TRAILERS 


YOU, TOO, can cash in on the 
money-making features of the 
DRAW-TITE hitch and coupler. 
Big demand proves their prefer- 
ence with utility and boat trailer 
owners. Only DRAW-TITE hitches 
are custom built for ANY make 
car. Factory shipments within 24 





hours after receipt of order 
reduces inventory requirements. 
OVER 500,000 DRAW.TITE 
HITCHES HAVE BEEN SOLD. 
Backed up by national advertis- 
ing, they‘re priced right—to help 
you make money! 

@ Hitches for all car models @ One piece (solid bar) steel 

@ Complete—no assembling @ Hauls up to 2000 Ibs. pea 
@ Cadmium or polished chrome plated 









ers er 
For Details MMSE Ba 
Write rae eee Cla att) Phone. OXbow 7-2941 
“or Call... 2 a. Branch: Starke. Fla . Phone. 271 


a 











electric pre-heater 
for Gas & Diesel Engines 


MOT WATER IS FORCED INTO 






6 Models Offered for ’56 


power steering, brakes and window 
lifts. 

Hudson’s new V-8 engine features 
a new high-lift camshaft, twin- 
throat downdraft carburetor and 
five main bearings. 

Power kits may be added to the 
Hornet and Wasp six-cylinder 
_engines, raising the horsepowers 


Show Receipts 
To Help 10,000 
Houston Boys 


HOUSTON. — Some 10,000 boys 
in the Rotary Little League base- 
ball program and the Variety Boys 
Club will benefit from the Houston 
National Automobile Show, Jan. 7- 
15, according to Al Parker, show 
chairman. 

Last year the Rotary group was 
the sole beneficiary. It received 
nearly $75,000. 

Slogan of the 1956 show is “Bet- 
ter Boys Today—Better Men To- 


are the Houston Automobile Deal- 





Hudson Has 220 H. P., | 
New V-Line Styling | 


(Continued from Page 55) 


morrow.” Sponsoring organizations |. 





to 175 for the Hornet six and 130 
for the Wasp. 


Four transmissions are offered— 


Hudson's New Grille— 
. Hudson's new V-shaped grille lends a 
standard, . overdrive, Dual Range more massive appearance to the 1956 
Hydra-Matic and Twin Ultramatic.| models. The inner mesh pattern is set off 
The last named is offered only with! by new chrome headlight rings and new 
Hornet V-8 models. Selecto-lift! parking lamps. 
starting is used on all automatic 
transmission models. | 
a * * | 
A= models feature deep-coil | 
front suspension and friction- 
less coil springs. Front-wheel 
brakes on the Wasp have been in- 
creased to 165 square inches, and| 
Hudson’s “triple-safe” brake feature | 
is standard on all models not 
equipped with power brakes. 

All models have “squeeze-type” 
door handles which, the company 
says, eliminate hazardous protru- 
sions. Another important safety) 
feature is American Motors’ 
“double-safe, single-unit car con-| 
struction” in which body and frame 


11956 Hudson end in modified tail fins. 
a together to form a single) Tail lights, deck ornament and trunk latch 


| also have been restyled. 





| Modified Tail Fins— 


The redesigned rear fenders of the 











ers Assn.; Rotary Activities, Inc., 
and the Variety Club. 

Eddie Dyer, former St. Louis Car- 
dinals manager, has been named 
ticket chairman. He will be assisted 
by Solly Hemus, of the Cardinals, 
and Lou Hassell and Weldon Hum- 
ble, former Rice University football 
stars. 

Other chairmen are Lewis Bar- 
zelton jr., Little League parent or- 
ganization; Jimmie Miller and Jack 
Bethea, other Little Leagues and 
industrial division; Bobbie Pearson, 
of the dealer association, and J. 
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FROM ENGINE AND 


ONE-WAY VALVE PREVENTS INTER: V} INTO HEATER. 


FERENCE WITH CIRCULATION 
WHEN ENGINE IS RUNNING 





Fast action now means dollars saved 
in your winter operating budget. 
KIM Hotstart installations lick win- 
ter grief; end sluggish motors, end 
service tie-ups and high repair bills. 
KIM pre-heater means quick starts, 
efficient engine operation, lower 
cold weather operating costs all the 


8 Outstanding Features 

Gives quick, easy starts 

Reduces motor wear 

Prolongs battery life 

Four models — quickly 
installed 

Reduces fuel consumption 

Saves warm-up time 

Cuts costs of terminal 


heating way around. 
fer ea See any leading auto supplier. Or 


write for literature. 


KIM HOTSTART MANUFACTURING CO. 
West 917 Broadway, Spokane 1, Washington 
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Mitchell, Variety Club. 


Show officials announced that 
three 1956 cars—a Chevrolet, a Ford 
and a Plymouth—will be among the 
prizes to be given away at the show. 


Dat Debbil Ice 


Gulf Blames Freeze 


For Cool Stall 


PITTSBURGH.—Carburetor icing 
has been the chief cause of automo- 
bile stalling during cold, damp 
weather within recent years, ac- 
cording to Gulf Oil Corp.’s research 
laboratories. 

Gulf said the conclusion results 
from a road test program in which 
over 100 cars of all makes were said 
to be driven in cool season weather 
| conditions. They used representa- 
tive gasolines, Gulf said. 


According to Gulf, the test con- 
firmed that anti-carburetor icing 


problem. “Conk-outs” due to car- 
buretor ice usually occur, Gulf said, 
in the first mile of driving, most 
often when the motorist first stops, 
idling his motor, at an intersection 
or in traffic. 


The reason was said to be that 
gasoline drawn into a cold carbure- 
tor sucks heat from the air as it 
expands into vapor, exerting a re- 
frigerating action on airborn mois- 
ture. 


U. S. Rubber Announces 


New Industrial Tire 


DETROIT. — A _ two-compound 
construction, said to combine long 
wear with high resistance to abra- 
sion, cuts and chips, for solid 
|pressed-on industrial tires has 
been announced by United States 
Rubber Co. 


The new tires, called U. S. Royal 
Industrial, will be made for use on 
all powered industrial truck equip- 
ment, including forklift trucks and 
powered tractors. The outer three- 
| fourths of the tire is made of a new 
{compound similar to the tread on 
pneumatic tires. The base is de- 
scribed as a resilient solid tire 
stock that provides a cushioning 
effect. Sizes are from 8.5 by 4 by 4 
through ‘36 by 16 by 30. 





additives successfully combat the) 





Holiywood Hardtop— 


The Hollywood Custom V-8 hardtop is one of two pillarless models in Hudson's 
1956 line. Four four-door sedans also are offered. The Hollywood V-8 has a 220- 
horsepower, 352-cubic-inch engine. 
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By Joseph M. Callahan 
Staff Writer 

DETROIT. — “The salesman is 
king” at Don McCullagh, Inc. 
(Chevrolet); which sold exactly 
7,000 new cars for $18,736,892 in 
the first 10 months of 1955 and 
established the company as _ the 
nation’s largest Chevrolet dealer- 
ship “under one roof.” 

More Chevrolets were sold by 
Don Allen, but he has dealerships 
in several eastern cities. 

Noting that many dealers in all 
lines have experienced a sales let- 
down the past few months, McCul- 
lagh said: 

“We haven’t been disturbed a 
bit. We've sold 638 units through 
the 25th of this month (November) 
and we're hoping to get out 9,000 
ears for the full year. Next year 
we're shooting for 10,000 new-car 
sales.” 

McCullagh said his dealership 
actually took the sales lead among 
Chevrolet dealers last December, 
but that the factory demanded that 
he hold the top spot for six months 
before making any public claims. 

Lynn Wertz, general manager, 
said, “Of course, we wholesale 
some cars to car-leasing outfits, 
but the percentage of these sales 
is very small—probably under 5 
percent. We sell cars to our own 
car-leasing companies, but these 
companies also buy other makes 
besides Chevrolet.” 

Like most successful dealers, 
McCullagh’s terrific sales volume is 
achieved through a combination of 
many things—intensive advertising, 
good service, very competitive 
prices, good public relations by sat- 
isfying every customer and easy 
credit terms (25 percent down and 
30 months to pay). 

But the most unusual feature of 
McCullagh’s operation is his han- 
dling of his huge 57-man sales 
force. under the direction of Rich- 
ard Shalla. 

Of this sales staff, 20 tend Mc- 


‘Cullagh’s five used-car lots, which 


Chrysler Dealers 
Elect Duckett to 
Head 756 Council 


DETROIT.—A. L. Duckett, Provo, 
Utah, has been elected chairman 
of the National Chrysler Dealer 
Council for the coming year. He 
was named at the council’s regular 
semiannual meeting here. 

C. A. Hahn, Yakima, Wash., is 
vice-chairman and E. J. Craigo, 
Jackson, Miss., is secretary. Duck- 
ett succeeds Charles G. McKimmie, 
Richmond, Va., who was presented 
an engraved watch for his service 
as chairman during the past two 
years. 

A seven-man executive commit- 
tee was named and consists of the 
officers and McKimmie plus Samuel 
Himmelstein, Trenton, N. J., Verne 
Orr jr., Pasadena, Calif., and J. D. 
Moulder, Tonawanda, N. Y. 

The council met with Chrysler 
division executives E. C. Quinn, 
president, and C. E. Briggs, sales 
vice-president, as well as J. P. 
Mansfield, Plymouth president, W. 
J. Bird, Plymouth sales vice-presi- 
dent, and S. J. Wall, MoPar sales 
manager. They also were addressed 
by Chrysler Corp. executives A. 
Vanderzee, vice-president, C. L. 
Jacobson, sales vice-president, and 
N. Kelley jr., secretary. 

> * x 





Chrysler Dealer Council— 
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ma How to Become Largest Chevrolet Dealer . . . 
| Salesmen Prosper, So Does He 


are spread about Detroit’s east side 
and which sold 5,592 cars in the 
first 10 months of this year. 


And, while each man is labeled 
@ new-car, used-car or truck 
salesman, he is constantly en- 
couraged to sell “anything in the 
house.” 

“We try to get the best salesmen 
in the industry and see that they 
make money,” McCullagh said. “All 
of our new-car salesmen are going 
to make between $10,000 and $30,- 
000 this year—with the average 
man earning about $18,000. 

“We've tried—and succeeded, I 
think —to develop a good spirit 
among our people. All of our execu- 
tives are on the job all day and 
every day. And Wertz or myself is 
available at any time if a salesman 
needs help in closing a deal. 

“I think our people are genuinely 
devoted to the idea of our becoming 
the top dealership in the nation.” 

McCullagh’s salesmen probably 
do a little better than many sales- 
men—receiving about a quarter of 
the commission on each deal, 
with a minimum of $50 a sale. 
They receive an extra $10 on an 
installment sale. 

Declaring that he never had re- 
duced the commissions paid to his 
salesmen, McCullagh said, “A lot 
of dealers lay awake nights worry- 
ing about a salesman making $20,- 
000 a year. I'd like to see our men 
make $100,000 a year—because I 
know I'd make more money, too. 

“A good salesman will make profit 
for himself and for the house. As a 
result of our policies, we’ve never 
had to advertise for salesmen. Re- 
cently, the entire 17-man staff of 
one dealer asked to join our firm. 
I said, ‘Fine, just get your boss to 
Ce &,’” 

Four sales meetings a week are 
held for the McCullagh salesmen, 
who have achieved a sales penetra- 
tion of 11.8 percent in the Detroit 
zone which has 41 dealers. The 
McCullagh “planning potential,” or 
factory expectation, is 5.2 percent. 

McCullagh has a three-shift 
daily sales operation, with six 
men on the floor in the morning, 
eight in the afternoon and 14 at 
night. Some salesmen don’t get on 
the floor every day. 

“The rest of their working time 
is spent telephoning, mailing litera- 
ture and calling on prospects,” he 
said. 

McCullagh spends about $10,000 
a month for advertising, but doesn’t 
feel that this is excessive since it 
amounts to only about $14 a car. 
He said that many dealers spend 
as much as $40 a car. The advertis- 
ing consists of classified ads for 
used cars and radio commercials) 
for new cars. 

The firm’s service absorption now 
is 42 percent. This is lower than) 
that of many dealerships but quite 
adequate considering the sales vol- 
ume and the resultant heavy sales) 
expenses. 

McCullagh’s operation is unus- 
ual also in that he never has 
floor-planned a car, preferring to 
pay the factory out of his own 
pocket. When interviewed, Mc- 
Cullagh had an inventory of 
about 300 cars. 

In addition, the firm is the lead-| 
ing client of General Motors Ac-| 
ceptance Corp., McCullagh custom-| 
ers having a total of about $6.5) 
million outstanding at present.| 
About 75 percent of the company’s 








The above picture was taken at the semiannual meeting of the Chrysler Dealer 
Council in Detroit. At the speakers’ table (left to right) are shown M. J. Harris, 


assistant sales manager; C. P. Noonan, sales manager; E. M. Braden, general sales 


manager; E. C. Quinn, president; C. E. Briggs, vice-president; J. T. Condon, director 
‘of dealer council; A. L. Duckett, 1956 council chairman, and E. J. Craigo, secretary. 


sales are financed now, McCullagh 
said. 

McCullagh asserted that getting 
enough cars is one of his principal 
problems, adding that he frequently 
buys from other dealers. 

“There’s never been a month 
since we've been in business that 
we've had enough cars,” he said. 
“I can’t understand all this talk 
about overproduction.” 

McCullagh’s rise in the auto 
sales world has been extremely 
rapid. He opened his Detroit 
Chevrolet dealership in 1949. 

The 47-year-old McCullagh sold 
used cars from 1930 to 1938, when 


Lincoln-Mercury dealership in a 
During these years McCullagh} 
has expanded in other directions 
and now controls 22 companies, 
including a finance firm, a 1,200-| 
car leasing company (operated by 
his son, Jack) and several real) 
estate firms. He spends most of his} 
time at his Detroit Chevrolet deal-| 
ership. 
A year ago he opened a Chevrolet 
dealership in Cleveland. and since 
then, the outlet has moved from 
19th to second place in sales among 
Cleveland Chevrolet dealers. 

He said that he soon will open 
another Chevrolet outlet and that | 
in time he contemplates the estab- 
lishment of a group of dealer- | 
ships. 

McCullagh attributes his firm’s| 
good sales in November to the 
good facelifting job done on the 
Chevrolet. 

“Half the people we sell, don’t 
really need cars, but they buy just} 
to have a new car,” he said. “I 
think our factory gave us a new 
car this year, but I don’t believe 
some of our competitors’ factories | 
did.” 

Wertz, who for many years was 
associated with Bert Baker, the 
used-car veteran, and who was one 
of the founders of the National 
Used Car Dealers Assn., attributes 
the firm’s success to its policy of 
giving the customer a “little better 
deal.” 

He concluded, “We don’t let a 
customer leave, even if we have 
to get down near the bottom of 
the barrel (of profit), particularly 
if he lives nearby and we have a 
chance to get his service. 


“We give the customer the right 
figure and the right treatment, and 
it’s a combination that’s hard to 
beat.” 





Mont. Convention 
Set for Billings 
On Dec. 9-10 


HELENA, Mont. — Final ar- 
rangements for the annual conven- 
tion of the Montana Automobile 
Dealers Assn. were thrashed out at 
the quarterly directors meeting 
here. The convention will be held 
Dec. 9-10 at the Northern Hotel in 
Billings, Mont. 

Among the speakers will be Fred- 
rick J. Bell, NADA executive vice- 
president; Bob Ringer, automotive 
sales consultant; Montana Gov. J. 
Hugo Aronson, and W. Hartzell 
Wilson, national sales consultant 
for the Chrysler Corp. 

Also speaking will be Joe Mark- 
ham, president of the MADA; Wil- 
liam J. Jamieson, past president of 
the American Bar Assn., and James 
Kilborne, an attorney who special- 
izes in taxes and estate planning. 


Borg-Warner Tells 
Of Primor Merger 


CHICAGO. — Borg-Warner Corp. 
has announced an agreement for 
the acquisition of Primor Products, 
Inc., Adrian, Mich. 

Primor, primarily a contract 
manufacturer of refrigeration 
units for central air conditioning 
systems, is to be operated as a 
Borg-Warner division. 

Borg-Warner said its first action 
will be to expand the manufactur- 
ing space of the plant at 2011 W. 
Beecher Rd., Adrian. 





Home of Don McCullagh— 





Here is the home of Don McCullagh, Inc., Detroit, the nation’s largest Chevrolet 
he was granted a Chrysler-Plymouth| gealer “under one roof.” McCullagh sold an even 7,000 new cars in the first nine 
franchise in Lansing. He opened @| months of 1955. He's shooting for 9,000 for the year and has set a goal of 10,000 


new-car sales for 1956. 





Historie Plant Bows Out 


Birthplace of Lincoln (1920) and Mercury (1938) 
Is Sold to Detroit Edison 


DETROIT. — A plant that served |and Mercury output the following 
as one of the maternity wards of | month. 


the auto industry is passing into 
the hands of a.local utility. 

For an undisclosed sum, Detroit 
Edison Co. has purchased the 
former Lincoln-Mercury plant at 
Livernois and Warren Aves. The 
aging layout consists of seven 
major buildings on about 52 acres 
of land. 


Before its ‘final- assembly line 
rumbled to a halt in October, 1952, 
the plant had witnessed the birth 
pangs of four major car brands— 
Lincoln, Lincoln Zephyr, Mercury 
and Lincoln Continental. It also 
served nobly in two global con- 
flicts. 


Opened in World War I, the plant 
turned out the famous Liberty air- 
craft engines. Henry M. Leland 
made his first Lincoln automobile 
there in January, 1920. 

Twenty-five months and 2,940 
Lincolns -later, Leland’s Lincoln 
Motor Co. was dead broke. The late 
Henry and Edsel Ford hought the 
company, plant and all, for $8 mil- 
lion. 

In June, 1935, the plant pro- 
duced the first Lincoln Zephyr. 
In October, 1938, it produced the 
first Mercury and in January, 
1940, the 100,000th. Over the years, 
however, most of Mercury’s pro- 
duction was handled by the vast 
Rouge plant and others in the 
Ford Motor Co. network. 

The Continental, which this year 
was revived as a separate entity, 
made its first appearance as a 
series in the Lincoln line in Octo- 
ber, 1939. All told, more than 400,000 
Lincolns rolled out of the Warren 
Ave. plant. 

To World War II production, the 
plant contributed 25,332 tank en- 
gines as well as Jeep bodies, am- 
phibian bodies and engine nacelles 
for B-24 bombers. Lincoln output 
was resumed 


Illinois Court OK’s 
Sunday Closing 


EVANSTON, Ill. — The Illinois 
Supreme Court has upheld the con- 
stitutionality of Evanston’s Sunday 
closing law, contradicting the claim 
of 11 Evanston dealers who said 
the ordinance prevented them from 
competing with dealers in Chicago 
and other nearby cities. 

Chief Justice Harry B. Hershey 
concluded the majority opinion 
with, “Sunday has been observed 
traditionally as a day on which the 
normal, non-essential, non-emer- 
gency activity of the business world 
ceases. Legislative bodies may 
properly act to preserve this cus- 
tom, providing only that the meas- 
ures adopted are reasonable.” 

Several Evanston dealers said 
that in general they are satisfied, 
since they now can be sure all local 
dealers will be closed on Sunday. 
Other nearby cities are expected 
to follow the Evanston plan. 


Buick Deal for Chaffee 


Will C. Chaffee, formerly man- 
ager of a Buick dealership in 
Topeka, Kans., has opened Bill 
Chaffee Buick, Salina, Kans. 


in September, 1945, | 


The plant’s importance dwindled 
in postwar years with the decen- 
tralization of the Ford empire and 
the erection of new Lincoln-Mer- 
cury manufacturing facilities at 
Wayne, Mich. 

When the Lincoln-Mercury di- 
vision was split up last spring, 
the Lincoln unit moved its gen- 
eral headquarters to the Rouge 
area. 

Mercury still has 1,300 employes 
at the plant, along with its sales, 
manufacturing and purchasing of- 
fices. It will rent about 300,000 
square feet of the plant’s 1,190,000 
square feet of floor area from De- 
troit Edison. 

Before too long, around July per- 
haps, Mercury will move its offices 
to the Ford Motor Co. administra- 
tion building at 3000 Schaefer Rd. 
in Dearborn. Space in the building 
will become available after a new 
Ford center at Michigan and South- 
field is opened and occupied. 

Meantime, Detroit Edison will use 
the Warren Ave. plant to house and 
consolidate many of the 40 ware- 
house, shop and other of its service 
groups that now are scattered 
throughout Detroit. 





© AUTO SERVICE 


Animation, clever dialogue, humor 

. and persuasive selling! NOW, 
exclusively yours in your area. . . 
prime quality production. Integrates 
your own voice sales message, 
name design, building. AT LOWEST 
RATES! 


Wire, write, phone for details NOW! 


A.V. CAUGER SERVICE, inc 
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Sales Good, but Not Eno ee 


Atlanta Dealers Step Up Drive 


By E. C. Bash 
Staff Correspondent 
ATLANTA. — Atlanta dealers, in 

an effort to boost sales of 1956 new 
cars which are described as “sell- 
ing well but not good enough to 
meet factory volume demands,” are 
stepping up current sales and ad- 
vertising campaigns to a red-hot 
pace. 


Boomershine Pontiac is capi- 
talizing on the popular craze by 
staging a “Do It Yourself” sale. 
The customer goes to Boomer- 
shine’s warehouse and picks out 
the car he wants. The company 
checks and services it, but it is 
up to the customer to put on hub 
caps, put down the floor mat, 
wash and polish the car. 
Gouldman-Taber Pontiac adver- 
tises: “Okay—you’ve seen the oth- 
ers, now come to Gouldman-Taber 
Pontiac for the biggest bargain of 
the year. Drive in to see the midget 
Pontiac convertible worth $500 to 
be given away Dec. 22. 

“If you can buy any ’56 car you 
can buy a Pontiac from Gouldman- 
Taber. No wild claims, no gim- 
micks, no false statements. Just a 
good deal from a good dealer with 
terms to suit your purse.” 

Johnson Ford Sales Co., Decatur, 
states: “We’re off again on one of 
our wildest trading sprees. We'll 
be making unheard-of allowances 


New-Car Exports 
Rise 26 Percent 
For 10 Months 


DETROIT. — Car makers evi- 
dently haven’t found the foreign 
market as elastic as the domestic 
market. 

In the first 10 months of 1955, 
according to figures released last 
week by the Automobile Manufac- 
turers Assn., new-car exports 
showed a 26.1- percent gain over 
those in the corresponding period 
of last year. Total factory car 
sales, meanwhile, rose 47.5 percent. 

In units, AMA reported. that 201,- 
888 cars were shipped abroad 
through October, compared with 
160,050 last year. Factory sales 
were 6,479,097 for the 1955 period, 
as against 4,390,713 in 1954, AMA 
said. 

Truck exports in the 10 months 
were down 1.6 percent to 159,504 
units from 162,181 the previous 
year. Factory sales were put by 
AMA at 1,026,984 trucks in 1955 
and 853,002 in 1954—a difference of 
20.3 percent on the plus side for 
the current year. 

Coach exports totaled 401 out of 
3,254 units built this year, com- 
pared with 192 out of 3,386 last 
year. 

Exports of all motor vehicles 
were up 12.2 percent to 361,793 
units from 322,423 in the first 10 
months of 1954. All-vehicle fac- 
tory sales advanced 43.1 percent 
to 7,509,335 from 5,247,101. 

For October alone, car exports 
totaled 13,284 out of 505,177 units 


_ Sold at the factory; truck exports, 


14,220 out of 95,610, and coach ex- 
ports, 84 out of 469. Thus, exports 
accounted for 27,588 motor vehicles 
out of 601,256 factory sales. 

For October, 1954, the figures 
were: Cars, 6,282 exported out of 
221,195; trucks, 17,172 out of 66,138, 
and coaches, 12 out of 372 Total 
motor vehicles: 23,466 exported out 
of 287,705. 





Woman Feature Writer 


To Speak at NADA 


WASHINGTON. — Charlotte 
Montgomery, merchandising con- 
sultant and author of “The 
Woman and Her Car,” a feature 
published in the Good House- 
keeping magazine, will speak . at 
the NADA convention here, Jan. 
28-Feb. 1. 

Mrs. Montgomery is said to 
have made a “profession of being 
nonprofessional.” She devotes her- 
self to keeping an average house- 
wife’s viewpoint and interpreting 
the homemaker’s problems to the 
world of business. She will tell 
the dealers about the homemak- 
er’s problems, needs and desires 
relative to automobiles. 








on used cars. No reasonable offer 
refused. No offer will be ridiculous. 
We'll trade for anything and make 
it make a down payment.” 

Central Chevrolet is repeating 
for about the third time its popu- 
lar one-cent sale. The customer 
buys a new Chevrolet at “low list 
price” then for only one-cent each 
adds any or all of the following 
equipment: Powerglide, radio, 
heater, undercoat, windshield 
washer, back up lights, vent shades. 
This is a total of $448 worth of 
equipment for only 7 cents. 

People come from Tennessee, 
Florida, Alabama, and all over 
Georgia to take advantage of 
this sale, it is reported. 

Nalley Chevrolet says they have 
five acres of ’56 Chevrolets to 
choose from (actually 230 new 
cars), and are carrying on an old 
fashioned trading bee. This is At- 
lanta’s most recent dealership, but 
they are advertising “we originated 
all the low downpayments, long 
term deals you hear or read about. 
We don’t meet prices, we make 
them.” 

During the recent ’56 model 
showing, Southern Chevrolet, De- 
catur, gave away over 200 door 
prizes. First prize was a_ credit 
memorandum for one-third of the 
firm’s list price on the purchase of 

a Bel Air two-door V-8, with no 
downpayment. 

Second prize was one-third credit 
on the purchase of a 210 two-door; 
third prize was one-third of list 
price on a 150 two-door. 

Chevrolet buyers are bound to 
be confused when they read com- 
peting ads by local dealers in the 
same newspaper offering ’56 


Chevrolets “as low as $1,628”; 
“as low. as $1,625”; “as low as 
$1,599.” 


Downtown Lincoln-Mercury, Inc., 
is offering a “once in a lifetime 
sale.” According to the advertising 


N. Y. Sales 


(Continued from Page 4) 





models, the factory sure can’t build 
’em.” 


Several dealers, eyeing places 
to trim costs, have discovered 
that their ’55 storage bill has out- 
stripped their own rent bill. 

This new model year, the dealers 
agree, will witness far more selec- 
tive ordering on their part and 
they will refuse to act as ware- 
houses as in 1955. 


One dealer said there was only| 


one move by factories that could 
stimulate the market. “Mark my 
words,” he said, “the factory will 
have to cut prices by January or 
February. People gasp when they 
come into our showrooms and we 
quote them a price. Even with 
lower prices, we'll have a difficult 
time selling production planned for 
1956.” 


Meanwhile, the existence of 
many dealerships is strictly touch- 
and-go. This depends on many fac- 
tors, but a dealer’s desire to battle 
the present trend must be taken 
into account. Most would persist in 
the effort, it appears, if given a 
little more encouragement from the 
factory. 


That extra, “something” should 
take the form of solid evidence that 
dealers’ problems are recognized 
and that the factory desire to take 
part in the solution of those prob- 
lems goes beyond the “lip service” 
area, as one dealer described it. 


In a similar vein, another 
dealer expressed the feeling that 
1956 was a factory “year of de- 
cision.” He predicts that the fac- 
tories will have to decide how 
they intend to merchandise their 
products in the future. 


In his opinion, factories are wav- 
ering between two alternatives: 
Supermarket selling vs. the fran- 
chised dealer. Factories will be 
forced, he said, to make their 
choice in 1956 because of the kind 
of market in which both dealer 
and factory will have to operate 
and because the public interest will 
dictate the necessity of a clear-cut 
policy, one way or the other. 

“Duplicity and vacillation,” this 
dealer insisted, “will be forced to 
‘go by the board.’” 











this consists of the dealer “stretch- 
ing his neck and breaking his back” 
to become the No. 1 Lincoln-Mer- 
cury volume dealer in the world. 


“We guarantee now,” the ad 
reads, “the highest tradein allow- 
ance in Atlanta for your present 
car—$700 more than market value 
or more. The lowest possible prices 
starting at $2,004 with 6 percent 
down, 36 months to pay.” 

McClellan Motors (DeSoto-Plym- 
outh) says “the lid’s off—no gim- 
micks—nothing free but look at 
these actual allowance figures: ’50 
Chevrolet four-door $1,000; ’54 Pon- 
tiac station wagon $2,000; '47 Dodge 
$700.” 

Ches Smith and Bernard John- 
son, partners in Smith-Johnson 
Pontiac, East Point, take a dim 
view of most of the new-car ads 
appearing in local papers. They 
take the opposite view in their 
ads, and say customers appreci- 
ate their frank, honest approach. 

One of its recent ads ran as fol-| 
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Fincher's Award-Winning Sign— 

This 15 by 46-foot highway sign advertising Fincher Motors, Inc. (Oldsmobile), 
Rochester, N. Y., was awarded first place in a national sign competition sponsored 
by Minnesota Mining and Mfg. Co., St. Paul. Second place went to Tait’s Auto Service, 
Brunswick, Ga. Competition was open to any sign utilizing Scotchlite brand reflective 


Engine Improvements 


a sar as Ge | °56 Model Li 
ae at ee nad ne ee odel List 


we don’t have no-profit sales, we’ll 
sell you a 1956 Pontiac for as low| 
a price or give you as long a trade | 
as anybody. Our overhead is low.| Dynaflow increasing torque multi- 
Our warehouse is our paved open| plication and boosting performance 
lot. We do try to service all of our | in the 0-30 range. 

cars before and after the sale. We | oe a aie 

welcome your business and pledge | M’s NEW Hydra-Matic is the 
you every courtesy and savings | year’s biggest transmission 
that a reputable dealer can give 
you.” oil in a second fluid coupling. The 


How Auto Makers See 
Industry Problems 


(Continued from Page 2) 


of the customers on service or new-model preparation 
would work to the disadvantage of both dealer and factory. 
* * * 





pene, he said, is preparing to launch a quality-dealer 


program under which the factory will seek to work with 
dealers in improving all phases of their operations. The goal, 
said Woolson, is to develop quality dealers in all important 
marketing areas. 

What about the separation of the Plymouth franchises? 

DeSoto now has a few exclusive DeSoto dealers, but is 
not rushing the separation. 

“If we hurt our dealers,” he said, ““we hurt our business. 
And we certainly don’t want to hurt our business.” 

Woolson doesn’t stand on dignity in his office. He likes 
to work in shirtsleeves—“even though I wear suspenders,” 
he remarked. There’s a row of pencils and a slide rule 
nearby. 

Most of his days are taken up with meetings, for DeSoto 
works on the committee system of management. Top com- 
mittee is the president’s counsel, where the major decisions 
are made. 

* * * 
Perera from engineering, where specialization is of long 
standing, Woolson is pushing for specialization all 
through the business. 

Forward planning, which occupies most of his time, con- 
cerns itself with management, sales, personnel, facilities as 
well as with the product. 

Woolson started with Chrysler Corp. as a draftsman back 
in 1928, the year before the economic bust of 1929. His first 
work included drawings for the first DeSoto engine, which 
was introduced in August, 1928. 

From the engine design department, Woolson moved to 
the radiator division of the experimental laboratory, to 
general chassis engineering for Dodge truck, chassis engi- 
neering for Plymouth, where he became assistant to the 
chief engineer. 

In 1936 at the age of 32 Woolson was named chief engi- 
neer of DeSoto—the youngest chief engineer in the corpora- 
tion. He was named factory manager in 1943, operating 
manager in 1948 and vice-president in charge of manufac- 
turing in 1950. 

In 1952 he was elected president of DeSoto, succeeding 
the late Clarence E. Bleicher. 

Woolson was born June 27, 1904, in the Bronx, N. Y. He 
was graduated from Cornell University in 1926, with a 
degree in mechanical engineering. Previously, he attended 
Thirkell Elementary School and Northwestern High School 
in Detroit. He was graduated from Stevens Preparatory, 
Hoboken, N. J., when his father, also an engineer, moved 
to Elizabeth, N. J., as an engineer with Willys-Overland. 

Woolson and his wife, Helen, whom he married in 1928, 
live in Birmingham, Mich. 


news. It blends drive ratios through | 





(Continued from Page 4) 


coupling performs the function of 
mechanical clutches, gradually en- 


|gaging or disengaging as it emp- 
| ties or fills. 


Smoother transition from one 
drive ratio to the next is claimed 
for the new system which is avail- 
able in Pontiac, Oldsmobile and 
Cadillac models. 

Mercury has anew Merc-O-Matic 


|throttle linkage which is said to 


make automatic shifting smoother. 

Packard has encased its Ultra- 
matic transmission in aluminum 
which saves some 60 pounds of 
dead weight and also has extended 
its torsion-bar suspension system 
to Clipper models this year. Clip- 
per, incidentally, os its bow as 
a separate line of cats in 1956. 

b * oe 

TUDEBAKER has revamped its 

entire line for 1956, offering 16 
models instead of 25 last year. In- 
cluded is the Hawk series, four 
five-passenger sports- type models 
(two hardtops, two coupes) headed 
by the Golden Hawk, a 275-horse- 
power powerhouse. 

Safety features received con- 
siderable attention in the 1956 
models. All models offer improved 
door latches which lessen the 


| chance of doors flying open in 


collisions. 

Another innovation is improved 
headlights which throw increased 
light along the right side of the 
highway. 

Also available are padded instru- 
ment panels and seat backs. Seat 


| belts are offered as optional equip- 


ment throughout the industry. 
* * * 


oe division capitalized on the 
safety drive with advertising 
playing up its “Lifeguard Design.” 
This is a standard equipment safety 


| package which consists of center- 


recessed steering wheel, safety door 
latches, strengthened seat supports 
and rear view mirror with special 
backing to keep it from shattering. 

The 1956 model-introduction sea- 
son began Sept. 8 with the unveil- 
ing of the new Lincoln and will 
close Dec. 15 when the Rambler 
appears in dealer showrooms. 

In Toledo, a spokesman for 
Kaiser-Willys said the firm does 
not plan to introduce any 1956 pas- 
senger models. 


Shows 


(Continued from Page 4) 

talks with the fire department 
and building inspector. 

New York: The International 
Automobile Show will be held in 
the new coliseum here Apr. 28-May 
6, according to Charles Snitow, 
show manager. He said it will he 
the first major trade fair to be held 
in the main exhibition hall. More 
than 150 cars will be displayed, 
said Snitow. 

Wicuira: The first Wichita Auto 
Show will be held March 16-18 in 
the University of Wichita field- 
house, according to E. George Mc- 
Mahon, show manager. Dick Price 
is committee chairman. Members 
are Lee Hobbs, Charles Spencer, 
Byron Stout, John Engstrom and 
Leonard Zoglmann. 
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j Inequities Cited at GM Hearing bei 


Fair Contract Is Goal, 
Dealers Tell Senators 


(Continued from Page 1) 


ments are loaded in favor of the 
manufacturer, sapping the inde- 
pendence of the dealer and making) 
him vulnerable to factory coercion | 
and intimidation to engage in bus- 
iness practices which he knows are 
unsound. . ee 


Slaps at All Makers 


Be made it clear he wasn’t! 
singling GM out for abuse on 
this score, adding that the “inequi-| 
ties which exist between factory 
and dealer in the automobile indus-| 
try are common to all manufactur- 
ers, though in varying degrees.” 

Bell said that dealers, through | 
group action and through NADA, 
have endeavored in vain for years 
to cooperate with the makers in | 
bringing about a more equitable 
dealer-factory relationship. 

He said dealers are turning to 
Congress for relief only because 
reasonable solutions “that could be 
and should be devised in Detroit by 
men of goodwill have not been 
granted.” 

He said the manufacturers, 
through delaying tactics, have made 
it plain they “have no intention of 
taking voluntary action that would 
remove the dealers from the condi- 
tion of vassalage referred to earlier | 
in these hearings by the chairman} 
of this subcommittee.” 

* * * 


Pressure vs. Pressure 


gored Joseph C. O'Mahoney, 
Wyoming Democrat and acting) 
subcommittee chairman, asked if 
NADA is permitted to sit down 
with the factories and negotiate 
better terms. Bell replied in the 
negative. 

The senator then remarked that 
the industry pattern seems to be 
factory resistance against “or- 
ganized action by dealers against 
organized pressure” by the mak- 
ers. 

Bell took violent exception to the 
following remark madc previously 
before the subcommittee by Henry 
M. Hogan, GM vice-president and 
general counsel: 

“All you have to do, Senator, is 
ask how much he (the dealer) has 
made for the last five years. Then 
see if he is crying wolf—poverty 


with a ham under your arm.” 
” ca * 





| 





‘Let’s Look at Hog’ 


“J ET’S not restrict ourselves to 

the dealers and their alleged 
ham,” Bell said. “Let’s take a good 
look at the hog.” 

He then cited figures showing | 
that operating profits of dealers 
on a nationwide average were 3.1 
percent in the first six months of 
this year while the profit of GM 
was 20.7 percent. 

He also said that for the full 





| 
Wins Dodge for Life— 


Sidney C. Wortman, right, Mt. Healthy, | 
©., became the third person to win a 
new Dodge for the rest of his life when 
he rolled up a perfect score in Dodge's | 
weekly safe-driving contest. Because he | 
already owned a 1956 Dodge, Wortmann | 
also received a $5,000 ‘‘bonus."’ The con- | 
test, finals of which are televised as a 
feature of the Lawrence Welk Show, has 
been extended until Dec. 19. From left, 
are: Gene Steinkamp, Gene Steinkamp, 
Inc., Cincinnati, Dodge dealer who signed 
Wortmann, and Mrs. Wortmann. 


year of 1954 dealers made a 0.6 
percent return while that of GM 
was 16.7 percent. 

Under questioning by O’Mahoney, 
Bell said that what NADA wants 
is for Congress to effectuate recom- 
mendations made by the Federal 


| Trade Commission in 1939 after a 


long study of the auto industry. 
+ * ” 
FTC’s Recommendations 
™ ITS report, FTC proposed: 
1. Less restriction upon dealers 


|in the management of their busi- 


nesses. 


2. Quota requirements and ship- 
ments of cars based upon mutual 
agreement. 


3. Equitable liquidation in event 


|of contract termination by the 


maker. 

4. Contracts that are definite 
as to the mutual rights and obli- 
gations of the maker and dealer, 
including specific provision that 
the contract will be continued 
for a definite term unless ter- 
minated on reasonable grounds. 
Bell said that the passage of 16 
years has brought little action to 
carry out the recommendations. 

“The inequities still exist,” he 
said. “Undue pressure and coercion 
continue to be used. Fear grows; 
faith diminishes.” 

+ * + 


Contract Revision Urged 


geese gy Alexander Wiley, Wis- 
consin Republican, asked if 
amendments of franchises to give 
dealers the right to refuse mer- 
chandise would help their situation, 
or whether NADA feels that legis- 
lation to limit vehicle production is 
the answer. 

Bell answered that contract re- 
visions to give dealers greater 
independence would provide a big 
remedy, adding that the associa- 
tion is against mandatory pro- 
duction controls. 

Bell said NADA is more con- 
cerned with the restrictive condi- 
tions under which dealers operate 
than their profit and loss accounts. 

“The men who I represent 
ask for nothing but the right to 
the same form of independence en- 
joyed by the small businessmen in 
other industries,” he said. “They 


| think they are deserving of this— 
|and so do I.” 


* * * 


Fear of GM Reprisal 


T= question of possible GM re- 
taliation against dealers testify- 
ing before the subcommittee pro- 
duced a flareup among Senator 
Wiley, Senator O’Mahoney and 
Joseph Burns, chief counsel of the 
subcommittee. 

Wiley inquired if GM had re- 
ceived advance notification of the 
names of dealers testifying 
against GM. 

On being told no, he contended 
this was necessary to give the com- 

pany time to delve into its files 
on the dealers in question so that 
GM would be prepared to give its 
side of the case when its witnesses 
take the stand. Such a procedure, 
he said, would only be fair play. 

Burns explained that he had 
withheld the names from GM be- 
cause he had received the impres- 
sion, from talking to many dealers, 
that they definitely feared re- 


prisals. 
K * * 


Company Files Cited 
URNS added, however, that GM 


had files on all its cancelled | 


dealers and that it was simply a 
matter of the company’s pulling 


learned who did take the stand. 

Wiley was unsatisfied and de- 
manded that the names of testify- 
ing dealers be furnished GM im- 

mediately. 

At this point, O’Mahoney said 
he had asked Hogan, GM’s gen- 
eral counsel, for assurance that 
there would be no reprisals 
against witnesses who testified. 
Saying Hogan did not answer, 
O'Mahoney declared that he would 
not provide GM with advance no- 

(Continued on Page 60, Col. 1) 





Map Goodrich Ad Plans— 


1956 advertising plans for B. F. Goodrich Co.'s tire and equipment division were 
mapped at a meeting of company executives and key western personnel in San 
Francisco. From left: C. E. Newman, Seattle district manager; O. K. Lynn, San 
Francisco district manager; L. T. Greiner, Pacific zone manager; G. E. Martin, adver- 
tising manager; C. E. Copp, retail advertising manager, and W. S. Selinger, Los 
Angeles district manager. 





On Phony Registrations . . . 


Dealers Warned of Pitfalls 


BUFFALO. — A warning against | reminded dealers, they have stated 
dealer registrations of new cars at/on their MV-50: “I hereby certify 
the behest of manufacturers has| that the vehicle described above 
been sounded by the Buffalo Auto-| was sold to the purchaser .. .” Only 


mobile Dealers Assn. 

“This practice, besides being 
expensive for dealers, has haz- 
ards and pitfalls which can turn 
out to be a booby-trap,” the as- 
sociation said in its bulletin. 





“There are definite legal and | 


financial problems involved.” 

The association noted that R. L. 
Polk & Co., industry statisticians, 
will not recognize registrations un- 
til the cars come through titled to 
individuals. 

“If the cars are registered in the 
name of individuals (such as sales- 
men), when they are not bonafide 


transactions, more serious prob- 
lems are _ present,” the bulletin 
said. 


In such cases, the association | 





Hudson Appoints 
Barnes to Business 


Management Post 


DETROIT. 
former St. Louis zone manager for 
Hudson, has been appointed na- 
tional business management man- 
ager. 

Succeeding Barnes as St. Louis 
zone manager is Robert F. Rowe, 
who was a Packard district man- 
ager formerly. 

In another move, Dale Kirk has 
been selected as assistant manager 
of the Chicago zone office. He has 


John H. Barnes, | 


| by signing this statement can the 
| vehicle be registered. 


“If you do sign the statement 
falsely,” the association said, 
“and the car is registered ... 
the Erie County sales-tax folks 

| can enter the picture and de- 

| mand the one percent sales 
tax... 

| 


| “There is also the problem of 
|garage liability insurance. Cars, 
|when driven on your dealer plates 
lor registered in your firm name 
|are covered under your policy. 
|Your cars, if registered, in any 
|other name, are NOT covered.” 


| The association continued, “Since 
|the manufacturers are always ex- 
| tra-specially careful about placing 


| themselves in a hazardous position, 

they are—in our book—entirely out 
|of order if they are asking dealers 
| to subject themselves to the booby- 
|traps into which dealers could fall 
|as the result of registering cars for 
|the sake of gaining registrations 
| only.” 


| 


‘Radio for Volkswagen 


Offered by Motorola 


| CHICAGO. — Motorola, Inc., is 
offering a special six-tube radio for 
Volkswagen, according to J. B. 
Anger, Motorola radio sales man- 
ager. 

| The unit is in two parts— the 

|radio and a separate six-by-nine- 

| inch speaker. 


been the Chicago district manager | ei Te 


for Hudson since joining the divi- 
sion last March. 

Barnes joined Hudson last Jan- 
uary and previously served several 
other auto companies in business 
management positions. 


Cooper, Witbeck 
Found Guilty 


DETROIT. — A U. S. District 
Court jury in St. Louis has found 
Carlisle Cooper, general manager, 
Andy Burger Motors, Inc. (Ford), 
guilty of perjury. He was sen- 
tenced to five years in prison. 
| Cooper, in an income tax evasion 
case, denied that cash premiums 
|were paid by customers during 
| 1945-1948 to gain delivery of cars. 


|the appropriate dockets once it| Eleven witnesses testified they paid 


jup to $380 over list price and 
|Cooper was alleged to have denied 
|this under oath in the tax investi- 
| gation. 

| In Albany, William C. Witbeck, 
| president, Dorp Motors, Inc. (Ford), 
|Schenectady, N. Y., pleaded guilty 
|to evading $18,000 in income tax, 
|by his company and by himself 
personally. He was freed on $2,500 
| bail pending sentence. No date was 
set. Charges were dismissed against 
| Witbeck’s son, William H., and an 
| accountant, David Reynolds. 








Ford Alumni Elect— 


Brooks Hall (center), of the Fred Jones 
Ford dealership in Oklahoma City, newly 
elected president of the Ford Merchandis- 
ing School alumni in the Southwest, ac- 
cepts the congratulations of Earl S. 
Davidson, district sales manager. 
McLarty (left), of Hope, Ark., retired as 
president after a three-day reunion in 





Frank | 


63 Exhibitors 
Booked by NADA 


For Convention 


WASHINGTON. — Leading auto- 
motive equipment manufacturers 
from all over the nation will be 
represented at the ninth annual 
National Automobile Dealers Exhi- 
bition. The: exhibition will be held 
in conjunction with the 1956 annual 
convention of NADA Jan. 28-Feb. 1 
in Washington. 

Following is a list of 63 of the 
exhibitors who will be displaying 
and demonstrating their products 
in the exhibition hall, located under 
the ballroom of the Sheraton-Park 
Hotel: 

Allen Electric & Equipment Co., 
Kalamazoo, Mich.; Allied Inventory 
Co., Chicago; American Finance 
Conference, Chicago; Ammco Tools, 
North Chicago, Ill.; Automotive 
News, Detroit; Balcrank, Inc., Cin- 
cinnati; Barrett Equipment Co., St. 
Louis; Bear Mfg. Co., Rock Island, 
Ill.; Benmatt Organization, Los An- 
geles; Big Four Industries, Inc., 
Cincinnati; Biackhawk Mfg. Co., 
West Allis, Wis.; Burroughs Corp., 
Detroit. 

Cedar Rapids Engineering Co., 
Cedar Rapids, Ia.; Chrysler Corp. 
Parts Division (MoPar), Center 
Line, Mich.; Dixie-Jibo Co., St. 
Louis; Douglas Co., Minneapolis; 
Dry Clime Lamp Corp., Greensburg, 
Ind.; Executone, Inc., New York; 
Fostoria Pressed Steel Corp., Fos- 
toria, O.; Globe Hoist Co., Phila- 
delphia; Jack P. Hennessy Sales 
Co., New York; Ernest Holmes Co., 


‘Chattanooga, Tenn.; Hunter Engi- 


neering Co., St. Louis; Inland Mfg. 
Co., Omaha; Intercommunication 
System of America, Chicago. 

Joyce-Cridland Co., Dayton, O.; 
Kansas Jack, Inc., McPherson, 
Kans.; Kent-Moore Organization, 
Detroit; Arthur H. Kitson, Detroit; 
Lempco Products, Bedford, O.; Lin- 
coln Engineering Co., St. Louis; 
Local Trademarks, New York; Mac- 
ton Machinery Co., Stamford, Conn.; 
Master Addresser Co., Minneapolis; 
Mirror Bright Polish Co., Pasadena, 
Calif.; National Cash Register Co., 
Dayton, O.; National Market Re- 
ports, Chicago; Nelson Associates, 
Inc., Detroit. 

Newark Auto Top & Body Co., 
Newark, N. J.; Norick Brothers, 
Oklahoma City; Nu Orm Plans, 
Inc., Los Angeles; P & G Mfg. Co., 
Portland, Ore.; Prudential Insur- 
ance Co., Newark, N. J.; Quaker 
State Oil Refining Corp., Oil City, 
Pa.; Reynolds & Reynolds Co., Day- 
ton, O.; Saf-T-Lok Co., St. Louis; 
Shure Mfg. Corp., St. Louis; Staput 
Cover Co., Muskegon, Mich.; Ste- 
mac, Inc., Denver; Stewart-Warner 
Corp.—Alemite Sales division, Chi- 
cago; Stokes Tax Controls, Inc., 
New York. 

Sunnen Products Co., St. Louis; 
Systems Co., Toledo; T K F Co., 
Detroit; Truckstell Mfg. Co., Cleve- 
land; U. S. Washmobile, Newark, 
N. J.; Underwood Corp., New York; 
Upholstery Leather Group, Inc., 
Detroit; Walker Mfg. Co., Racine, 
Wis.; Weaver Mfg. Co., Springfield, 
Ill.; Weld- Built Body Co., Inc., 
Brooklyn, N. Y.; K. R. Wilson, Inc., 
Arcade, N. Y., and John E. Wolf 
Co., Oklahoma City. 


IH Plans to Add 
Line of Haulers 


PORTLAND, Ore.—International 
Harvester plans to add a complete 
line of off-the-highway haulers in 
the 18 and 24-ton sizes, according 
to Peter V. Moulder, executive vice- 
president. 

Visiting here to present a trophy 
to Howard Cooper Corp. for selling 
500 T-D 24 crawlers in the past six 
years, Moulder said IH is acquiring 
a number of small firms which 
build accessory equipment for its 
crawler tractors. The company now 
has 26 U.S. plants and 13 abroad, 
employing 120,000 persons. 

He predicted that International 
Harvester will triple its industrial 
power sales in the Northwest in 
the next five years because of the 
anticipated activity in the highway 
construction, logging, mining and 
other heavy industries. 


IH Adds Outlet 


International Harvester Co. has 





Houston. Other. officers elected were B. A.| Opened a McCormick Farm Equip- 
Fortier jr., of Bay City Motors, Abbeville,| ment Store in Walla Walla, Wash. 


la., vice-president, and Ted P. Holcomb | 
ir., of Duncan, Okla., secretary-treasurer. | 


It will handle International trucks 
and farm implements. 
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GM Probers Hear Bell, Dealers .. . 


Fair Contract Called Big Goal 


(Continued from Page 59) 
tification until such an assurance 
was forthcoming. 

He added that GM officials had 
not complained of failing to get 
dealer names in advance and that, 
in any event, factory repre- 
sentatives would have ample time 
to prepare their case. He said GM 
witnesses would not be asked about 
the dealer charges until the middle 


of this week. 
* * od 


Issue Left Up in Air 
YY said his only interest was 
that the public should hear 
the full record on both sides and 
that the GM inquiry should not be 
conducted as political ammunition. 
O'Mahoney vigorously dis- 
claimed any such intention, say- 
ing the sole purpose of the sub- 
committee “is to lay before the 
public the basic economic facts 
about the conduct of the biggest 

company in the world.” 

The question of giving GM prior 
notification as to witnesses was fi- 
nally left hanging. 

Before the retail witnesses took 
the stand, three senators brought 
up complaints from dealers in their 
states and urged the subcommmit- 
tee to take remedial action. 

* * 


* 

ENATOR William Langer, North 

Dakota Republican, disclosed a 
wire sent to him by George Dixon, 
secretary of the Automobile 
Dealers Ass’n of North Dakota. 
Dixon described the auto business 
as being in “bad shape, with the 
factories forcing their overproduc- 
tion down dealers’ throats.” 

He added that “Oldsmobile 
here is demanding that dealers 
sign riders to their contracts 
wherein they agree to obtain 10 
percent of the registrations in 
their sales territory this contract 
year. That’s more than they get 
on a national basis.” 

Dixon said dealers “Need a lot of 
help from Congress” and urged 
Langer to champion their rights. 

In a wire to the subcommittee, 
Senator John L. McClellan, Arkan- 
sas Democrat, said Arkansas 
dealers are under pressure to sell 
more cars than they can move pro- 
fitably and on sound credit terms. 
He urged the subcommittee to aid, 
in stopping dealers from being vic- 
tims of monopoly. 

* oe ~ 
Wire from Mississippi 
A WIRE from Senator James 
Eastland, Mississippi Demo- 
crat, asserted that steps to block 
monopoly and help dealers are 
mandatory. 

Travis, whose contract termina- 
tion in October caused an uproar 
in auto retailing circles and led to 
Congressional protests, gave a de- 
tailed chronology of the events 
leading up to his nonrenewal. 

He said his firm, Travis Serv- 
ice Company, had been in the 
family since 1906 and he believed 
he had done an excellent job in 
representing GM through many 
years which included the depths 
of depression and heights of 
prosperity. 


* 7 * 
$500,000 Business 

RAVIS said that his business 

volume averaged $500,000 in the 

last five years and that in 1954 the 
number of Buicks he sold increased 
to 58 from 48 the year before. 

He said that Buick wanted him 
to be a bigger-volume dealer and 
that Barbata, the zone manager, 
encouraged him to sell more at a 
narrower profit margin, insisting he 
would make more money that way. 
He said Barbata even suggested 
specific profit margins he should 
sell on. 

Travis said he refused to be- 
come a volume retailer, even 
though he was chided for failing 
to give discounts that were “com- 
petitive.” 

“I didn’t think it was necessary 
to lower my business standards and 
ethics,” he declared. 

Travis said Buick’s market-pene- 
tration yardstick, which he was 
asked to meet, was unfair and that 
he had no means of hiking his sales 
share. SO a 


Calls Quotas Too Small 


H® SAID that in the 1946-52 pe- 
riod he never received a large 








enough allocation of Buicks to 
make any “penetration” and that 
most of the time his experience 
was that of having unfilled orders 
on hand. 

Travis said Buick charged him 
with responsibility for sales out- 
side the St. Charles trading area 
and did not consider the nature 
of the community in demanding 
volume sales. 

He described St. Charles as a 
town of some 14,000, peopled by con- 
servative buyers who do not pur- 
chase beyond their ability to pay. 
He said the people don’t go in for 
long credit terms and buy heavily 
of lower-priced cars they can af- 
ford. 

Travis, in answer to a question 
as to what he is doing now, said 
he is servicing the cars of loyal 
customers who couldn’t be taken 
care of before the Nov. 1 date for 
closing out his franchise. 

He said he got his first knowledge 
that GM was not satisfied with his 
operation when he was hastily 
called into conference with R. B. 
Barbata, Buick zone manager, at 
St. Louis in September; 1954, shortly 
before the division was to issue its 
annual notification as to intention 
to renew or not to renew his fran- 
chise. 

* oJ * 


Tells About Addenda 


RAVIS said that he was told 

he had failed to achieve satis- 
factory market penetration in his 
sale of Buicks and that he was 
asked to sign an addenda stating 
he would correct his deficiencies as 
a precondition to getting a new 
one-year agreement. 

Questioned about the nature of 
the addenda, Travis replied that 
in substance it was an admission 
that he was a “lousy dealer” and 
failed to live up to his contract 
terms. He said he didn’t sign the 
addenda. 

Travis said that Pontiac and 
GMC renewed his contract without 
difficulty in 1954. 

In June of this year, Travis re- 
lated, the three zone managers of 
Buick, Pontiac and GMC walked in 
at the same time and told him that 
none of the contracts would be 
renewed. He said the only reason 
given was dissatisfaction with his 
Buick sales penetration. 

“Didn’t you say something?” Sen- 
ator Wiley inquired. 

“I was so struck dumb that I 


‘Let’s View Hog 
As Well as Ham,’ 
Bell Tells Senate 


WASHINGTON. — In testimony 
before the Senate monopoly sub- 
committee, Frederick J. Bell, 
executive vice-president of NADA, 
referred to the “ham-under-the- 
arm poverty” remark by Henry 
M. Hogan, GM general counsel, 
in citing dealer profits. 

“Let’s not restrict ourselves to 
the dealers and their alleged 
ham,” Bell said. “Let’s take a 
good look at the hog.” 

He then cited the following 
table: 


Net Profits Before Taxes 
As a Percent of Sales 









Dealers 
Year GM (all makes) 
BED. scvisididiinnasiccshgues 19.7 5.8 
MED = anpssdobeaatodecctimes 24.1 6.3 
WE -isccccighoasnbeioncl 19.9 49 
BEE, ssnuptixtnapiessienn 19.9 3.6 
SED Siassciccanaseeseanins 15.6 2.2 
a S 16.7 0.6 
1955 (first half) 20.7 3.1 


Bell pointed out that since it 
is NADA policy not to release the 
profit figures on any individual 
make, it was necessary to use 
the dealer figures for all makes. 

“However,” Bell added, “if we 
arbitrarily doubled or even tripled 
the dealer average and assume 
that such splendid profits were 
made by GM dealers, it still seems 
obvious from a comparison with 
profit figures of General Motors 
that the fat, if any, is not around 
the ,midship section of the deal- 
ers. 
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couldn’t say anything,” the former 
GM dealer replied. 


* * * 
Relates Curtice Encounter 


fb prengton testified that on Sept. 8 
he appealed his case to the GM 
dealer-relations board in Detroit, 
with factory officials in attendance 
including GM President Harlow H. 
Curtice and Vice-President William 
F. Hufstader. 

He said he told Curtice at the 
outset that he was pleased at the 
chance of being heard as it indi- 
cated that GM thought his pleas 
for reconsideration had some 
merit. 

Curtice replied, Travis stated, that 
the holding of the hearing did not 
indicate such belief on the part of 
GM. Then, Travis said, the GM 
chief began telling what help the 
company would provide him in 
liquidating the business but was 
interrupted by another GM official. 

Travis said Curtice, at that point, 
hastily assured him that the appeal 
board had not already made its 
decision without hearing Travis. 

* + * 


Feels He Was Prejudged 


ATER, Travis said he believed 

the board had decided to turn 
down his appeal before he entered 
the room. 

“There’s no further appeal I can 
make,” Travis told AUTOMOTIVE 
News. “The dealer-relations board 
is judge and jury. I’m out.” 

Travis testified that Buick was 
the only division which ever com- 
plained about his sales performance 
and that Pontiac and GMC made 
no allegations as to his insufficiency 


Called a Red by Curtice, 


Says Cancelled Critic 


WASHINGTON.—Lee C. Ander- 
son, of Lake Orion, Mich., who 
described himself as a “model” 
Buick - Pontiac - Chevrolet dealer, 
told investigating senators last 
week that General Motors can- 
celled his franchises because he 
criticized GM policies in a speech. 

Anderson said that when he ap- 
Ppealed the cancellation at a hear- 
ing held by top GM officials, GM 
President Harlow H. Curtice 
angrily waved the published 
speech, crying: 

“Mr. Anderson, you’re a Red.” 











at the June meeting in which the 
three zone managers called on him. 

He said that GMC never did spec- 
ify a complaint and that Pontiac 
gave no reason for cancellation 
until the meeting of the appeal 
board in Detroit. At that time, he 
said, Pontiac lodged a delayed 
charge identical with that of Buick’s 
—that he had failed to achieve 
“satisfactory” market penetration. 

+. * * 


Queried Divisions 
Avt™ the June meeting, Travis 
said, he sent letters to Pontiac 
and GMC asking that he be sup- 
plied with specific charges as to 
why they weren’t going to renew. 

He said it was only fundamental 
justice to know what he was being 
accused of before he went before 
the dealer-relations board. 

Travis said he got no answer 
from the two divisions. He said 
there was little doubt that Buick, 
Pontiac and GMC acted in con- 
cert in his case. 

In support of his contention that 
he carried out his obligations as a 
diligent representative of GM, 
Travis said that in 1953 he received 
a silver tray from the company in 
recognition of outstanding service 
over the years. He displayed the 


tray to the subcommittee. 
* * * 


Won Pontiac Award 


RAVIS also said that he won 

a Pontiac “Tip-Top” award in 
a sales contest for the St. Louis 
zone last January and February— 
just a few months before he was 
cancelled by that division. 

He commented that this certainly 
didn’t indicate he was doing a poor 
job, adding that GMC aswell as 
Pontiac officials had commended 
his work this year. 







At GM Hearing— 


























From left, Walter B. Cooper (in rear), NADA director for Colorado and chairman 
of the NADA National Affairs Committee; Frederick J. Bell, NADA executive vice- 
president; Stephen S. Simmerman, NADA attorney; James C. Moore, NADA general 
counsel, and Sen. Stuart Symington, Missouri Democrat, chat during the GM hearing 


in Washington last week. 





Buick’s recommendation about 
expanding his facilities. In 1948, 
he said, he double-decked his 
parts department, in 1950 he 
added a showcase to the sales- 
room and bought a used-car lot 
across the street, and last spring 
he purchased a warehouse. 

He stated, under questioning, that 
these improvements were financed 
wholly by him and his three associ- 
ates, GM providing no aid. At the 
time he was cancelled, Travis said, 
his total investment was $250,000 to 
$300,000. 


Blasts Contract 


ELL said that he did not want 

to single out GM as the only 
manufacturer that engages in prac- 
tices that are injurious to retail 
distribution. 


“The inequities that exist,” he 
said, “between factory and dealer 
in the automobile industry are com- 
mon to all manufacturers, though 
in varying degrees.” 

He asserted that testimony by 
NADA witnesses would prove that: 

1. The contractural relationship 
between manufacturer and dealer 
is one-sided in favor of the man- 
ufacturer and inequitable to the 
dealer. 


2. The franchised auto dealer is 
far from being the independent 
businessman that his factory al- 
leges him to be. 

3. Because of factory pressure, 
threats and coercion, dealers en- 
gage in practices that are unwise 
and contrary to their own business 
judgment. 

4. The pressures of Detroit fre- 
quently take the form of veiled 
threats, innuendo and subtle infer- 
ences of reprisal, all of which tend 
to generate fear. 

* + * 


Documents Attack 


A*™ INDIANA University pro- 
fessor, Charles M. Hewitt, pre- 
pared for NADA a documented at- 
tack on the dealer franchise, the 
standard selling agreement which 
is the heart of the auto distribu- 
tion system. 

Hewitt charged that the auto 
makers write franchise contracts 
that protect manufacturers on all 
points and the dealers on none. 

He said that while dealers must 
invest their own capital to build 
up their business, they cannot sell 
the business without manufacturer 
consent. 

In GM’s case, he pointed out, the 
selling agreement is subject to re- 
newal each year. 

” + * 


Sees Factories Adamant 


ELL said that the dealers have 

tried repeatedly to get the 
manufacturers to agree on a selling 
agreement that would give the 
dealers more independence and 
more protection against short- 
notice cancellation by the factories. 

Lack of success in this en- 
deavor, he said, “indicates to me 
that the manufacturers have no 
intentions of taking voluntary 
action that would remove the 
dealers from the condition of 
vassalage.” 





asking for Government subsidy, 
for special privileges or for any 
new laws which would give them 
advantages over other retailers. 


“They want,” he said, “to be able 
to be toughly competitive, to sink 
or swim, rise or fall on their own 
merits and in accordance with rules 
that are clearly understood, uni- 
versally applicable and not subject 
to drastic change with every shift 
of wind that blows from Detroit.” 

* x a 


Story of Dealer 


| rene charged that the dealers 
are independent businessmen 
only when they are doing what the 
factories want them to do. 

He cited the case of one dealer 
who had been franchised for 15 
years in a small town and who told 
the factory representative that he 
had had only six customer com- 
plaints. 

Bell said the factory man re- 
plied: 

“I don’t care if you’ve had a 
thousand customer complaints. 
We’re going to double your quota 
for the next year, and if you 
can’t sell ’em, we'll find someone 
who can.” 

Such pressure, Bell charged, 
forced dealers into unwise and un- 
sound business practices. He as- 
serted that the 1954 race between 
Ford and Chevrolet for the No. 1 
spot in car sales had a faked finish. 

Bell said Chevrolet encouraged 
dealers to register as having been 
sold to customers cars which were 
still in the process of being built in 
Detroit. 

In his prepared statement, Bell 
did not identify the maker, but 
Senator O’Mahoney interrupted to 
ask which company he referred to. 

“It was Chevrolet,” Bell said. 


ATAM Confers 
On Plan to End 
Franchise Ills 


CHICAGO.—NADA’s new plan 
for solving dealer franchise abuses 
was presented to the Automotive 
Trade Assn. Managers at a special 
meeting here last week. 

E. John Lehman, Akron mana- 
ger and ATAM president, declined 
to disclose the subjects discussed 
at the meeting, but he indicated 
that the chief topic concerned 
“something we don’t want the fac- 
tories to know yet.” 

A similar observation was made 
two weeks ago by Frederick M. 
Sutter, NADA Industry Relations 
chief, when he first announced that 
NADA had devised “a simple plan 
for ending franchise inequities.” 
Sutter said details would be re- 
leased at a later date. 

The ATAM meeting was unusual 
in that it was a special meeting, 
called by Lehman, and that it 
lasted two days. Thirty managers 
attended. 

Lehman said the regular ATAM 
session at the NADA convention 
next month also would last two 
days “because of the increased fac- 
tory domination being inflicted on 








Travis said he had carried out Bell said that dealers were noti dealers currently.” 
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Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(U. S. PRODUCTION ONLY) 


Week Week 

Ended Same Ended Total To To 
Dec. 3, Week, Nov. 26, Output, Dec.4, Dec. 3, 

1955 1954* 1955* November 1954* 1955 
AMERICAN MOTORS _ 3,650 2,006 2,589 12,545 92,230 149,007 
NEL». dausivipecenbieesedsevteis 1,400 685 1,584 4,710 30,122 48,858 
Wasps, Hornet ........ 900 535 1,111 3,227 29,347 25,200 
DUE Sssascnsieirrenects 500 150 473 1,483 715 23,658 
7,835 62,108 100,149 
5,483 30,913 47,173 
2,352 31,195 52,976 
133,113 603,945 1,254,393 
15,882 86,319 162,069 
12,821 59,572 120,437 
29,136 122,784 289,015 
15,274 335,270 682,872 
210,215 1,536,794 2,074,825 
a 926 


162,853 1,268,273 1,629,382 
4,539 33,530 36,272 





Mercury 42,563 234,991 408,245 
GENERAL MOTORS .. 92,342 69,352 77,370 375,168 2,597,772 3,693,503 
NE i saccsisiscossesesseicacocscs 18,300 12,608 14,151 62,747 484,146 720,077 
3,016 14,351 111,099 139,365 

35,539 180,081 1,277,371 1,691,596 





Oldsmobile .................. 14,457 9,378 +«12,627 «61,658 + 396,758 595,350 
a 13,200 9,758 12,037 56,331 328,398 547,115 
KAISER MOTORS ...... .......... a 16,030 5,799 
a lk eR Be on aa 5,803 4,778 
eS ae a hia 10,227 1,021 
RUIN gi Sisscssineiasts 4,100 3,735 3,458 14,458 107,319 164,379 
Packard 208 (41,175 5,875 25,599 64,469 
Studebaker 3,527 2,283 ° 8583 81,720 99,910 





144,995 151,789 745,499 4,954,090 7,341,906 




















*Revised. 
COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 
Week Week Jan.1 = Jan. 1 
Ended Same Ended Total To To 
Dec. 3, Week, Nov. 26, Output, Dec.4, Dec. 3, 
1955 1954* 1955* November 1954* 1955 
CHEVROLET ................ 9,100 5,428 6,765 36,760 302,451 373,216 
DIAMOND T. .................. 90 70 69 382 3,214 4,887 
IED tab caitidepivninetiexcielunse 100 60 80 284 2,728 3,469 
SED | Sivnsetiscvniicaverneemeus 1,600 2,141 1,231 6441 86,736 91,071 
ct aceh Livieindanistieitiiocs 8,100 7,839 6,606 35,153 273,527 345,097 
SETA Foca tu sian es cantlesestecner 2,250 1,263 1,743 9,385 71,318 95,044 
INTERNATIONAL ....... 3,090 1,624 2,535 13,300 86,681 117,351 
ST 2s ealber ste ccdeelrshcesSieses 400 185 358 1,504 6,527 13,992 
cl cid Rencascastcisceoences 90 103 58 374 6,904 4,959 
STUDEBAKER ............ 490 564 466 1,921 14,659 16,796 
ES = iccisnsscsnoctiecisindetss 355 224 276 1,543 9,928 13,892 
TPE dc esccsesesssiadsinnesseee 1,805 2,043 1,246 6,854 69,398 172,167 
MISCELLANEOUS 100 117 80 417 5,425 4,640 
Total Trucks, U. S..... 27,570 21,661 21,513 114,318 939,496 1,156,581 
Total Cars, Trucks, 
MEW dicks ee Ce ceted 207,697 166,656 173,302 859,817 5,893,586 8,498,487 
Total Cars, Trucks, 
MN, nis aes cas. 7,365 4,470 7,147 30,197 327,169 426,442 
Grand Total, 


Cars and Trucks, 
U. S. and Canada. 215,062 171,126 180,449 890,014 6,220,755 8,924,929 


*Revised. Miscellaneous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 
Drive, Sterling, Federal, etc. 
N.B.: All U. S. totals include cars and trucks for military orders. 


26 Sales Are Picking Up, 
Survey of Dealers Finds 


(Continued from Page 1) 








for the first 15 days of November’ ended Nov. 19, a gain of about 


as compared to the first half of 500 over the previous week, and| 


October. | Cincinnati listed 900 for the sev- 


Pittsburgh also showed a de- | en-day period which ended Nov. 17, 
cline for the first week of No- | compared to 625 the previous week. 
vember, but the University of | Both areas said sales for the pe- 
Pittsburgh Bureau of Business | riods mentioned were better than 
Research called the drop “less (the same period last year. 
than seasonal.” A $6 decline was noted last 
Both Cleveland and Cincinnati) Week in Automotive News’ whole- 
were optimistic, citing rising sales| S@!¢ index of used-car prices as 
as November progressed. | the average dropped to $943. 

ar ee | Only 1950 models gained—a $1 
(CLEVELAND pointed to 1,672|Tise to $262—and ’52s held at $529. 
new-car sales in the week| Heading the decreases were ’55s, 
‘down $18 to $1,868, followed by 





Connell Tops in Hudson 


VICTORIA, Tex. — Stanley Con- 


nell, owner of Connell Bros. Motors, 
led all Hudson dealers in sales 
quotas in Hudson’s Sun Valley 
Sweepstakes contest. 


56s, off $14 to $2,354. 

Other market losses were: ’54s, 
down $8 to $1,157; '53s, down $1 to 
| $806; ’51s, down $1 to $373, and ’49s, 
|down $4 to $195. 
| The prices of ’55s, ’54s, 53s and 
'"51s skidded to record lows. 


Fourth 180,000-Car Week . . . 


Output Hits Peak Rate 


a: mi4s GM Sets Record 


(Continued from Page 1) 


last week, while Buick built 18,300; 
Oldsmobile, 14,457; Pontiac, 13,200, 
and Cadillac, 3,285. 
* * + 
MOBILE and Chevrolet 
also established monthly rec- 
ords in November, Chevrolet build- 
ing 180,081 cars and Oldsmobile, 
61,658. Chevrolet’s former record 
was the 173,030 cars built in March, 
and Oldsmobile’s former high was 
61,091 units in July. 

Ford Motor Co., which pro- 
duced 49,635 cars last week, also 
set two monthly records. Its pro- 
duction of 210,215 cars erased the 
former high of 209,439 units for 
October, and its output of 245,368 
cars and trucks surpassed its 
former top of 243,349 vehicles in 
October. 

The Ford division, sailing along 
at a near-record pace of 38,500 
cars last week, also established two 
production standards in November. 
The division’s output of 162,853 cars 
last month erased the former high 
of 162,597 cars in October, and its 
production of 198,006 cars and 
trucks for the month eclipsed Octo- 
ber’s 196,507 vehicles. 

* . + 


— CORP. upped its pro- 
jections to 30,400 units last week 
as Plymouth worked Saturday in 
Detroit and Evansville, Ind. and 
DeSoto in Detroit. 

A divisional breakdown showed 


Utah Dealers 
To Hear Colbert 


At Convention 


SALT LAKE CITY. — Members 
of the Utah Automobile Dealers 
Assn. will hear L. L. (Tex) Colbert, 
Chrysler Corp. president, at their 
annual convention tomorrow (Dec. 
6). 

Colbert will speak on “The Eco- 
nomic Outlook.” Members of the 
Salt Lake City Chamber of Com- 
merce have been inyited to join 
the dealers at the. luncheon at 
which Colbert will speak. 

Other speakers will be Vince 
Baker, sales expert and sales man- 
ager of Hurd Pontiac Co., Pueblo, 
Colo.; Dr. Rowland Kirks, NADA 
legislative counsel; Elliott Taylor, 
vice - president, Pacific Finance 
Corp., and Walter C. Lunsford, re- 
gional representative, Inter-Indus- 
try Highway Safety Committee. 


Illinois Upholds 
Sunday Closings 


SPRINGFIELD, Ill. — Deciding 
that it is within a city’s general 
police powers to prohibit certain 
business activity on Sunday, the 
Illinois Supreme Court upheld 
Evanston’s Sunday closing law 
which had been attacked by 11 
automobile dealers. 

The opinion said: “Sunday has 
been observed traditionally as a 
day on which the normal, non- 
essential, nonemergency activity of 
the business world ceases. 

“This has been achieved prima- 
rily by voluntary compliance with 
custom, but it is everywhere recog- 
nized that legislative bodies may 
properly act to preserve this deep- 
rooted, nationwide custom, pro- 
vided only that measures adopted 
are reasonable.” 





GM Says New Sterilizer 


Kills Virus in Vaccine 
DETROIT.—General Motors and 
the Michael Reese Research 
Foundation, Chicago, have de- 
veloped a mechanical sterilizer 
which is said to be highly effec- 
tive in killing virus in vaccine 
production, GM has announced. 
Called the Centri-Filmer, it 
also is being used to purify 
blood plasma. GM said the device 
spins liquid vaccine into a micro- 
scopically thin film so that any 
virus or bacteria can be killed 
in a “bath” of ultraviolet light. 





Plymouth producing 16,400 cars; 
Dodge, 6,665; DeSoto, 3,535, and 
Chrysler, 3,800. 

Both American Motors Corp. 
and Studebaker - Packard Corp. 
also began to pick up momentum, 
AMC jumping its output to 3,650 
cars, and S-P to 4,100. 

Hudson built 900 Wasps and Hor- 
nets and 500 Ramblers, and Nash 
produced 1,250 Ambassador and 


blers. S-P’s breakdown gave Pack- 
ard 1,510 units and Studebaker, 
2,590. 
* * * 

RUCK production last week to- 

taled 27,570 units, a 28.2 percent 
increase over the previous week’s 
21,513 commercial vehicles. 


Truck output for November 
was estimated at 114,318 units, or 
18,320 more than were built in 
October. 


GM of Canada is the only Cana- 
dian auto maker not in production 
at present. Both the Nash and Hud- 
son divisions of AMC began ’56- 
model output last week, pushing 
overall Canadian production to 
7,365 units. The previous week pro- 
duced 7,147 cars and trucks. 

The four active Canadian auto 
makers produced an estimated 30,- 
197 cars and trucks in November, 


Statesman models and 1,000 Ram-| Automotive News figures show. 





Model Run Tops °50 by 10% se 


55s Total 


7,136,496 


(Continued from Page 6) 
compiled on 293,658 cars in 1950, to| total industry output, as com- 


show a 0.07-percentage-point hike 
over its peak total of five years 


‘0. 
Lincoln, compiling 0.38 percent on 
27,222 cars in 1955, lost 0.06 percent- 
age-points from the 1950 run. It 
produced 28,190 models during that 
year for 0.44 percent of total in- 
dustry output. 
+ * 
—_— Chrysler Corp. 
nearly matched its 1950 effort 
on total output, it lost 2.18 per- 
centage points from five years ago. 
It built 1,217,363 cars for 17.06 per- 
cent of total industry output this 
year, as compared with 1,243,001 or 
19.24 percent in 1950. 

Plymouth was the only Chrys- 
ler Corp. division to show an im- 
provement over 1950—jumping its 
share of total industry output 
from 9.20 percent on 594,301 cars 
in 1950 to 9.42 percent on 672,130 
cars this year. 

Dodge was the corporation’s big- 
gest loser, dropping 1.43 percentage 
points behind its efforts of five 
years ago. It built 273,286 cars for 
3.83 percent of total industry output 
in the ’55 run, as compared with 
5.26 percent on 339,997 cars in 1950. 

DeSoto and Chrysler divisions fin- 
ished almost even in their losses, 
DeSoto dropping 0.49 percentage 
points from 1950 and Chrysler, 0.48. 
DeSoto built 133,603 cars for 2.07 
percent of total output in 1950, as 
compared with only 112,910 cars 
and 1.58 percent during the ’55 run, 
while Chrysler copped 2.71 percent 
on 175,100 cars in 1950, as compared 
with 2.23 percent and 159,037 cars 
this year. 

* * 
ESPITE the fact that Kaiser 
Motors built 136,678 more cars 
in its peak year of 1950 than it 
built this year, it was American 
Motors which lost the most per- 
centage points from five years ago. 

AMC built 141,691 cars during 


pared with 4.54 percent on 293,240 
Hudson and Nash cars in 1950, 
before the AMC merger. 

Kaiser Motors built 6,530 cars for 
0.09 percent of total ’55-model out- 
put, as compared with the 2.22 
percent compiled on 143,208 cars in 
1950. AMC lost 2.55 percentage 
points from ’50, as compared with 
2.13 for Kaiser. 

Studebaker-Packard showed a 
loss of 1.07 percentage points by 
building only 179,786 cars in the 
55 run, for 2.51 percent of total 
output as compared with the 3.59 
percent registered on 232,298 Pack- 
ard and Studebaker cars five years 
ago before the S-P merger. 

Nash and Studebaker reached 
their alltime-high production per- 
formances in 1950. Hudson’s 1950 
effort was second only to 1948. 
Packard’s top year was 1949. 


Idle-Pay Fund 
OK'd by Willys 


and an extra seven cents an hour 
next July. 


Dealer Strike Ends 
THE dealership front, the 
general strike called by Local 
259 of the UAW against New York 
dealers has been settled, except for 
some isolated cases. 
The three-week walkout by 
dealership service personnel was 


settled piecemeal. The initial set- 


tlements provided for 15-cent 
hourly boosts. As other agree- 
ments followed, the pay increase 
continued to drop, until the last 
group returning to work received 
no increase, but merely agreed to 
let a fact-finding board decide 
the matter. 


The union agreed to refrain from 


the ’55 run for 1.99 percent of | striking for 60 days in these cases. 
+ x = © . 








Clark, UAW-CIO Sign 3-Year Pact— 


A new three-year contract covering some 2,000 workers at plants in Buchanan and 


Benton Harbor, Mich., has been signed by Clark Equipment Co. and Local 468 and 
1290, UAW-CIO. Features of the pact are a supplemental unemployment benefit plan 
and an hourly improvement factor of 6 cents or 2% percent, whichever is larger. 
Signing are, from left, seated: Bert Walter, Clark community and industrial relations 
director; Malcolm House, U. S. mediation and conciliation service, and Joseph Vega, 
representative, UAW-CIO. Standing: Max Morris jr., president, Local 1290; Richard 
J. Donnelly, of Clark, and Harold Bullen, president, Local 468. 
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Coercion Seen Result .. . 
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| tangible reasons for dealers to 


GM-GMAC Splitup 
Urged at Hearing 


(Continued from Page 1) 


by ending GM’s ownership of 
GMAC. 

But this suit, Baldridge said, | 
was delayed during the war years, | 
and “dealers may have been re- 
luctant to report coercion while 
cars were in such short supply in 
1946 and 1947.” 

At any rate, he said, Department 
of Justice attorneys decided after 
the war that insufficient evidence 
existed to obtain divestiture, and | 
the civil suit was terminated with) 
a consent decree in 1952. That de-| 
cree, Baldridge added, did not order | 
splitup of the two companies. 

* * * 

“IDUT I believe there should be 

divestiture today,” Baldridge 
asserted, “because the slightest 
pressure by General Motors on its| 
dealers is coercion. As long as a 
dealer is treated as an agent instead 
of an independent businessman, | 
there will be pressure.” 

He testified that during crimi- | 
nal proceedings against GM, evi- | 
dence was introduced to show the | 
company forced its dealers to use 
GMAC financing facilities by 
threatening franchise cancella- 
tion, discriminating against stub- 
born dealers when shipping cars, 
and making the finance connec- | 
tion a condition of renewal. 

There also was evidence, said| 
Baldridge, that GM made factory) 
accommodations for wholesale: 
financing available only to GMAC. 

He said GM also secured a power} 
of attorney from its dealers to sign 
GMAC papers “for convenience” but 
occasionally abused this power by 
sending dealers unordered vehicles. 
~ * * | 


Also testifying on GMAC’s posi- | 
tion in the industry was David} 
B. Cassat, president of a “small” | 
auto finance firm, Interstate Finance | 
Corp., of Dubuque, Ia. | 
Cassat said his company handled | 
a proportionate share or better of | 
every automotive line except GM’s. 
He told the subcommittee that 





of all the firms in the retail auto 
paper line, only GMAC gained a 
bigger share of the market be- 
tween 1948 and 1954. It rose in 
those years from 18 percent of 
all retail paper purchased by sales 
finance companies to 34 percent, 
he said. 

Senator Joseph C. O‘Mahoney, 
Wyoming Democrat and subcom- 
mittee chairman, asked Cassat why 
he thought GMAC had grown so 
rapidly. 

* * 

ASSAT said that in his opinion, 

there were two reasons “that 
stand out.” First, he said, GM’s 
ownership of GMAC cut the cost 
of acquiring paper “to but a frac- 
tion of the cost of mine.” His ran 
about 30 percent, he said. 

Second, he said, GMAC can bor- 
row more money at lower cost than 
his own firm could. 

“You make the point,” inter- 
rupted O’Mahoney, “that because 
General Motors can deposit so 
much money in banks around the 
country, they are anxious to offer 
GMAC a lower rate.” Cassat 
agreed that this was a likely sit- 
uation. 

Cassat was asked if he knew of 
any misconduct on the part of 
GMAC which enabled it to get such 
a big portion of the auto. finance 


market. 
* * 7 


a ee no tangible evidence,” 
he replied, “but there must be 
some reason for its growth. 

“I’m just looking at the facts of 
life. All a finance company can 
offer is price and service. We offer 
the same price. and I think my 
firm offers better service—because 
we're right there. So what’s the 
reason ?” 

Walter Lundell, president of 
Universal C.1.T. Credit Corp., testi- 
fied that C.LT. did “an insignifi- 
cant amount of GM financing.” 

“Since the war,” Lundell said, 
“there have been tangible and in- 


finance within the General Motors 
| family.” 
} * a * 

HE subcommittee was. told of 
“a marked change in attitude” 
lon the part of GMAC by M. B. 
| Casler, a Dodge-Plymouth dealer in 
| Birmingham, Ala. 

Financing terms have become all- 
important lately, Casler testified, 
and most buyers feel “that one car 
|is as good as another.” The ques- 
|tion they ask, he said, is what 
terms can we get? 

Until early this year, he con- 
tinued, finance companies were 
competitive—if one would accept 
certain terms, another would, too. 

But this year, Casler said, his 

salesmen reported that GMAC was 
willing to accept paper which it 
wouldn’t have touched before. Other 
finance companies simply wouldn’t 
accept it, he said, adding that he 
thought GMAC’s policy was part of 
the GM sales race with Ford. 
—WiuiAmM ULLMAN 


Obituaries ... 








ganization from 1948 until his 
death. 

Mr. Penrose was active in civic 
and fraternal circles in Burlington 
and was exalted ruler of the Elks 
in 1944-45. 

ok * * 


Paul Graves, Manager 


Of Detroit Dealer Group 

DETROIT.—Paul Graves, 66, ex- 
ecutive vice-president of the Detroit 
Automobile Dealers Assn. for 16 
years, died Wednesday (Nov. 30) 
at Florence Crit- 
tenton Hospital 
following a heart 
attack. 

An attorney, 
Mr. Graves prac- 
ticed law in Aber- 
deen, Miss. and 
formerly was To- 
ledo branch man- 
ager for General 
Motors Accept- 
ance Corp. 

He was hospi- 
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MIDDLE ATLANTIC | 


NEW YORK CITY'S 
SKYLINE | 
AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 


You are 100% safe because all titles 


and checks are insured 


EVERY TUESDAY 12:30 P.M. 


GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 
Tel. EVergreen 3-4800 


Auctioneers—David B. Spielman 
John W. Becker 





AUTO AUCTION 


TIM ANSPACH 


"Midway," Stop 20 
Albany-Schenectady Road 


ALBANY, N. Y. 


(For Dealers Only) 


EVERY MONDAY ... 12 NOON 
Member of N.U.C.D.A. and N.A.A.A., Inc. 





New Jersey's 
Only Original Auction 





LEBANON AUTO AUCTION, INC. 
On Route 22—3 miles west of N. Plainfield | 


Sale Every Wednesday at 12 Noon 
Dunellen 2-0915 and Dunellen 2-9849 | 








LEADING USED-CAR AUCTIONS 
__ IN THE NATION 


‘Frequency Rates: Minimum space, 1 inch on 1 column—Maximum: 5 inches on 2 columns— 
| Contact WANT AD DEPT., Automotive News, Detroit 26, Mich. 


EAST NORTH CENTRAL 








GRAND RAPIDS AUCTIONS, INC. 


On M2i—One Half mile west of Grandville, 
Mich. 


EVERY TUESDAY—CHECKS INSURED 
At 1:00 P.M. Sharp—Dealers Only 
Auctioneer: Col. W. E. "'Bill'’ Nagy 
“Michigan's Best'' 

Phone: ARdmore 6-4720 








MONTPELIER AUTO AUCTION CO. 
MONTPELIER, OHIO 
Sale Every Monday, 12:30 P.M. 
“WE NEVER MISS” 
All Checks Insured by Fidelity Ins. Co. of Tenn. 
Your Good Will—Our Most Valuable Asset 
On U. S. Route 20A Phone 5-9535 








Flint Auto Auction, Inc. 
3711 Western Rd. Flint, Michigan 


Exclusively for Dealers 


Here in the shadow of General Motors, you 
get the best buys. 


NEW CAR DEALERS balance their stock here 
—Why not visit us real soon? 


Michigan's Finest Sale 
Titles and Checks Guaranteed 
12:30 — SALE EVERY WEDNESDAY — 12:30 
M, D. McCollum, Mgr. Phone Cedar 9-4492 








| EAST NORTH CENTRAL 








| WES COON 
AUTO AUCTION 
Auctioneers: Col. W. E. ‘‘Bill’’ Nagy 


He 


W. T. “Tom” Nagy—tThe Great Father 
Sen Combination. 
THURSDAY at 12:30 
U. S. 24 and U. S. 16 
On the Outskirts of Detroit, Mich. 





EAST SOUTH CENTRAL 





JOHNSON AUTO AUCTIONS 
LAWRENCEBURG, TENN. 
Every Tuesday 


HUNTSVILLE, ALA. 
Every Friday 
Insured Checks and Titles 





MOUNTAIN STATES 


COLORADO 
AUTO AUCTION 
LITTLETON, COLORADO 
SOUTH DENVER 


DEALERS ONLY 
Sale Every Monday—11:00 a.m. 


Owners: 
Francis R. Cassell 
Carroll Kopfer 
Phone Denver, SUnset 1-7821 
Wire Colorado Auto Auction FAX 
Denver, Colo. 
Auctioneers: 
Colonels Johnny Wood and Dean Davis 
All cars paid for by our own check through 
the First National Bank of Englewood. 

















|1,100 Telegrams— 


William A. Keller, Studebaker general 
sales manager, reports he received more 
| than 1,100 telegrams from dealers fol- 
lowing introduction of Studebaker's 1956 
models. He called it ‘‘the most enthusi- 
|astic reception to a new line in my 


| : ‘ 
| experience.” 


Wolfington and Penrose, 
Former NADA Directors 


(Continued from Page 2) 


|talized for a rest Nov. 16 and had 
|the heart attack. Nov. 21. 

| For the last two years, Mr. 
Graves had been assisted at DADA 
by Boyce Tope, who now is ex- 


| pected to succeed Mr. Graves. 
* * * 


Gotlieb Klipfel, 49, 


‘Freezes in Car 


ASHLEY, N. D. — .The lightly 
clad body of Gotlieb Klipfel, 49, an 
auto dealer here, was found frozen 


| 


;}men checking trap lines. 
According to authorities, 

Klipfel had overshot a curve on the 

road, his car slipped into a ditch, 
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rates supplied upon request. 


HELP WANTED 


ACCOUNTANT 


POSITION available immediately with 
General Motors Corporation for experi- 
enced dealer accountant. Preferably 
single man to headquarter in Detroit. 
Position involves considerable traveling 
with extended absence from headquarters. 
Require one thoroughly versed in all 
phases of retail automotive accounting. 
Must be able to install. dealer company 
records, furnish instructions to office per- 
sonnel and perform periodic examinations. 
Automobile furnished—all expenses paid. 
Furnish complete employment record, age, 
experience in letter of application. 
Box 5558, c/o Automotive News, 
Detroit 26 


SALES MANAGER—Growing Lincoln-Mer- 
cury dealership in eastern Pennsylvania 
trading area of 240,000 offers exceptional 
salary and bonus opportunity for alert 
and aggressive sales manager to take 
care of new car sales. Must have proven 
record of ability to produce sales and 
handle large sales staff. Write, giving 
past,.ten years’ employment history, edu- 
cational background, age, marital status. 
Replies held strictly confidential. Box 
5566, c/o Automotive News, Detroit 26. 


{ established, volume independent dealer 
in the greater Miami area. Must be able 
to hire, train and direct men, institute 
and follow up an aggressive program of 
sales and advertising. We want the best 
and will pay to get results. Box 5581, 
c/o Automotive News, Detroit 26. 


SERVICE MANAGER for medium size 
Chevrolet dealership in Gulf Coast area. 
Must be thoroughly experienced in all 
phases of service management. Salary 
and incentive bonus. Replies confidential. 
Box 5592, c/o Automotive News, De- 
troit 26. 


SERVICE MANAGER — Experienced in 
Chrysler-Plymouth operation. City of fif- 
teen thousand with most modern facilities 
in central Ohio. Ability to handle cus- 








tomers and employes a must. Give experi- 
ence and employment history in reply to 
Box 5564, 
troit 26. 


c/o Automotive News, De- 


in his stalled car Nov. 17 by two) 


Mr. | 





TWENTY-TWO CENTS 


per insertion for use of a box number. 
Box Number ads are forwarded to advertiser, unopened. Display ads: $12.30 per 
TEN DAYS IN ADVANCE OF PUBLICATION DATE. Contract | 





SALES MANAGER—Top notch man for 


was backed into a stubble field and 
became stuck in the snow. Tracks 
indicated he left the car, walked a 
quarter of a mile and returned. The 
car was out of gasoline when found. 


cd * z 
Warren, with Chevrolet 


In L. A. 31 Years 


BEVERLY HILLS, Calif.—Gordon War- 
ren, 65, Chevrolet dealer in Los Angeles 
for 31 years, died last week of a heart 
attack suffered after Mr. Warren was 
returning home from the annual luncheon 
of the Los Angeles Motor Car Dealers 
Assn. Mr. Warren had retired from busi- 
ness recently. 

* * * 


Truman Nomland 

GRAND FORKS, N. D.—Truman Nom- 
land, 34, a partner with his father in Nom- 
land Motor Co. (Chrysler-Plymouth) here, 
is dead. Mr. Nomland was president of the 
Grand Forks Automobile Dealers Assn. and 
was NADA and state association area 

chairman for Grand Forks. 

* * * 


Woodrow Bramble 
CAMBRIDGE, Md.—Woodrow Bramble, 
39, sales manager for Walker Motors, Inc. 
(Ford), died Nov. 24. Mr. Bramble had 
Been suffering from heart disease since 
World War II. 


* * * 
William Allen Hill 

KANSAS CITY.—The body of William 
Allen Hill, 32, used-car dealer, was found 
in a field near Peculiar, Mo. Police said 
he had been slain. Hill operated National 
Auto Mart and formerly managed a ‘United 
Auto Sales lot. 


* * * 
C. W. Pemberton 
ROCHESTER, N. Y.—Craig W. Pember- 
ton, a pioneer in the auto sales and repair 
business here, died Nov. 19. He was 75. 


* * * 
George A. Phillips 
ST. LOUIS.—George A. Phillips, 
urer of Big Three Motor Sales, Inc. 
debaker), is dead. 
* * 7 
George F. Bencker 
PHILADELPHIA.—George F. Bencker, 
treasurer of Ware Bros. (Pontiac), for 10 
years, died Nov. 24. 
* * * 
Walter H. Delancey jr. 
KANSAS CITY.—Walter H. Delancey jr., 
43, former owner of a Belton (Mo.) dealer- 
ship, died Nov. 23. 
* * * 
Garland R. Blankenship 
LITTLE ROCK, Ark. — Garland R. 
Blankenship, 73, owner of Blankenship 
Motor Co. (Ford), Warren, Ark., died here 
Nov. 28. He had been in the auto business 
since 1934. 


Lew 


engaged in all branches of the nation's 
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INSERTION REQUIRED. Ads may be signed with full name and address at regular 
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WANT AD DEPT., AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, 
DETROIT 26, MICH. 


| HELP WANTED 


| GENERAL SALES MANAGER wanted by 

well established General Motors dealer- 
| ship in southern Ohio city with ability 
and proven experience to develop and 
maintain a sales force capable of deliv- 
ering 400 new cars per year and give us 
the thirty-day used car turn-over we must 
maintain. The man we want must be 
able to operate a volume dealership in 
clean business-like manner profitably and 
successfully in today’s market. This is a 
splendid opportunity for the man of un- 
surpassed ability—attractive salary and 
bonuses. Please do not apply unless you 
| have a proven record of accomplishment, 
| have the finest character and very best 
| references—must stand rigid investigation 
of your past performance. Send full 
resume, which will be confidential. Box 
5574, c/o Automotive News, Detroit 26. 


SALES MANAGER WANTED. Top earn- 
ings for top producer with midwest’s 
largest Plymouth dealer. Prefer man 
with experience in high volume opera- 
tion. Must be able to organize, train 
and direct the efforts of a top flight 
sales force. Do not apply unless you can 
produce a proven record. Furnish a full 
resume of past work with a snapshot. 
P. O. Box 5582, c/o Automotive News, 
Detroit 26. 

SERVICE MANAGER—We are looking for 
a qualified man, possibly now employed 
as assistant service manager. Excellent 
opportunity to take complete charge of 
our service operation. Central New York 

| State, Chevrolet dealer. Attractive sal- 

ary and bonus. Please give in first letter 
your present income, past five years’ 
history and family status and references. 
= 5583, c/o Automotive News, Detroit 
6. 


COMPLETE PROTECTION GIVEN 
AUTOMOTIVE NEWS’ READERS 


Automotive News will not divulge the 
name of any classified advertiser using 
a box number. For our readers who 
wish to protect their identity when an- 
swering box number ads, we suggest 


you send your replies direct to Classified 


Manager, Automotive News. Enclose a 
note listing the concerns which you 
would not want your letter to reach. 
Your reply will be destroyed if the ad- 
vertiser is one you have mentioned; 
otherwise it will be forwarded im- 
mediately to the advertiser. 
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HELP WANTED 








Sales and Promotional 
Executive Wanted 


We would like to have a mature man, 
preferably one with experience in the 
wholesale automotive trade. This man 
must have the gift of inspiration, the gift 
of offering productive service, the gift of 
gratitude, the gift of his presence. We 
want a man who will never let any im- 
possibility conquer him for he will be 
working with products respected across the 
nation and around the world for their 
quality. We want a go-getter. A man 
who will create business for his boss—The 
CAR DEALER. 


If you are that kind of a man there is 
an opportunity with a manufacturing con- 
cern selling, to the automotive trade, 
products of imperative service. Would 
require traveling. Please give your ex- 
perience, education and any information 
which would lead to an interview. Your 
answer will remain confidential. 


General Manager, Box 470, 
White Plains, New York 


















FAST GROWING MIDWEST Ford dealer 
has opening for truck and fleet manager. 
Must be a producer and bondable. Ex- 
cellent pay plan to man who can qualify. 
Please give references and experience in 
first letter. Write Box 5565, c/o Auto- 
motive News, Detroit 26. 

GENERAL MANAGER FOR new 

ship in new building in wealthy 

suburb. Salary plus commission. 

Box 5585, c/o Automotive News, 

26. 





dealer- 
Detroit 

Write 
Detroit 





— 





GENERAL MANAGER AVAILABLE for 
a large Ford or General Motors dealer 
with possible opportunity to buy later. 
Have factory approval, qualified to take 
complete charge of operation. 
best references, 33 years old, married 
with family, sober. Have definite plans 
for future. All answers completely con- 
fidential. Box 5580, c/o Automotive News, 
Detroit 26. 


RUTOMOTIVE BOOKKEEPER, graduate 
accountant. Young, veteran. Relocate 
within 100 miles N.Y.C. Box 5584, c/o 
Automotive News, Detroit 26. 


DEALERSHIPS AVAILABLE 





LERSHIP HANDLING Ford, presently 


gelling 250 a year, in New Jersey’s most 
rapidly growing township. On U, S. 22, 
40 miles west of New York City. Modern 
building and equipment. Exceptional local 
good will based on good service, exten- 
sive advertising and generous sales poli- 
_ @les. Loyal, competent and friendly staff. 
Present owner has other, much easier, 
geurces of income. Halvorsen Ford, Inc., 
| Whitehouse, N. J. 


ALERSHIP HANDLING Dodge - Plym- 
@uth in south—fine, medium sized city. 
Can conservatively sell 500 and up. Good 
facilities, most favorable leases. Not 
mécessarily case of wanting to sell, but 
Must for reasons of other business. You 


will investigate and deal direct with 
Owner. Box 5573, c/o Automotive News, 
Detroit 26. 





Dealership Available 
Handling 
BUICK- BUICK 


Lecated in capital city in the Rocky Moun- 
fain region. 60,000 population within 5 miles 
@ garage. Over $1,000,000 in sales during 
1955. Profit very high—250 units in 1955. Will 
fake about $85,000 to handle. Will sell at 
faventory—good leases. No real estate to buy. 
Wsed car lot located right next door on cor- 
fer. Garage located downtown on East-West 
and North-South intersection of the only two 
Main highways. No used cars or accounts to 
buy. Outstanding and adequate facilities. 

n for quitting, we've got it made and so 
an you. Must have factory approval. Box 
$575, </o Automotive News, Detroit 26. 





AGENCY NOW HANDLING DeSOTO- 
PLYMOUTH, 2 acres, lovely 4-bedroom 
gentlemen’s modern home, landscaped, 
flowers, shade, chain-fenced. On highway 
in Maryland, 30 miles from D. C. 180 foot 
showroom. 60-30 body shop. 11 stall 
@arage, 5 safes, office accessories, tools. 
John Burdoft, 13318 Colesville Rd., Silver 
Spring, Md. Call Evergreen 4-3846. 





DEALERSHIP HANDLING Buick in cen- 
tral Pennsylvania, Prosperous community. 
200 car potential. Modern building with 
lease. Box 5570, c/o Automotive News, 
Detroit 26. 


care acneetemamies tl emciterimaeaiiaaal 

DEALERSHIP HANDLING Lincoln - Mer- 
cury in Texas. 20,000 people within 20 
miles on west coast highway 80. Invest- 
Ment small. Box 5572, c/o Automotive 
News, Detroit 26. 

_— 


DEALERSHIP HANDLING BUICK in 
midwestern city of twenty-five thousand. 
No real estate or accounts receivable. 
Must have twenty-five thousand cash and 
factory approval. No agents. Box 5586, 

__¢/o Automotive News, Detroit 26. 


GM AGENCY. VERY profitable line. Po- 
tential 100 cars. No real estate. Will 
Tun about $20,000. Write Box 5587, c/o 
Automotive News, Detroit 26. 


CENTRAL FLORIDA—In the center of the 
phosphate and citrus district. Dealership 
handling Lincoln-Mercury. New modern 
building—equipment, tools complete. Box 
5588, c/o Automotive News, Detroit 26. 


































































Can give} 





AUTOMOTIVE 





DEALERSHIPS AVAILABLE 


Selling 
EXCLUSIVE "BIG 3" 


DEALERSHIP 


in Growing Mid-South 
Urban Area of 200,000 


Complete, modern set-up. Excellent 
market position, three-fourths of net 
in cash. 


worth No used cars, no 


real estate, but splendid leases. 


Ill health necessitates sale of this 
profitable dealership for nearly two 


decades. 
Write or wire owner direct, if 
you think you can qualify and se- 


cure rigid factory approval. 


An Unusual Opportunity! 


Box 5563, 
c/o Automotive News 
Detroit 26 





FOR SALE—OLD, established dealership 
handling Ford—radius 100 miles Albany, 
N. Y. Very profitable operation. Owners 
wish to retire. 100-150 car potential. 
Reasonable amount of capital and fac- 
tory approval necessary. 
tailed information, write owner. No 
brokers please. Box 5589, c/o Automo- 
tive News, Detroit 26. 


DEALERSHIP HANDLING Ford in north- 
ern Wisconsin. Retailed 77 new, 200 
used last year. Average net over last 5 
years—$15,800 per year. $30,000. Reply 
to Box 5517, c/o Automotive News, De- 
troit 26. 


DEALERSHIP HANDLING Chrysler- | 


Plymouth — southern Michigan, 25,000 
population. Good lease. Approximately 
$15,000. Sell one-half or all. Box 5578, 


c/o Automotive News, Detroit 26. 


TOP VOLUME LINE 
500 CAR POTENTIAL 


A chance of a lifetime in one of Florida's 
best coastal cities. Present dealer con- 
tinuing in another location. $75,000 will 
handle — financial assistance by factory 
Deal does not involve 


may be available. 
the purchase or rental of existing facili- 


ties, stock or equipment. If you are vol- 
ume minded and can qualify, this is IT. 
Give experience. 


Write Box 5593, c/o Automotive News, 
* Detroit 26. 





HANDLING PONTIAC in_ exceptionally 
prosperous and growing Virginia city of 
over twenty thousand. Healthy climate. 
Nominal investment. Box 5590, c/o Auto- 
motive News, Detroit 26. 


DEALERSHIP AVAILABLE handling 
Oldsmobile in a very desirable location 
on Lake Huron in east central Michigan 
—population, 8,000. 100 to 200 car fran- 
chise. Real estate and inventory priced 
to sell quickly. Cash or terms. Box 5591, 
c/o Automotive News, Detroit 26. 


AGENCY HANDLING Chrysler-Plymouth. 
1954 sales $200,000. Established 38 years, 
modern showroom, storage room, general 
repair, service department, auto wash, 
used car lot. Sold 105 new, 300 used 
cars 1954. Pennsylvania city. Priced with 
property. Apple Co., Brokers, Cleveland 
15, Ohio. 


DEALERSHIP HANDLING Dodge and 
Plymouth in Connecticut. Heavy indus- 
trial area. Box 5579, c/o Automotive 
News, Detroit 26. 


DEALERSHIP WANTED 
WILL PURCHASE “Big Three’ dealer- 
ship, any size, in southern California. 
All cash. Box 5544, c/o Automotive 


News, Detroit 26. 





CAR RECOVERY 


Watch this column may heve 
the opportunity of helping to recover 
stolen property and possibly winning a 
reward 

Or, 


foots) 


You 


through this column, 
help you 
find the party who gave you a worth- 


perhaps we 
recover a stolen car or 
less check. Alert dealers 
rool bi eg the fastest 


an ad in this section 
‘ays 


all the 


bites] 


Nae 
by plac 


Ta) ng 


rates, opposite page) 





$50.00 REWARD FOR information leading 
to the location and recovery of a 1955 
Ford Thunderbird, black, Serial No. 
P5FH149164 with 1955 Pennsylvania li- 
cense plate No. 2736L, owned by man 
calling himself Dallas P. Hoehn and a 
1955 Ford Fairlane 4-door sedan, 
Serial No. U5CT112623 with 1955 Penn- 
sylvania license plate No. 3045L, owned 
by woman calling herself Helen P. 
Hoehn. Call collect Mr. Long, Mellon 
National Bank and Trust Co., Charleroi, 
Pa. Hudson 3-5575, Hudson 3-2160 or 
Mr. Gwaley, Hudson 3-6056. 





black, | 


For more de-} 








BUSINESS Nr 


AGENCY, HANDLING HRYSLER-Plym- 
outh, and gas station (Mobilgas) includ- 
ing 6-room apartment. Thriving town 
NY State. Established 1924. Receipts 
$300,000; can increase. Modern building, 
2-story. Fully equipped. Land 150 x 306. 
Profitable returns assured on reasonable 
investment. Rendlog Sales Co., 1775 
Broadway, N. Y. C. PL 7-5345. 











BUSINESS GIFT and advertising specialty 
catalog sent free. Ideal, AN, 1133 Broad- 
way, New York 10, N. Y. 





DEALER SERVICES 








Inventory Service 
Buying or Selling a Dealership? 
© Buy Right ® Sell Right 


Parts—Accessories—Equipment 
e @ A disinterested certified physical 
Inventory will save you money ® @¢ 
DON’T GUESS——BE SURE 
Call or write for service details, 
Automotive Inventory Service Co. 
10040 Freeland, Detroit 27, Mich., WE 3-6445 
Western Dealers Attention 
429 S. Western Ave. Los Angeles 5, Calif. 
Du 9-5095 








HAVE YOU MET 
MR. AUTO INTEGRITY? 


He symbolizes a superior public relations 

program which you may secure exclusively 

for your firm in your area. For details 

without obligation mail your letterhead to 
MERITSEAL, INC. 

2 Depot Plaza White Plains, N. Y. 








INVENTORY SERVICE 


Complete parts and accessories inventories 
for all dealers by qualified, bonded employes. 
Reconciled to book figures. Obsolescence 
established. Operating in southeastern states. 


Geo. E. Kinney Inventory Service Co. 
727 Ponce de Leon Place Atlanta, Ga. 





CARS FOR SALE 





New York's Largest 
Taxicab Dealer 
Two city blocks of late model, 
good, conditioned, clean, 


former taxis. 
‘53 DeSotos - - $ 99.00 
$299.00 


(Full Price) 


"54 DeSotos - - 


(Full Price) 


"54 Fords, Plymouths, Chev- 


rolets - - - = $349.00 
(Full Price). 


"55 Fords, ‘Plymouths, Chev- 
rolets - - - = $679.00 


(Full Price) 
Special prices on large 
quantities 


See Mr. Henry Becker 
KING FORD 


351 Grand Concourse (140th St.) 
Bronx, N. Y. 


1948 LINCOLN CONTINENTAL. Here it 
is! 
Join the select few who own a Continen- 
tal. This car 
heater and modified Olds engine. Hydra- 
matic transmission, twin spotlights, back- 
up lights and all leathern interior. Beau- 
tiful two-tone finisk of gun metal and 
grey. A once-in-a-lifetime buy at $1,495. 


Call J. P. Wilson, Nelson Motor Co., 
Lincoln - Mercury - Continental. Phone 
3-9783, Lot No. 2, 2125 Main St., Colum- 


bia, 8. C. 





ATTENTION DEALERS !! 


SPECIALIZING IN THE SALE OF 
EX-TAXIS 
Excellent Bodies - Good Motors - Heaters 
Upholstery New 
BUY NOW —LOWEST PRICES EVER 
1951-1952 


Plymouths — Fords — Chevrolets 
1 to 500 


MORRIS FREEDMAN 
Séth & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 
SARATOGA 7-2300 








ROBINSON AUTO RENTAL 


FLEET LEASED CARS 
1954 - 1955 
CHEVROLETS, FORDS, PLYMOUTHS 
Deluxe and Standard— 

Many two-tones 


Now available at Hertz Stations in the fol- 
lowing cities: Philadelphia, Baltimore, Wash- 









ington, D. C., Pittsburgh, Akron Cleveland, 
Detroit, Flint, Chicago, Cincin- 
nati, Louisville, St. Kansas , Lin- 
coln, Neb., Oklahoma : Fort , Dal- 
las, New Orleans, Atlanta. 

ROBINSON RENTAL 





Di 
229 S. Hanson St. 
|. E. Spatig, Used Car 















One of the very few you can buy. | 


is equipped with radio, | 











5, 1955 












HOLMES WRECKER — Model 







TRUCKS FOR SALE 





W35E HD 
mounted Ford 1946 158’’ WB chassis. 
Will be-sold at public auction to satisfy 
RTN 10:00 AM December 15th, Auto 
Renewal Co., Johnson City, Tenn. 


FOR SALE—1951 DIAMOND T 2%-ton 


tractor, straight air. Also 1950 traffic 
transport 33 foot trailer. Both in good 
condition with good tires—$1,800. E. O. 
Clifton Motors, Inc., 1700 N, E. 2nd 
Ave., Miami, Fla. 


TRUCKS WANTED 








WANTED — JEEPS and station wagons. 


New or used. Also automobiles, Write, 
phone or visit Phil Gardiner, 98 N. Main 
t., Mullica Hill, N 


BUSES FOR SALE 





FLXIBLES, GM’s, PARLOR buses, school 


buses—new and used. Cousins Bus Sales, 
Box 681, Manchester, Conn. 


BUSES WANTED 





WILL BUY USED school buses—36 to 66 


passengers. One or twenty, 
ters. Dealer, Box 5542, 
News, Detroit 26. 


SHOP EQUIPMENT WANTED 


also airpor- 
c/o Automotive 





WANTED—LIFTS, 2 post type. New or 


used. And other garage equipment. Write, 





phone or visit Philip Gardiner, 98 N. 
Main St., Mullica Hill, N. J. 
MISCELLANEOUS 








OUR NEW MODEL 


TOW BARS 


LEAD IN SALES... 
VALUE AND... 
PERFORMANCE 


Meet 1.C.C. Requirements 


MOTO-MATIC 
TOW «+ GUIDE 


and 
BRAKE-MOBILE 


TOW « PILOT 


with Automatic Brake 
Cannot Be Matched 
At Any Price 


Write Today for 
Ilastrated Catalog 


Factory Sales Division 
PILOT DISTRIBUTING 


COMPANY 


BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's. 


“Leaders In The Industry” 
Since 1939 














MISCELLANEOUS 


Ask the Man Who 
Tows—He Knows 


Automatic BraKinG 


Is the Cheapest 
INSURANCE 
You Can Buy 


COMPLETE with 
Guide Cables and $ 61 45 
BRAKE HOOK-UP. 


Meets ALL 1.C.C. Requirements 
* * e 


WITH BRAKE HOOK-UP 


ONLY. .°51* 


LESS 


Meets 1.C.C. Strength Requirements 


—SPECIAL— 
Protecto Covers (Tailor Made) 
Carrying Bags $2.00 & $3.50 
SAFETY CHAINS, set of 2, only 


STEEL (Tow Bar) CARRYING 
CASE with Wheels & Handles $1 3.95 
(Add 55c for Padiock with 2 Keys) 


$19.50 
$42.50 


WE STOCK ALL MAKES 
TOWING EQUIPMENT and PARTS 
FOR AUTOMOBILES and TRUCKS 


TOW BAR SALES CO. 


Exclusive Factory Distributors 
AS NEAR AS YOUR PHONE 
DE 2-0700 AN 3-8888 DO 3-8373 BU 8-7466 


40 So. Clinton St., Chicago 6, Ill. 


QUICK-TOW Bumper- 
to-Bumper Tow Bar 
TRI-KING 3-Point Hook- 
Up Intra-State Tow Bar 


3-PLY CONVERTIBLE tops, $18.75, head- 
liners, $12.50. Civilian jeep tops, $72.20. 
%-ton truck covers and bow assembly, 
$70.06. Free literature. Boston Big Buck, 
307 Cambridge St., Boston 14, Mass. 


WANTED—USED automatic car washer 
in A-1 condition. Binghamton Taxicab 
Co., Binghamton, N. Y. 


CAR DEALERS! GET Christmas sales! 
Crystal clean auto gift wrap with red 
bow—heavy .04” vinyl. Park demo in 


shopping center. Rush! $19.95 ppd. Plas- 
ticraft, Box 1, Alta Loma, Calif. 


AUTOMOTIVE NEWS 
WANT ADS 
BRING RESULTS 


FORD DEALERS 
and SALES MANAGERS 


1956 COLOR and TRIM CHART 


Select, order, code and decode all types, color and trim. Complete—Easy— 
Positive—invaluable quick reference for salesmen—Pocket edition. 


$1 Per Copy—$5 Per 2 Doz.—$9 Per Dozen 
“CODACAR,” P. O. BOX 1289, NORFOLK, VA. 
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New Subscription Order: 


Send Automotive News to Address Below 


U. S., Canada and U. S. Possessions 
One Year $8 [] or Two Years $14 [] 


All Other Countries — One Year $12 [] or Two Years $20 [] 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 


Street Address........... 


eee 


TRADE CONNECTION: 
Truck Dealer [j 


Car Dealer [] 
Jobber [] Insurance [] 
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State.... 


Manufacturer [) 
Supplier CT] 
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Financial [) 
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INTERNATIONAL 





He offers trucks that deliver 
power without strain—to save 
his customers the BIG money! 


Usable horsepower is what the wise truck buyer 
leeks for when he chooses new trucks. And usable 
le®sepower is what the INTERNATIONAL Truck 
Dealer has to sell! 


He has it in engines that are designed and built 
for trucks—engines that develop full power and 
torque at normal truck speeds— engines that oper- 
ate at relatively low, safe rpm to cut engine wear, 
lengthen engine life, save owners BIG money in 
operation and maintenance. 


INTERNATIONALS are all-truck in engines—and in 
every other way. Built with no passenger car com- 


FRUCKS 





we ye ae 


The INTERNA TIONAL Truck Dealer 


has usable horsepower for sale! 


promises — built with no passenger car compenents 
asked to do a truck job. 

This all-truck design is just one of the big advan- 
tages the INTERNATIONAL Dealer has on his side. 
There’s the solid backing of years of sales leader- 
ship in the heavy-duty, 6-wheel and multi-stop 
fields—the customer loyalty and year-after-year re- 
peat sales because of INTERNATIONAL quality. And 
every truck user is his prospect because he sells the 
world’s most complete truck line. 

A few choice franchises are available. If you’re 
interested in making BIG money selling trucks, 
write in strict confidence to: 


Manage? of Sales— Motor Truck Division 
INTERNATIONAL HARVESTER COMPANY 
180 N. Michigan Ave., Chicago 1, Illinois 





All-Truck Built to 


Motor Trucks * Crawler Tractors * Industrial Power 
@ McCormick® Farm Equipment and Farmall® Tractors 





save you the BIG money £ 
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